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Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field] 
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Chrysler Tieup Cuts Output 


By Martin L. Whitmyer 
Staff ‘Writer 

OD) O ED strike conditions 
and parts shortages at Chrysler 
p. offset record production at 
olet and Rambler last week. 
a result, U. S. car output dipped 
the previous week's level, 
n a high for the year was set. 


week’s output of 147,361 


ADA Board OKs 
erritory Drive; 
alles New Chief 


TASHINGTON.—NADA’s board 
of directors voted here last 
ik to “pursue a clear-cut terri- 
-security approach” and to con- 

me to educate the public on “all 
° “wf the territory-security 


In a new procedure, the directors 
p elected officers who will take 
ce at the end of the Chicago 
vention. New 
psident will be 
L. Galles jr., 

wbuquerque. Bir- 

L. Williams, 
eveland, was 
eelected 


(Bob) White, 
D, was named 
eretary, and 
ihn HH. 


rs, 
inta, was re- 
This final action to back pro- 


a 


treasurer. 
for new-car 


agenda was interrupted for. 
veral hours while the directors 
nt into executive session to dis- 
a heated family matter. This 
tagged “personal and con- 
ent but it is understood that 
is a matter that has been in the 
mily for some time. 
The decision to push for “pro- 
ted territories” rather than 
of sales and service responsi- 
was made by NADA’s Execu- 


assemblies. The total was below 
the 145,493 cars turned out dur- 
ing the week ended Dec. 14 a 
year ago, and marked the first 
time in three weeks that weekly 
car output failed to surpass the 
comparable six-day period of a 
year ago. 

Despite the labor troubles and 
parts deficiencies at Chrysler Corp., 
the industry still is in a good posi- 
tion to attain its goal of 600,000 
car assemblies in December. 

If the manufacturers continue at 
their daily pace of 23,955 assemblies 
established during the first two 
weeks of the month, the industry 
could go as high as 623,000 units 
for the month. However, car output 
for the month still is pegged at 
600,000 units, manufacturers say. 

7 e > 

A rmouen it is not expected to 

have any immediate effect upon 
the auto industry, a prolonged 
strike at Pittsburgh Plate Glass Co. 
could harass car and truck produc- 
tion activities during the first quar- 
ter of next year. 

Worst affected would be Chrys- 
ler Corp., which depends most 

(Continued on Page 45, Col. 3) 


Top Cars 


New-car registrations for 10 
months, plus one state for No- 
vember: 

1957 
Pos. 


Make . 
1,207,920— 2 


Chev. 


‘T trust division of the 


30,484—14 
28,447—15 
Met. 10,096—17 
‘Packard 4,762—18 
Misc. 158,689 
Total All Makes 
3,779,468 5,045,169 
Further details on Page 30. - 
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Stocks Rise to 


But Shortag 


In Lower- 


By Maynard M. Gordon 
News Editor 

LTHOUGH dealer inventories of 

unsold new cars reached the 
30-day-supply level Dec. 1, short- 
ages of '59 models in the. lower- 
priced ranges persistéd throughout 
the country. 

The dearth of available stock 
in the volume category continued 
in spite of a November produc- 
tion surge which sent dealer sup- 
plies to an estimated 451,381 units, 
about 90,000 of which included ’58 
models. 

The Dec. 1 stockpile compared 
with a November count of 286,482 
cars—a four-year low and the bot- 
tom level bt one of the most orderly 
cleanups ! f recent years. 

} > * > 


E G the still-unsatisfied 

de d of many dealers fo 
more '59) cars was the compa 
stockpile total for last Decemfber. 


A year ago, 531,949 units were in 
stock, including a far greater ratio 


ing two lyears ago 
time whepf ‘extreme short- 


ages also\ existed numerous lines. 
m Of capacity or 


AMC to Expand 
Capacity 33 Pct. 


ETROIT.—American Motors last 


week announced a $10,150,000) 


expansion program that will in- 
crease Rambler production capacity 
by 33 percent. 

President George Romney said 
the program will boost capacity 
from about 330,000 units annually 
to about 440,000. Much of the ex- 
pansion is to be completed by 
spring and all of it prior to the 

(Continued on Page 43, Col. 1) 


near-capacity production by most 
makers filled inventory pipelines 
during November in the medium- 
priced and highest-priced cate- 
gories. But immediate delivery re- 
mained the exception even in 
these groups. 

A Buick dealer in the Midw 


' how many customers are 
ng lost or stalled off by the 


tell. Dealers disagreed, with the 
majority contending that the ma- 
jority of cooled-off prospects prob- 
ably would have walked out at the 
last minute anyway. 

A Studebaker Lark salesman in 


3% to four weeks behind on de- 
liveries. The Lark has been on the 
market only since mid-November. 

“Hottest” Lark model is the 
stripped-down two-door sedan, he 
said. 

A Chrysler-Plymouth dealership 
in the Midwest had only 20 percent 
of its normal supply on hand, while 
a Ford dealer in the same area was 
50 to 100 cars short of normal. 


Two Plymouth dealers in the 
East reported a plentiful inventory 
of ‘59s except in the lowest-priced 
Savoy models. DeSotos were listed 
as scarce, partly due to the labor 
difficulties which have hampered 
production, 
| A Rambler dealer in Maryland 
|Said new cars were leaving his 
showroom as fast as the factory 








14 Chevy Dealers Fined 
In Price-Fixing Case 


By William Ullman 
Washington Bureau Chief 


ASHINGTON.—Fourteen Wash- 

ington-area Chevrolet dealers 
and their dealer association last 
week pleaded guilty to charges of 
joining in a price-fixing conspiracy 
and were fined a total of $32,000 in 
Federal District Court. 


The Greater Washington Chev- 
rolet Dealers Assn. Cooperative 
was fined $5,000. Thirteen dealers 
were fined $2,000 each, and an- 
other was fined $1,000. 

The dealers and their trade as- 
sociation were indieted last July 
after an investi by the Anti- 
rtment of 
Justice. probes are being 
conducted in other large cities 
across the country. 

The Washi m defendants were 
charged with? restricting competi- 
tion by fixing the prices of Chevro- 
let cars and aecessories at “artifici- 
ally high and inflated levels 
substantially in excess of the man- 
ufacturer’s suggested, list prices.” 

’ Oo” 4 


‘USTOMBR! labor rates also were 
a part of fhe indictment..It was 
held that these rates have been 


4 


“artificially fixed and maintained at 
uniform and noncompetitive levels” 
with the result that competition has 
been “artificially suppressed and 
restricted.” 

Also indicted here last July 
were Ford Motor Co., 17 local 
Ford dealers and 11 area Oldsmo- 
bile dealers.-The latter cases are 
pending. 

The guilty plea by the Chevrolet 
defendants came as a surprise. The 
dealers were due in court to argue 

(Continued Om Page 42, Col. 1) 


Arkansas said his dealership was) 


This issue includes the monthly 
SERVICE SECTION 


$8 Per Year, 25c Per Copy 


oe D 


rice 


could ship them, His waiting pe- 
riod: Four weeks. 
* * - 
REATER public acceptance and 
enthusiasm for the new price 
-was noted by dealers in 
r cities surveyed by AUTOMOTIVE 
News. 


Buick and Oldsmobile dealers in 
a Midwest city said the stickers 
had created goodwill among shop- 
pers and restored consumer con- 
fidence in the dealers. 

“The stickers take the question— 
mark out of prices,” said Horace 
Terry, of Milner Dumas Pontiac 
Co., Little Rock. “The public has 
no feeling somebody is trying to 
‘take’ them.” 

Minneapolis car shipments last 

(Continued on Page 4, Coly 1) 


Used-Car Market 
Remains Strong; 
Stocks Rebuild 


By Robert M. Lienert 
Associate Editor 

new cars dominating in- 

dustry attention in recent 

weeks, uged cars have been making 

a@ quiet, steady adjustment which 

indica eeatinuing strength in 
that fie 

Used-car stecks haye been re- 
plenished, both in quantity and 
quality, prices have made a roll- 
ing readjustment and, dealers 
say, profits are there for the 
taking. 

Stocks of unsold used cars held 
by franchised dealers were at a 
three-month high as of Dec, 1, but 
were still well within the 30-day 
limit, according to AUTOMOTIVE 
News estimates. 

> > * 
Te count as this month opened 
represented 27.2 days of selling; 
compared with a 24.5-day supply a 
month earlier. 

Thus, the trend toward a 
buildup on the lots has continued 
since used-car stocks hit the 
year’s low point on Oct. 1 with 
a@ 21.7-day supply. Three months 
ago, inventories were good for 
30.5 days of selling. 

Dealers reporting to AUTOMOTIVE 
News were in general agreement 
that profits on used-car deals were 
good, although individual assess- 
ments ranged from “below fore- 
cast” to “excellent.” 

A volume dealer in the Southwest 
said his U.C. gross was averaging 
$200 per retail deal. 

Some dealers have found a hid- 
den used-car blessing in the price 

(Continued on Page 4, Col. 3) 


Inside Automotive News... 


Scenes from AUTOMOTIVE NEws open house, 


Pages 2, 3 and 45. 


Dealer tuneup volume high, Page 16. 
What’s ahead in legislation? Page 36. 

Bell flails Justice Department, Page 9. 
Defense from an independent dealer, Page .8. 
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Committee to Beseech Factories .. . 


State Buyers Go After Subsidies 


By John E. Walsh 
Staff Writer 

FOUR-MAN committee has 

been named by the National 
Assn. of State Purchasing Officials 
to seek restoration of factory sub- 
sidies on state and local govern- 
ment motor-vehicle purchases, 


John R. Dyer, Maine purchas- | 


ing agent and association pres- 
ident, named Stanley J. Bien, 
Michigan, chairman of the com- 
mittee. 

Other members are Clarence T. 


New York, and Bernard Solomon, 
Massachusetts. 

Dyer said the committee’s first 
action probably will be to send out 
a questionnaire asking state pur- 
chasing agents for information on 
their purchasing policies and how 


they dispose of vehicles to be re-| 


placed. 


* * + 


WANT to cooperate with 

the factories,” Dyer contin- 
ued, “and our chances of getting 
them to reconsider the discount 


Small Cars Ready 
But Not Definite, 
Says SAE Chief 


BUFFALO. — General Motors, 
Ford Motor Co. and Chrysler Corp. 
can produce small! cars in this 
country “anytime they want to,” 

but the price tags 
will be higher 
than comparable 
foreign makes. 
That is the be- 
lief of President 
William K. Creson 
of the Society of 
Automotive Engi- 
neers. Creson, 
consulting en gi- 
neer for Ross 
Gear & Tool Co., 

W. K. Creson Lafayette, Ind., 
was in Buffalo for a dinner meeting 
of the Buffalo section of the Society. 


“I am firmly convinced that the 
reason foreign cars are selling so 
well in this country is because of 
their lower prices and that has 
been brought about by lower wage 
rates abroad,” Creson said in an 
interview. “American producers 
cannot produce a small car in the 
U.S. at the same price as long as 
this labor rate differential exists.” 

Creson noted that the Big Three 
have had small cars in the pilot 
stage for years but said he is con- 
vinced that none of these car mak- 
ers actually has decided to go into 
production yet in this country. 

The SAE head said he feels 
American industry is “being priced 
out of a lot of markets” and the 
foreign-style small car is one of 
them. 


ban should be improved if we can 
work out this problem of vehicle 
disposal which has disrupted the 
used-car markets in some states.” 

He indicated that the factories 
would not be contacted until the 
committee has its program well 
under development. 


Dyer also said the committee may 
ask the factories to consider pro- 


|} duction of a special economy car 
| for governmental use, He pointed 
| out that Florida Gov. LeRoy Collins 


| had made such a proposal. 
Drayer, Indiana; Edgar G. Luby,| 


But Dyer added that some objec- 
tions to the idea had been voiced 


| by some state officials. 


“It might be possible to save 
money on the purchase of such a 
car and lose it when the vehicle is 
traded in,” he said. “A stripped: 
down car probably won’t have much 
appeal in the used-car market.” 

> * * 


YER said Maine found that the 

intermediate series in the low- 
priced cars had the best resale 
value, 

Although bids have increased 
approximately $400, Maine has 
purchased 51 
said, Forty-six of the units (26 
Chevrolets and 20 Fords) went to 
the State Police, he added. 

Dyer said it is possible that the 
State may keep the cars longer 


that no. definite policy change is 
being considered now. 

Ralph Siller, director of the Flor- 
ida Purchasing Commission, an- 
nounced that 54 new Plymouth 
police specials were purchased re- 
cently for the State Highway 
Patrol. Prices were up about $200, 
he added. 

He said Florida would continue 
to buy essential cars despite the 
higher prices, but indicated pur- 
chase of other units might be de- 
layed pending results of the NASPO 
committee’s talks with the factories. 


ao > > 
N EANWHILE, a hassle has de- 
veloped in Seattle over the 
City’s purchase of 261 new cars 


Dealer Voices 


Nore: Territory se- 
been advocated by 


Leonard E. Jackson, Jackson 
Motor Sales (Dodge-Plymouth/, 
Lowell, Mich. 

(Jackson explained his opposi- 
tion to territory security in a 
letter to Rep. Gerald R. Ford 


Business Barometer 


Automotive News Economic Index — 


99.1 Percent of 


Last Week 


105.2 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 

Truck Registrations—yYeor to date. 

Steel Production—tTons 

Lumber Production—Board feet... 

Paperboard Production—tTons 

Soft Coal Output—tons 

Oil Refinery Output—Borreis .... 

Electric Output—Kilowatt hours... . 

Barometer Freight Car Loadings 
Store Sales index .. 


U.S. Government Spending 
—Fiscal year to date 


Sav its 
Sood bar ices—Average 
Common 


1958 Range 
36%- 8 
59%_-44 
50% -37% 
52 -33% 


Dec. 10 Dec. 3 


$40,098 448,000 


Commercial and industrial Loans $30,069,000,000 
$27,882,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
119.7 105.6 
109.4 99.9 
749 
81.2 
108.4 
166.8 
107.3 
92.2 
101.7 
105.7 
98.7 
100.6 
126.4 


147,361 
22,572 
3,779 A68 
592,029 
1,985,000 
196,390,000 
277,282 
7,545,000 
50,202,000 
13,017,000,000 
322,391 

171 

385.9 


99.8 
79.6 
96.9 
86.2 
101.6 
106.1 
88.5 
101.2 
99.8 


100.4 

96.6 
117.1 
112.8 


100.3 
100.0 
$1,190 at 


Common 


Stocks Dec. 10 Dec. 3 
41% 


13% 


1958 Range 
44 -27 

15%- 7% 
364%4-21% 
16 - 2% 
624%,-40%, 


Kaiser Industries, parent firm of Willys Motors. 
(Dee, 15, 1958) 


"59 vehicles, Dyer | 


than the usual two-year period, but | 


from a Tacoma firm for more than 
$500,000. 

The City Purchasing Depart- 
ment was criticized by the Team- 
sters Union in its publication, the 
Washington Teamster. Said the 
union: 

“It is bad enough that members 
of Local 882 Auto Salesmen’s 
Union, a Teamster affiliate, were 
deprived of commissions, but 
think of local businessmen, manu- 
facturers and merchants who 
suffer from such a transaction.” 

Paul R. Henricks, City purchas- 
ing agent, said the order went to 
Titus Motor Co, (Ford), Tacoma, 
after the Seattle low bidder, Smith-| 
Gandy Co. (Ford) was unable to} 
deliver all of the cars because of a 
long salesmen’s strike. 

He said other King County Ford} 
dealers were unable or unwilling to| 
provide the cars so the contract! 
was awarded to Titus. 

“Seattle would have lost heavily 
if it had gone into the market to 
buy cars rather than seek out a/| 
Ford dealer who could deliver on} 
the fleet price,” Henricks said. 

Since the City does not pay sales-| 
men commissions on fleet pur- 
chases, about $32,000 was saved on | 
the Tacoma deal, he added. 


Open House at Automotive News 


Makers Visit AN Home— 


Three auto industry presidents—George Romney, L. L. Colbert and Henry Ford li— 
greet Mrs. George M. Slocum, Automotive News board chairman, at open house for 
the newspaper's new headquarters building last week. The new building, on Detroit's 
E. Jefferson Ave. at corner of proposed Chrysler Expressway, is built of white marble 
and granite. 





* * * 


| @ TUDEBAKER-PACKARD CORP. 

charged that the City of Mem- 
phis drew specifications for a dis- 
5) 





| (Continued on Page 42. Col 


California Congressman | 


To Offer Exhaust Bill 


LOS ANGELES.—A bill to. re- 

| quire exhaust controls on all new 

| ears will be introduced in the 86th 

| Congress by Rep. Gordon Mc- 

| Donough, California Republican. 

He said the bill would make it 
a Federal offense to ship a new 
motor vehicle across a state line 
unless it was equipped with an 
exhaust control, It would apply 
to 1960 autos. 


Objections 
To Territory Security 


(Eprror’s 
curity has 
many factories and thousands of 
dealers, but not all retailers are 
in favor of it. One opponent is 


| jr., Michigan Republican. His 


| letter appears below.) 
> > > 


WE HAVE read several articles 
about legislation guaranteeing 
|} automotive “territorial security” 
| with great interest. As is the case 
in any issue there are, of course, 
many pros and cons, and probably 
all honestly given. We would like 
to voice our opinion on this sub- 
ject. 

We are very seriously against 
so-called “territorial security” for 
many reasons. We feel mainly 
that it is just opposite to the 
American way of doing things. 
We feel that it is the right of 
everybody to be able to buy an 

| automobile, a suit of clothes, a piece 
of rope or what have you, where) 
he honestly feels that it is best for 
him, be it at home, next door, 15) 
miles away or in Chicago, if he so) 
desires. 

We also feel that such a law | 
would be discriminatory in the 
worst way. If automobile dealers 

are to be restricted as to where 
they can sell their merchandise, 
why not TV, lumber, Fuller brushes 


or any other commodity? 
++ * . 


HAVE invested our life sav- 
ings in a new-car dealership 
in this small town within 20 miles 
of a large city (Grand Rapids). We 
have gone into this business be- 
cause we feel that through hard 
work, good business and fair deal- 
ing we can succeed in being of 
service to our community and to 
the public. 
We are firm believers in free 
enterprise. From our own, per- 
haps selfish, viewpoint, we feel 
that if we can give some of the 
people in this adjacent city a 
little more personal service than 
they can get,in the city, they are 
entitled to come to us, and we in 
turn are entitled to serve them. 
A woman who lives about 200 
(Continued on Page 44, Col. 3) 


Ford Reunion at Open House— 


From left, Detroit Ford dealers Ed Schoenherr and Stork Hickey reminisce oat 
Automotive News open house with Tom Frost (Ford), Warrenton, Va., and J. R. Davis, 
retired Ford soles vice-president. 


Memento from Volkswagen— 


Sketches of early Volkswagen facilities in Germany were presented to Automotive 
News last week at an open house in the newspaper's new building. From left, Peter 
C. Cook and Edsko Hekman, co-owners of the VW distributorship for Michigan and 
Indiana; Mrs. George M. Slocum, chairman of the board of Automotive News, and Will 
W. van de Kamp, managing director of Volkswagen of America. 


First-Hand Look at Circulation— 


A group of visitors at the Automotive News open house studies the operation of 
a subscription-card sorting machine in the circulation department of this newspaper's 
new headquarters building. 
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Dealer Forum 


by Robert M. Finlay 


import-car upsurge (and 
* the imports are setting new 
wecords each month) could be a lot 
rse. Think how they would sell 
if the wives went for them. 
' You have to be conditioned (our 
qmport friends say “educated”) into 
the import market. Under the spell 
of the import salesmen, you begin 
to fancy yourself as having an ap- 
preciation for fine machinery, or @ 
yen to spin around on a dime, or 
as having a fine feel for the bucket 
seat. 

And then, when your wife sees 
the car you grow to love, she gasps: 

“Good grief. Isn’t that a 1930 
model?” 

A friend who got frosted by his 
wife when he tried to buy an im- 
port asked the dealer how other| 
wives. reacted to the little gems 


“Just like yours,” the dealer | 
replied. 

So, if you are one of the few 
that hasn’t got a hand in the im- 
port market, just be thankful that 
the import boys have not gotten 

rough yet to the practical, hard- 
led purchasing agents who bring 

this automatic response from 
bands: “Yes, Dear.” 
> 


* > 
‘Experts’ 
PEAKING of machinery fanciers, | 








—assuming most men know a lot 
about engines. And it concerns, too, 
the automatic human guards that 
go up when the salesman asks if 
he can help. 

Never take the first rebuff seri- 
ously (if you flub in the first place 
by asking instead of telling), for 
most auto browsers want to know 
more about cars, but if you ask, 
they’ll say, “No thanks, just look- 
ing.” 

So the salesman tells him how 
the harmonic balancer of this 
particular model makes the en- 
gine a magnificient thing of 
balanced power which can purr 
like a dozing kitten or leap like 
a wide-awake lion. 

Listen to those hep to the imports 
and you hear talk like this, as well 
as about the fine points of con- 
struction. You can bet that the im- 
port salesmen fed them a lot of this 
talk. 

Knowledge of what makes the 
American cars as good as they are 
(and they sound like marvels of 
engineering when you hear a 
knowledgable salesman discuss 
them) will go a long way toward 
putting black ink on dealer books. 

While chatting with a dealer the 


other day, he said: 


“Oh, these ‘59s will move all 
right. But the dealer who makes 
a profit on them will be selling 
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‘We Got 59s Now ... 


Dealers Pushing Ads 


advertising programs in an effort | but it’s well worth waiting for, and 


By John K, Teahen Jr. 
Staff Writer 
introduction of the ’59 
models brought plenty of hot 
prospects into the showrooms, but 
many of them lost interest when 
they were told that difficulties at 
the factory would delay delivery 
dates several weeks. 

Dealers don’t know exactly how 
many sales the famine cost them. 
But now that inventories are ap- 
proaching normal proportions, the 
retailers have embarked on heavy 








to recapture the October enthu- 
siasts, 

The ads show more ingenuity 
than in recent seasons. Price ads 
are not as plentiful as in other 
years, and many of those which 
have appeared are tied to the 
sticker law. 

Many dealers have built ads 
around the fact that the new cars 
finally have arrived. In Knoxville, 
Tenn., Rice Oldsmobile said: “Yes, 
the new Olds has been hard to get, 






a few men from our shop had) all the way.” 
ir heads under the hood of 8! Maybe it would help to sell 
Lark the other day. I made some| American cars like imports are 
remark about the flywheel, point-| sold. We can use some education 
ing to the gadget to which the fan| on them. 
pulley was attached. ty ee 

“I don’t think that’s the fily- WE TAKE too much for granted 
wheel,” our associates said. “Isn’t on our American cars and hu- 


| 





Chat in New AN Library— 


Library of new Automotive News building was scene of talk at last week's open 
house among, from left, Brouwer D. Mcintyre, president of Monroe Auto Equipment; 
Cadillac General Manager J. M. Roche; Avfomotive News Editor Pete Wemhoff, and 
Chevrolet General Manager E. N. Cole. 





the flywheel in the back some- 
place?” | 

“Well, then,” I asked, “what’s| 
that?” 

“Darned if I know.” 

So we called the salesman over 
and asked him. He just shrugged 
his shoulders. Back at the office the 
teal auto expert in the shop told 
Us the gadget we were looking at 
Was the dynamic balancer. 

> * > 

Human Failing 
brings up a point we'd like 

to make about a human failing 





Dealers Refuse 


To Issue Plates 


» ALBUQUERQUE, N. M.—The 
buquerque New Car Dealers 
"Assn. has passed a resolution de- 
Slining to participate in the distri- 
ion of 1959 New Mexico license 
Plates. 

“Because of the complications in- 
volved,” said Nelson T. Turner, 
general manager of the New Mexico 
Automobile Dealers Assn., “the 
group decided that it would not be 
worth its while to become auxiliary 
distributors of plates.” 

ANCDA members were asked to 
distribute plates by Robert Salazar, 
head of the State Motor Vehicle 
division. 
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man beings. Both are quite wonder- 
ful, if we spend a little time look- 
ing for the good things about them 


| rather than the seams that are too 


far apart or the little imperfections. 

(However, we think the quality- 
control boys at the factory should 
be more particular and insist on 
higher standards.) 

But the factories might help the 
salesmen if they would get up the 
story of what they build into the 
cars to make them better. 

The death of that great person, 
Charles F. Kettering, the other 
day reminded us of a point he 
made about modern American 
cars. 

This was 15 years ago and there 


| were plenty who were criticizing 
American cars then, too. Most of 


the complaints, Kettering said, con- 
cerned either local conditions or 


things that would appeal only to a 
few people, like the inventors who 


were offering devices to make cars 


handle better in hilly regions, or 
those that insisted on hard steering 
when sales showed most people 


wanted easy steering. 

“They would tell me that we 
didn’t know how to build cars,” 
Kettering said, “but I would tell 
them they didn’t know how to 
Se a ae ee wars ee 


the few.” 
> . . 


Must Get Through 


As SALESMEN, it would pay us 

to reappraise our American 
cars, to look for the good points 
about them and to sell those good 
points without assuming that 


everyone knows them. 


A bit more on the marvelous hu- 
mans: Some are outgoing individ- 
uals, but many wall themselves off 
from others with those automatic 
responses we were talking about, 


like “No thanks, just 3 

It is essential that the sales- 
man recognize these for what 
they are and pleasantly proceed 
to try to catch the prospect's in- 
terest even though the prospect 
says he doesn’t want help. 


Many of us want to know more 
about products even as we deny 
it. The smart salesman ignores the 
automatic rebuffs and keeps prob- 
ing away pleasantly, knowing that 
the prospect really wants him to 
get through in spite of the rebuffs. 





. e have to build for the mil- 
lions, while they wanted to buy for 





‘Hitlerism’ Laid 
To Pickets by 
Sunday Operator 


MIAMI.—Anthony Abraham, 
Chevrolet dealer at 4181 8th St., and 
the only one out of 44 new-car deal- 
ers to resist the Sunday closing 
movement here, denounced com- 
peting car salesmen for “Hitler-like 
pressure tactics” in the campaign. 

Abraham described some 35 pick- 
ets who paraded with placards for 
10 hours around his establishment 
as “misled individuals using reli- 
gion as a crutch to force their be- 
liefs upon others.” 

He also charged that he had re- 
ceived telephone threats of bomb- 
ings and physical violence. 

Abraham, a Catholic, told re- 
porters: 

“If I believed that by voluntary 
closing my business establishments 
on Sundays I would be serving the 
best interests of my community, 
and that freedom-loving Americans 
would, in exercising their free 
rights attend the church of their 
choice, I would close the doors of 
my business at sundown Friday and 
not open again until Monday. 

“However,” he added, “I shall 
never subscribe to Hitler-like pres- 
sure tactics created by competitors 
or misled individuals.” 

Loring P. Evans, a spokesman 
for other car dealers here who are 
supporting the Sabbath-closing 
campaign, said he knew nothing of 
the plans to picket Abraham’s 
Chevrolet dealership. 

He added: “After hearing of the 
salesmen’s intentions to do so, I 
tried to discourage the pickets.” 


Strive for Profit in °59, 
Reese Tells Ohio Dealers 


MIDDLETOWN, O.—The Middle- 
town New Car Dealers Assn. hosted 
the regional meeting of the Ohio 
Automobile Dealers Assn. About 
300 dealers and agency representa- 
tives in Southwest Ohio attended. 

Dave Reese, president of the 
Pennsylvania Automotive Assn. 
spoke on “Dedicate Your Dealership 
to Profit in 1959.” Other speakers 
were Charles A. Cronin, Cincinnati; 
A. W. O’Rourke, Toledo, and John 
T. Glackin, Mt. Vernon. 





How's It Look?— 


The smali-car outlook in the U. S. is 
the subject of a chat between Will A. 
van de Kamp, managing director of Volks- 
wagen of America, and Studebaker-Pack- 
ard Sales Vice-President Sydney A. Skill- 
man. The VW and Lark officials met last 
week at the Automotive News open house 
in Detroit. 


On the House. . 


sale” .. 





to be 
t 


we've got them for you now.” 
” + * 


| NEW ORLEANS, the key line 
in an advertisement was: “Now! 
Same-day delivery at Mike Persia 
Chevrolet.” Rosenthal Chevrolet, 
Arlington, Va., listed the invoice 
numbers of 24 new cars, and South- 
ern Rambler, New Orleans, de- 
clared, “Largest new-car stock in 
town.” 

Morgan Plymouth, Dallas, appar- 
ently hadn’t heard of the shortage. 
“We're overloaded on '59 Plym- 
ouths,” the company said. “We need 
used cars—87 new cars in stock to 
choose from.” 

A clever ad by Perkins Plym- 
outh, Louisville, showed a front 
and rear view of the 59 model. 
Copy read: “Perkins will try to 
beat all deals coming or going 
during our big two-day sale.” 

Elsewhere in Louisville, Duncan 
Motor Co. (DeSoto-Plymouth) 
staged a “bad-weather sale” and 
offered “10 percent off on any new 
car in stock, O’Daniel Dodge- 
Plymouth urged buyers to “trade 
up to Dodge.” 

“When you check the low-priced 
three,” O’Daniel declared, “you'll 
find they have a new competitor.” 


CARBROUGH MOTORS, INC., 

Pine Bluff, Ark. diagnosed 

“Rambleritis” as the best disease 
ever to hit the U. S. 


“It’s highly contagious,” the com- 
pany said, “and the symptoms are 
a depressed feeling because your 
present car is too big and a gas 
hog on wheels. Prescription: Take 
a Rambler ride; get our big ap- 
praisal; take delivery of a Rambler.” 


Vincel Pontiac, St. Louis, pic- 
tured a high-powered rifle in an 
ad to emphasize its “30-30 guar- 
antee” on new cars—30,000 miles 
or 30 months. 

Special discounts to non-Buick 
owners were offered by Bob Auffen- 

berg Buick, also in St. Louis. 
Auffenberg said its used-car stock 
was unbalanced and that makes 
other than Buick were needed to 
round out the supply. 


In Kansas City, Berl Berry 
(Dodge-Lark-Simca) advertised 
Christmas gifts for new-car buyers. 
Dodge purchasers were offered 500 
gallons of gas, free oil and free 
lubrication for a year. Similar 
offers, in smaller quantities, were 
made to Lark and Simca buyers. 


RCHE PLYMOUTH, New Or- 

leans, mentioned the sticker law 
and said, “We show two prices— 
factory price and our low super- 
market price. Buy now and save— 
110 cars—all models and colors.” 

The sticker law was the theme of 
an institutional ad inserted by the 
Albuquerque (N. M.) New Car 
Dealers Assn. The ad showed a 
sample label and said such a tag 
is affixed to every new car for 
the protection of the buyer. 

In Baltimore, Jerry Govans Chev- 
rolet had a few ’58 models left and 
placed a three-column-by 20-inch 
ad to tell the public about them. 


By adhering to a few basic rules, perhaps many 
dealers will come back to a normal profit year in 
1959, says the Illinois association. “Consider using 
the new pricing law to advantage by completely 
ignoring the invoice-UP theory of pricing and talk 
from the basis of Retail down,” relates the associa- 
tion bulletin. “A selling job is also essential to con- 
vince the customer that certain make-ready charges 
are necessary even before his tradein is ready for 


New Jersey association is alerting its members 


ready for united action on the permissive 
security bill when it reaches Congress 


erritory 
. . . Montana dealers are putting on a drive to send 
to NADA’s convention in honor of President 
Dean Chaffin . . . O. C. Farnsworth, former Oldsmobile zone man- 
and dealer, has been named first full-time manager of the 


ager 
Miami Auto Dealers Assn... . 


Marvin Peterson, Boise Rambler dealer, has been elected president 
of the Boise association and will spearhead plans for Idaho state 
convention next May 17-19 . . . Cincinnati dealers will stage annual 


meeting Dec. 18. 


—Prre WemMHorr, Editor, 
Automotive News 
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Dealers Seek More Lower-Priced Cars . . . 


29 Dearth Persists 
Despite Hike in Supply 


(Continued from Page 1) 


month ran up to 50 percent higher 
than the corresponding 1957 rate. 
Nevertheless desirable models were 
hard to come by. 

H. E. Warren, president of War- 
ren Cadillac, Minneapolis, said de- 
liveries increased 45 percent over 
November, 1957. 

Deliveries in November were 25 
percent ahead of a year ago, Charles 
Walton, general manager of Boyer- 
Gilfillan (Ford), said, but all dealers 


* * * 


New-Car Stocks 
In Field, In Transit 


(Compltied by Automotive News) 











are short of stocks and are sitting 
with two weeks of business on hand. 
om * = 


ee. of Jim Angeles Stu- 
debaker, Inc., Minneapolis, said 
that deliveries last month were 50 
percent larger than a year ago, but} 
only about 25 percent of what was} 
wanted. | 

“We have -sold three times as 
many cars as we can deliver im- 
mediately, so we have a big back- 
log of business to fill,” Jim Angeles, 
president of the firm, reported. 

Rambler deliveries in Novem- 
ber were 110 percent over 1957, | 
according to William A. Mozis, | 
president of Minneapolis Ram- 
bler. 

“Our orders ahead are also 
greater than at this time last year. 








Late Report... 





Used-Car Market 


Automotive News’ index of average prices paid at wholesale for 


used cars was revised last week 
while ’51s were dropped. 


to include ’59s for the first time, 


The new overall average of $1,190, therefore, is not comparable 
with the previous week’s average. By individual model, however, only 


58s showed a gain ($74) last week. 


Losses amounted to $24 on ’57s, $19 on ’52s, $17 on ’56s, $13 on 53s, 
$8 on ’54s and $5 on ’55s. A new low was established for ’56s. 

At a group of representative auctions last week, the average con- 
signment was 223.6 units, compared with 238.1 a week earlier. The 
sales ratio was 62.0 percent, compared with 64.2 percent the previous 


week. 


Auction reports begin on Page 28. 





Used-Car Stocks Rebuild, 
Market Remains Strong 


(Continued from Page 1) 


Missouri Driver 
Awarded $5,350 
In Repo Case 


KANSAS CITY.—A jury in Jack- 
son County Circuit Court awarded 
$5,350 damages to William N. 
Davis, St. Joseph, Mo., in a case 
arising out of the repossession of 
an automobile. 

The verdict was against Nash 
Central Motors, Kansas City. The 
car, on which a repair bill of 
$186.26 was owed, was taken away 
| during the night of Sept. 5, 1957, by 
Robert L. Stone, who was acting as 
|an agent of the dealership. 





After Stone’s testimony, Judge 
Paul A. Buzard sent the jury from 
|the courtroom and chastised Stone. 
|The judge told the witness: 


“Under your own testimony, you 


stickers on new cars, The. more| single monthly census showed used-| 4re guilty of stealing an automo- 


realistic approach to tradein values, 
demanded by posted prices, has in 
many cases produced a truer pic- 
ture of used-car operations and 





Import-Car 





7. o 
Registrations 
Imported-car registrations for 
10 months: 
1958 1957 
Pos. Make Pos. 
1— 64,392 Volkswagen 51,932—1 
2— 37,009 Renault 18,041—2 
3— 26,551 English Ford 13,559—3 
4— 16,368 Fiat * 
5— 14437 Hillman * | 
. MG 11,539—4 
° Metropolitan 10,090—5 
142,234 All Others 59,773 
Total All Makes 
300,991 


164,934 
* Not in Top Five. i 





car stocks within the 30-day limit. 
* * = 


UTOMOTIVE NEWS’ index of 


prices of used cars sold at) 


wholesale auction last week was 


revised to include ’59s and drop ’5is. | 


As a result, the new overall average 
price of $1,190 was not comparable 
with the week-earlier average of 
$870. 

However, a year ago, when 58s 
were added and ’50s excluded, the 
first week’s average was $1,045, 
or $145 less than this year’s first 
new-model index. 

The index launched ’59s at $2,782, 
compared with $2,781 for the open- 


|ing price on '58s a year ago. 


The price of ‘58s rose $74 last 
week over the previous week, but 
all other models were down. Losses 
amounted to $24 on ‘57s, $19 on 
52s, $17 on '56s, $13 on ‘53s, $8 on 
54s and $5 on ’55s. A new low was 
established for 56s. 

> * 


up “too much” this year had kept | contributed to profits garnered from | Calif. Reported Ready 


277,975 |mobile and 66 percent jump for| “Te claimed by 16.6 percent of re- 





mo eit Destere Some models and colors are short 
ars in ” 
. o_o Pa mp we are still in need of stock,” | 
Poried Field te inventory | he continued. 
Ending Stockst Dealers Stocks Mozis reported a shift in public 
>. 1, "50 aua.s0e 290,500 440,254| demand. A year ago 70 percent of 
. 1, '50.... 276,136 000 434.136 | the call was for station wagons and 
— . — OaAany ion bee pg 30 percent for sedans. Now the call | 
dan, 1, = 306,008 eee 404,788 | is about 50-50. 
Apr. 1, "51... 406,54 33,500 545.041) William Hirsch, president of Cen- 
ae . - connes Se bee Soo.zes | tral Motor Sales (Chrysler-Plym- 
Jan. 1. ‘33 594.908 31,980 396.908 outh), said cars received from the 
pr. 1," . / . | factories in November equalled the 
oe ice gasses © se'eoe— saaisse| number received a year ago. The| 
jan 1, ‘33. a01.871 83,300 svaen1 | backlog of orders dating back to| 
. 1, *63... ’ . ct. 15 is still large and all Chrys- 
aay 1 = —- cn aee Se eer | ler and Plymouth dealers could 
Jan. 1. '54.... 428,125 36.600 464,725 | uSe More cars, he pointed out. 
Seis girs © Stees sass * eis 
Apr. 1.54... SAL oll 64.000 eo6.911 pusLIc acceptance of price stick- | 
May 1, '54... 77 68,500 -275 | ers and “what they showed” 
Jety 1,54. 448005 2.500 Seasies | “2S cited by Tom Cherry (Oldsmo- 
Aug. 1. '54... 390.854 57,000 447.854 Se enna Seeing), Santa Fe. 
1, "54... 355,664 50,400 054 | i ; : 
7 owt sae 6 Seeaee| e said the failure of prices to go 
Nov, 1, "54... 120,107 37,500 157,607) J 
Des. 1. os. a ad Se nee prospects in the fold. | 
» 55... 293 7 | Strikes at Chrysler Corp. have 
i. sees  enaee Setess| Slowed up deliveries, said Nash| 
Apr. 1, °S6.... 544,038 99,500  643,538| Hancock (Chrysler-Dodge-DeSoto-| 
May 1,°S5.... 660,341 102,700 
ome 1, = ——- iy 4 813.591 | exceed the year just concluded by 
Aug. 1, "55... eee 71588 oo8.0e7 20 percent. 
Sept. 1, "55... 675 . 204) Increased car quality should 
Oct. 1, 85... 489,475 48,900 538,375 
Nev. 1, 55... 481,735 87.600  569.335| lead to higher sales and better | 
Dee, 1, '55... 645,707 77,400 we ees profits per deal, according to 
~~ . = eee oa s70.399, Meith Jones, Mercury-Edsel-Lin- 
Mar, 1, 56... 63,700 903,789 ©COln dealer in the New Mexico 
Apr. 1, '56... 827,977 68,100 90s.00e capital. 
May 1, — as 52.800 © - 788.802 | Floyd D. Akers, head of three| 
= 1°56. 613.451 5e.568 70.506 oan and Oldsmobile dealerships, | 
Aug. 1, '56.... 551,08 | Sa. ashington (D.C.) sales| 
Sent. 1. oe Seetcs © asib0o 314.003 | Showed a 50 percent rise for Olds-| 
Nov, 1, 56... 212,967 65,008 
Dee, 1, "56.... yy ~ eae Cadillac. 
ot: iter selest  e8.100 «630,034; Leon Cherner, whose two firms| 
Mar. 1, ‘31 - $04,008 o.400 733,008 handle all Ford Motor makes in| 
' , i, 8... x . the National capital, reported a 
1, °57.... 677,705 59,500 737,205 , 
ne, ist. 2taee © e8aze-—=s787,749| November sales gain of 25 percent 
duly 1, 57... 682,121 63,090 745,211) over the same 1957 month. 
Aug. 1, "57... 645,445 59,300 704,745) 
Sept. 1, 'S7... 684,484 45,052 738-536 | ae ae 
Oct. i, "57 547.549 25,085 dealer in Washing- 
Ber. iar dennis shaee ante! AL ion pointing out that he had | 
Jen. 1, 58... 907.908 55,000 o0s.208 only four new models on hand! 
. 1, “SB... 54,100 . against a normal inventory of 85| 
Ket: ice yedael «= asiboo = waai2en| cars, said a big difference was 
May 1, 58... 738,464 38,500 776,964| evident between conditions now and 
June 1, '58.... 704,751 36,500 741,251| a year ago. 
= i — Ssaass cause | Ganaae “We are building up a substan- 
— 38. as.s06 ae <05.00e tial backlog of orders,” he said, 
» "58... , “whereas last year at this time 
Nov, 1, "58... 241,382 45,100 286,482 % 
Dee, 1; 58. 378,481 73,200 «451,681, We had no backlog.” 

+ Field stocks include cars actually at The - 1 stockpile of 451,681 
@ealerships, those warehoused by dealers| C@aTS was the third lowest of 1958. 
and factories, and demonstrators. The estimated count fell between 

* Revised. October’s 312,897 and September’s 

463,684. 








Dodge Dealer Officers and Officials— 


Election of 1959 officers highlighted a Detroit meeting of the National Committee 
of the Dodge Dealer Advisory Conference. Shown, from left, are John A. Spitzer, Elyria, 


©., public relations committee chairman; 


Joseph M. Schneider, Hempstead, N. Y., 


recording secretary; Frank Collord, Waterloo, Ia., vice-chairman; O. R. Mitchell, San 
Antonio, chairman of the executive committee chairman; M. C. Patterson, Dodge 


general manager; John H. Lander, Atlanta, 
dealer relations director, and L. F. Desmond, Dodge assistant general manager. 


national chairman; L. J. Ouellette, Dodge 


| days or less, 41.7 percent had 16-to- 


the lot. 


* 2 * 


As COMPARED with a month) 
ago, Deg. 1 inventories showed | 


oon ane Plymouth), but he expects sales to| more dealers had stocks inside the | 


15-day limit along with an increase 
in those within the 30-day limit. 
Of dealers peporting for Dec. 1, 
some 39.8 percent said they could | 
clean out their lot in 15 days or | 
less. A month earlier, only 33.8 | 
percent had been in this category. | 
This month found 43.6 percent in| 
the 16-to-30-day category, compared | 
with 38.9 percent a month earlier. 
Stocks exceeding a 30-day supply 


porting dealers, compared with 27.3 
percent a month earlier. 

A year ago on Dec. 1, the average 
stock was good for 35.4 days of 
selling. Of reporting dealers, 16.7) 
percent had supplies good for 15 





30-day stocks and 41.6 percent had 


| inventories exceeding 30 days. 


Range of stocks reported Dec. 1 
was eight to 50 days, compared with 
three to 60 days a month earlier 
and 13 to 75 days a year ago. 

a 


| fad THE course of 1958, monthly} - 


used-car inventories ranged from 
the Oct. 1 low of 24,7 days to a 
high of 49.4 days on March 1. 

Six monthly census dates 
showed stocks above the 30-day 
limit (including the first five 
months of the year) while six 
were below. 

In 1957, on the other hand, no 


Hearing Today 
On VW Suit 


NEWARK, N. J.—A pre-trial 
hearing in the Justice Department's 
antitrust suit against Volkswagen 
of America is scheduled for today 
(Dec. 15) in Federal District Court 
here before Chief Judge Phillip 
Forman. 


Government attorneys are ex- 
pected to reply to Volkswagen mo- 
tions for more specific information 
on charges that VW of America 
and its distributors fixed prices and 
restrained dealers from selling out- 
side prescribed territories or from 
handling competitive makes. 





complaint was originally filed. 


To Buy Triumph Wagons 


LOS ANGELES.—The California 
State Health Department reportedly 
has negotiated with Russ Hyde, 
San Francisco subdistributor for 
Triumph cars, for 50 station wagons 
to be used by health nurses. 

It was reported that closing of 


the deal awaits only State appro-| 
| priation of money for the purchase. 





Sales Score 
For Imports 


Imported-car registrations for | 


October: | 
1958 1957 
Pos. Make Pos. 
1— 6,654 Volkswagen 6,203—1 
2— 5,619 Renault 2,432—2 
3— 3,634 English Ford 2,236—3 | 
4— 2,211 Fiat ° 
5— 1,991 Vauxhall ° 
. Hillman 1,100—4 
* MG 1,099—5 

18,059 All Others 8,425 

Total All Makes 
38,168 21,545 


* Not in Top Five. 


| bile. You have no more right to 
|\take a car than I have, and that 
operation should be stopped. I am 
going to call it to the attention of 
the prosecuting attorney of this 
county, and I think he should file a 
charge against you for stealing an 
automobile.” 


Davis said that when his car was 
repossessed, he was trying to work 
out a plan with the dealership to 
pay $15 per month on the repair 
bill. The company earlier had re- 
fused Davis’ request that it pay 
half the bill. 

William A. Collet, county prose- 
cuting attorney, said no action 
would be taken against Stone pend- 
ing an investigation. 





Automotive Lift Standard 
Set Up by 2 Agencies 


WASHINGTON —A set of 
standards for automotive lifts 
has been issued by the Office of 
Technical Services in cooperation 

| with the National Bureau of 
| Standards. The new compilation, 

CS142-58, covers the standards of 
construction for hydraulic, hydro- 
pneumatic and mechanically op- 
erated lifts. Its purpose is to pro- 
mote adequacy and safety in 
construction and operation of lifts 
up to 75,000 pounds rated capac- 
ity. 

The adoption of the standards 
by a manufacturer is voluntary. 
However, when reference to 4 
Commercial Standard is made in 
contracts, labels, invoices or ad- 
vertising literature, the provisions 
of the standards are enforcible 
through usual legal channels as 
part of the sales contract. Copies 
of the standard can be obtained 
| from the Superintendent of Docu- 
| ments, U. S. Government Print- 

ing Office, Washington 25, D. C., 
| for 15 cents each. 





Utah Dealers Elect— 





Newly elected officers of the Utah Automobile Dealers Assn. flash their victory 
Judge Forman has agreed to|smiles at the association's convention in Salt Lake City. From left are Lavor Wood 
transfer the scene of all proceed- | (Oldsmobile-Cadillac), Ogden, vice-president; Jack B. Morris (Buick-Rambler), Brigham 
ings in the case to Newark from| City, vice-president; Richard L. Warner (Ford), Salt Lake City, president; and Harold 
Trenton, where the Government| Holley (Buick-Rambier), Spanish Fork, vice-president. Not pictured are Henry S. Day 
(Ford), Midvale, secretary, and Calvin Bosse (Rambler), Salt Lake City, treasurer. 
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“IT’S THE SPIRIT THAT COUNTS” 











- It’s a car to the boy... .a toy to the father . . . to both a prized possession. 
ne It’s not the gift but the spirit behind the gift that counts. And with a Christmas message 


it’s the spirit behind the message that counts. Our Christmas greeting is 
not only directed to our dealers as purely business acquaintances but as true friends— 
most of whom we have known and worked with for many years. 


It is in this spirit that we wish all of you a Merry Christmas and a Happy New Year. 





ictory 
Nood 
gham 
arold 






ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Dealers Plead Case Before NLRB... 


Hearing to Resume at Galesburg 


By Frank Gawronski 
Staff Writer 

NATIONAL Labor Relations 

Board hearing on an election 
petition submitted by six new-car 
dedlers to end 2% years of picket- 
ing in Galesburg, Ill., will resume 
Thursday (Dec. 18) after a two- 
week recess. 

Galesburg dealerships have been 
picketed at various times since 

April, 1956, when the 

Machinists and 

Teamsters Unions 

launched their cam- 

paigns to organize 

the dealers’ shop em- 
ployes. 

According to Robert G. Mayberry, 
NLRB Chicago regional represen- 
tative, the main issue to be decided 
is whether the picketing has been 
“organizational,” as claimed by the 
unions, or a “recognition strike,” as 
charged by the dealers. 

The dealers contend the de- 
mand for m was made 
by the unions in 1956 and has 


been enforced by sign-carrying 
pickets ever since. 

The unions claim they went into 
an organizational campaign after 
an NLRB ruling in August, 1957, 
prohibited “recognition” strikes. 

Two dealers testified during the 
first two days of the hearing, with 
the remaining four expected to take 
the stand when the hearing re- 
sumes. 

Gene Bragg, owner of Galesburg 
Lincoln-Mercury, testified his gross 
sales in the past year totalled $726,- 
432 and described his shop force. 
The constitution of the Galesburg 
Auto Dealers Assn., Bragg declared, 
“does not bar us from bargaining 
as individuals.” 

The dealers’ petition for an elec- 
tion is designed to take advantage 
of the new jurisdictional standards 
announced this fall by the NLRB. 

Banded together as an association 
last year to seek NLRB interven- 
tion, the dealers are filing as in- 
dividuals now under the new setup, 


which requires $500,000 annual gross 
volume of business. 
+. + + 


HE unions have charged that 

the dealers had organized to 
bargain as a unit, therefore they 
now cannot bargain individually. 


The second dealer to appear 
was Norman Weaver who spent 
several hours in testimony to up- 
hold his contention that his two 
dealerships operate as a single 
business with one set of books 
and a single payroll. 

Weaver operates a DeSoto-Plym- 
outh sales and service outlet and 
an International truck and used car 
sales and service shop in separate 
buildings. He said his sales volume 
for the past year was in excess of 
$600,000. 

Both Jack Denny, Chicago, who 
conducted the unions’ side of the 
hearing, and Roy Lankford, Jack- 
sonville, Iil., Machinists representa- 
tive, maintained picketing was “or- 
ganizational and informational.” 

“TI have not requested bargaining 


Detroit Dealers Mark 50th Anniversary— 








The 50th anniversary of the Detroit Auto Dealers Assn. was celebrated at a banquet 
in the Statler Hilton Hotel. At the speakers’ table were, from left, Boyce Tope, DADA 
executive vice-president; Harry A. Williams, managing director, Automobile Manv- 
facturers Assn.; Glenn Walker (DeSoto-Plymouth), DADA president; Walter L. Couse, 
president, Greater Detroit Board of Commerce, and W. H. Kouts (Chevrolet), first 


vice-president, Michigan Automobile Dealers Assn. (Story on Page 46.) 





rights since August, 1957,” Lankford 

testified. He has been the main cog 

in the unions’ effort to get dealers 

to sign contracts. 
- * + 

ICKETS have been almost con- 

tinually in front of Galesburg 


INOW! An Undercoating That 


INSULATES AS IT PROTECTS 
Opens Big, New Market For You 





FOR ALL 








CARS = New or Used... 


Easy to Apply... Your Mark-up 100% or More 


Cork, one of the finest of insulating materials, 
is a primary ingredient—41 %—of this remark- 
able new undercoating. So effective is Lion 
Nokorode Cork Undercoating that just one- 
eighth inch dry film thickness applied to the 
underside of a car will decrease the heat loss or 
gain by 40%. That means added comfort... 
increased efficiency of both car heaters and 


air conditioners. 


LION OIL COMPANY 


No obligation, of course. 
N 
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A Division of Monsanto Chemical Company 
Dept. AN-L, El Dorado, Arkansas 


[pepe cand ctmeigte information cheut Licn Mehesede Cork 
Undercoating how it can increase my market and profits. 
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Besides insulating, Lion Nokorode Cork 
_Undercoating protects against rust... pre- 
vents squeaks and rattles . . . stops dust leaks 


...deadens road noises. 


Lion Nokorode Cork Undercoating is easily 
applied at about the average cost of conven- 
tional undercoating. Every car owner is a pros- 
pect. And your mark-up is 100% or more! 


Only Lion makes this new cork undercoating. 
Get in fast on this brand new profit opportunity! 


@ LION OIL COMPANY : 


A DIVISION OF MONSANTO CHEMICAL COMPANY 
EL DORADO, ARKANSAS 
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Lincoln-Mercury since May, 1956, 
Lankford said, but he denied they 
ever attempted to keep employes 
out, 

Denny charged the dealer's 
election petition should be dis- 
missed as a “subterfuge to pre- 
vent organization of company 
employes.” 

“It would be abuse of the board's 
procedure by permitting an em- 
ployer to demand an election prior 
to request for recognition by unions 
who are attempting to organize the 
employes,” the unionist said. 

When pressed to admit that rec- 
ognition had been the basis of the 
dispute all the way, Lankford re- 
plied, “I never had a contract con- 
summated without recognition into 
it.” 

Mayberry said it is one of the 
comparatively few cases in NLRB 
files in which employers seek the 
election rather than the union. 

: * * 


G=™ firms seeking elections 
are McCreery Motor Sales 
(Ford), Puckett Buick Co., Inman- 
Swanson Motors, Inc. (Cadillac- 
Pontiac), and Crown Motors, Inc. 
(Oldsmobile). 

In other dealership news, the 
NLRB has certified the July 18 
representation election among 
new and used-car salesmen em- 
ployed by members of the Motor 
Car Dealers Assn. of Sacramento, 
Calif. 

The original count showed 9% 
votes for the petitioner, Teamsters 
Local 165; 81 votes against, and 17 
votes were challenged. 

The revised tally of ballots re- 
sulted in 97 votes for the Teamsters 
and 94 against. 


> > > 


oo THE factory front, approxi- 
mately 30,000 Chrysler Corp. 
workers were idled last week as 4 
result of a strike by United Auto 
Workers Local 3 at the Dodge 
Hamtramck (Mich.) plant. 


Some 7,100 Local 3 members 
struck at the Dodge assembly and 
three nearby parts plants. The 
additional layoffs resulted from 
parts shortages. Detroit-area as- 
sembly of Dodge, Chrysler, De- 
Soto and Plymouth cars was 
crippled. 

Negotiations in the strike, caused 
by a dispute over relief time and 
production standards, continued as 
of press time. 

In Toronto, the UAW and Gen- 
eral Motors of Canada have signed 
a three-year master agreement 
which includes annual wage in- 
creases of 6 cents an hour or 2% 
percent, whichever is greater, and 
an additional 8 cents an hour for 
skilled workers. 

The agreement ended a strike 
threat by some 15,000 workers in 
GM’s five Ontario plants. 





Con Man Talks Dealers 


Out of 23 Cars in Texas 


HOUSTON. — At least 23 used 
cars were taken by a fast-talking 
confidence man from lots here 
over a five-week period. Police 
said he apparently also was oper- 
ating in five other area cities. 

The neatly dressed man in his 
late 50s told dealers he wanted 
to buy a car but had to drive it 
home first for his wife’s approval. 
At times he left cars stolen else- 
where as security, He never re- 
turned. Police said he stripped the 
cars of accessories before aban- 
doning them or using them on 
subsequent visits to lots. 
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Who bought 


new Cars 





when selling 
was tough? 





Holiday chose the recession period to find out how well its audience 
delivered for automobile manufacturers and their dealers when 
selling was tough. 

A representative sample of all Holiday subscribers was asked: 
“Did you or any member of your family buy a new automobile dur- 
ing the period from July 1957 to August 1958?” 

Four out of five — 82% of those surveyed — responded. 


28.2% bought a new car. Projected to 875,000 
Holiday families, this means 246,750 new-car buyers. 


12.3% of these Holiday buyers bought more than one 
new car. 246,750 buyers bought 282,750 new cars. 


89.2% were domestic new cars, 10.8% were imports. 


With 28.2% of Holiday families buying new cars in 12 months — 
even in time of recession — you can sell at least one new car to every 
Holiday family within 3 years, 6 months, 16 days! 

Twenty-six cars, both domestic and foreign, are advertised in 
Holiday. They are there because Holiday delivers today’s most 
active, responsive market. 


Your Holiday representative will gladly give you details of the survey reported in this message. 





A Curtis Magazine 
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U. C. Dealer Tells Indiana Chief... 
‘Clean Up Your Own House’ 


KNOXVILLE, Tenn.—L, F. 
Buschbaum, a Knoxville used-car 
dealer, has filed a reply to Herman 
Schaefer's blast against the un- 
franchised dealer. Schaefer is exec- 


utive vice-president of the Automo- 
bile Dealers Assn. of Indiana. 
According to Buschbaum, 
“Schaefer should clean up his 
own house before he starts clean- 
ing up the used-car dealers.” 
Schaefer charged that the un-| 
franchised dealer has done vast} 
harm to the trade and has “talken | 
the exclusiveness out of the author-| 
ized dealer’s exclusive franchise.” | 
He based his charges on the sale | 
of new cars by unfranchised dealers | 
and the sale of unreconditioned 
used cars and the resulting effect | 
on the prices.of the used units. 


Schaefer also assailed the lobby-| 
ing power which independent-dealer 
associations can wield in favor of 
used-car dealers even though, he 
said, the used-car dealers may con-| 
stitute a minority in the overall) 
membership of the association. 

Bauschbaum has been in the | 
auto business 37 years, 20 of | 
them as a used-car dealer. He is 
a charter member and a former 
director of the Tennessee Auto- | 
motive Assn. and has been pres- 
ident of both the new-car and 
used-car dealer associations in 
Knoxville. 

On the membership angle, Busch- 
baum said: “Our state association 
includes both new and used-car 
dealers plus associate members 
like banks, finance companies, 
parts jobbers, etc. 

“Our objective has always been 
the betterment of the automotive 
industry in our state, and there has 


Antitrust Suit 
Filed Against 3 
Standard Oil Units 


WASHINGTON.—The Justice 
Dept. has filed a civil antitrust suit 
against three oil companies in 
Federal! District Court in Louisville. 
The defendants are Standard Oil) 
Co. (New Jersey), Esso Standard 
Oil Co. and Standard Oil Co, (Ken-| 
tucky). 

According to the complaint, 
Standard of New Jersey, a holding | 
company, controls the operations e) 
its subsidiary, Esso, which pur- 
chases and refines crude oil and| 
markets petroleum products in 18) 
states from Maine to Louisiana. 


Standard of Kentucky is alleged 
to be engaged in marketing refined 
petroleum products and to be the 
principal marketer of automotive | 
gasoline in Kentucky, Mississippi, | 
Alabama, Georgia and Florida. 


It is alleged that Standard of 
New Jersey, Esso and other affili- 
ates of Standard of New Jersey for 
many years have refrained from 
marketing within Kentucky, Mis- 
sissippi, Alabama, Georgia and 
Florida, while Standard of Ken- 
tucky refrained from marketing 
elsewhere and purchased most of 
its refined petroleum products from 
Standard of New Jersey, Esso and 
other subsidiaries of Standard of 
New Jersey. 

The court asks the court to en- 
join Standard of New Jersey and 
Esso from selling refined petroleum 
products to Standard of Kentucky 
and to enjoin that company from 
purchasing such products from 
Standard of New Jersey, Esso or 
any other subsidiary of Standard 
of New Jersey. 


Court OK’s State Refusal 


Of License for Dealer 


SPRINGFIELD, Ill.—The Secre- 
tary of State’s refusal of a 1958 
motor vehicle dealer’s license to 
Werner Goers, Altamont, has been 
upheld by Circuit Judge DeWitt S. 
Crow. 

Goers had been charged with 
operating as a dealer without being 
licensed. His 1957 license was re- 
voked after he was accused of 
fraudulent acts in his business and 
of refusing to deliver a title to the 
owner of an auto after the vehicle 
was paid for. 





been no conflict of interest between 
the new-car dealer and the used- 
car dealer.” 

Warming to his subject, Busch- 
baum took up the sale of new cars 
by used-car dealers: 


“Where do these new cars | 
come from? The new-car dealer. | 


The new-car dealer. Who tries to 


cars by new-car dealers, Busch- 
baum declared: “Usually they are 
just washed, put up for sale and 
sold with a 50-50 warranty on which 
the dealer makes a profit. What a 
joke.” 

Speaking of Schaefer’s reference 
to the “superior moral status of our 
trade,” Buschbaum asked: “Why 
was it necessary for the Federal 
Government to pass legislation re- 
| quiring price stickers on new auto- 
mobiles ? 

“Why have so many states laws 
regulating finance charges? The 


ers is at a low ebb when govern- 


Who is the new-car bootlegger? moral status of the new-car deal- 


cover up the sale by reporting the | ment regulation becomes neces- 
car sold to leasing companies, | sary.” 


taxis companies, etc? The new- | Buschbaum concluded: “If all| 


car dealer.” | 
On the reconditioning of used-| USed-car dealers were put out of! 


ea | business, the automotive industry 
we | would drop to a new low because City Official Opens Auto Show— 
Fire Sweeps Tenn. Deal the new-car dealers would be un-| City Commissioner Lake Campbell cuts a ribbon formally opening the second annual 
CHATTANOOGA, Tenn.—Fire| able to retail all the used-cars| Jackson (Miss.) Automobile Show. With Campbell are sponsors of the show, from 
swept a block-deep building of| traded in. Factory production would | left, Calvin Walker, director Jackson Boys’ Club; Jimmy Spell, president, Jackson 
Furlow-Cate, Inc. one of the;drop, and the economy of this) Exchange Club; Campbell; Billy Simmons, Exchange Club chairman; Frank Hutton, pres. 
South’s largest auto dealerships,| country would be dealt a terrific| ident, Jackson Assn. of Automobile Dealers; and Jimmy Fowler, association chairman, 
destroying three customers’ cars. blow.” Proceeds from the show will help pay for new quarters for the Jackson Boys’ Club, 
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deals that offer you tremendou: - 
value, big volume and hefty profits 7 


21" x 32" 


DISPLAY 
BOARD 


You get this colorful, rugged display 
board with each P-D-6 Assortment. 
The board can be either wall mounted 
or displayed on the wire rack that 
comes with it. Hardware is included 
for mounting one Monroe Load- 
Leveler on the board. 
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AUTOMOTIVE WASHINGTON 
| Justice Department 


' Castigated by Bell 


By William Ullman 
Washington Bureau Chief 
[(ERE’S a story going around Washington about the 


Marine corporal who reported to his sergeant-major at 
completion of his latest hitch. 


)*I’ve decided not to re-enlist this time,” announced the 
@rporal. “I’m going out into civilian life.” 

“Oh, no, you’re not,” splut-©® 
tered the sergeant-m a jor. 
"You can’t do a thing like 
that.” 


bs 





major emphatically, “there’s nobody 
in charge out there.” 
As a retired rear admiral, the 
same sort of situation bothers 
“And why not?” the corporal re-| NADA’s Fred Bell on occasion. 
torted. “As a child,” he told the Adver- 
“Because,” replied the sergeant-| tising Club of Washington, “I was 


—— 





brought up in an 


parents was un- 
questioned. 

“For 28 years 
in the American 
Navy I lived in a 
clean, healthy cli- 
mate where 
prompt obedience 
to one’s seniors 
was an accepted 
mode of life.” 


William Uliman Therefore, Bell 


|concluded, “I cannot understand 


how an agency of the government 
cannot only fail to obey the specific 
orders of the President of the 
United States but will cast those 
orders back in careless fashion on 
the very steps of the White House.” 

The disobedient agency to 
which Bell referred was the De- 
partment of Justice, which the 
NADA spokesman said had done 


“absolutely nothing” about an | 


order President Eisenhower 
passed down when he signed the 
Good Faith bill into law. 

At that time, the President said: 
“I am approving the bill. At the 


atmosphere where same time, I am directing the anti- 
obedience to one’s| trust enforcement agencies of the 
| Government to review the condi- 


tions in the industry which brought 
|about the demand for the legisla- 
tion, to determine whether they 
| continue to exist, to study alterna- 
|tive or different solutions to the 
| problem and to make recommenda- 
| tions for appropriate action by the 
| next Congress.” 
+ = > 


Temerity and Audacity 


No only did the Justice Depart- 
ment fail to carry out this di- 
rective, Bell charged angrily, “but 


| 


| 
the antitrust division of the De-| 


partment of Justice had the te- 
|merity and the audacity, and in 
my personal view the very imma- 
ture judgment, to bring charges of 
| price fixing against groups and in- 
| dividuals—small businessmen all- 
| who had help to put America on 
| wheels and who were even then in 
the process of very rapidly losing 
their shirts.” 

Bell’s attack, which employed 
both ancient Latin and modern 
| sarcasm, was delivered in a talk 
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vottest profit opportunities in years! 


$50 PROFIT FOR YOU! 


IN THIS 7-D-12 ASSORTMENT OF 


12 MONRO-MATIC 


SHOCK ABSORBERS 


Six pairs of Monro-Matic shock absorbers to fit the most 
popular cars on the road. These are the famous, widely ad- 
vertised shocks that are used on more makes of cars than any 
other—both as original equipment and replacements. They’re 
packed in a sturdy shipper that doubles as a display carton. 
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entitled, “Let’s Quit Kicking the 
Automobile Industry,” before an 
Ad Club luncheon here. 


But Bell himself did plenty of 
kicking at: (1) the Justice Depart- 
ment, (2) the advertising industry, 
(3) the excise tax on cars and 
trucks, and (4) the automobile in- 
dustry itself during “the immediate 

| postwar years.” 
An invited guest at the luncheon 
| was Senator Joseph C. O’Mahoney, 
Wyoming Democrat, and author of 
| the “good faith” law which allows 
dealers to take their franchise prob- 
|lems to court. 


| While O’Mahoney declined to 

| comment directly on Bell’s charges, 
he did say that he felt that “the 
antitrust laws are no longer an in- 
strument for insuring competitive 
opportunity” and that he thought 
they should be “rewritten com- 

| pletely.” 

| The senior senator from Wyom- 
ing noted that a small concern can- 
not afford to defend itself against 
a Federal antitrust suit, while a 

| big corporation “has the money to 
fight a case all the way up to the 

| Supreme Court.” 


| * * * 


| Admen Admonished 


N HIS talk to the admen, Bell 
appealed to them to aid in ban- 
|ishing the “Oriental bazaar’ type 
| of merchandising “that has brought 
| discredit and ridicule to a great 
| industry.” 

Pointing to certain ad phrases 
still widely used, like “just leave 
}us a buck” and “profit is no mo- 
| tive,” Bell castigated them as “the 
| kind that would have caused an 
ancient Roman to run, not walk, to 

the nearest vomitorium.” 


He said that the 10 percent tax 
on cars had been in effect so long 
as a “temporary measure” that it 
has now become ancient, posses- 
sing “senility as well as imbe- 
cility.” 

In his personal opinion, Bell said, 
Detroit used to regard the dealer 
| “ay a thing and not a person.” 

A minority of dealers, he added, 
used to regard the customer in the 
| Same way. 

But Bell insisted that he has “the 
highest respect for the ability and 
the intelligence of those few pro- 
ducers of American automobiles 
who remain in business.” 


He told the ad executives that 
| NADA will press in the 86th Con- 
gress for “a form of permissive 
legislation that will allow the auto- 
mobile manufacturers, without fear 
| of persecution from any agency of 
government, to allocate a sales ter- 
ritory to each dealer and to reward 
the dealer for good performance in 
sales and service and to penalize 
the dealer who drags his feet.” 


Territory Security 


| NADA General Counsel James C. 
Moore, another guest at the ad 
club luncheon, told a reporter that 
the dealer association is working on 
| its own version of a territory secur- 
| ity bill. 
| Moore said a territory security 
| bill introduced late in the last ses- 
| sion of Congress, and reportedly 
| drafted with the aid of General 
| Motors attorneys, contained some 
| language which might give facto- 
| ries unnecessary control over an 
individual dealer’s affairs. 
= 


Democrats Out of Tune 


QGOMETIMES differences of opin- 

ion d@pend less on political 
party than where you happen to 
sit. While Paul M. Butler and Wil- 
bur D. Mills are both Democrats, 
they have been singing different 
tunes of late. 

Butler, chairman of the Demo- 
cratic National Committee, has 
been putting the emphasis on 
public spending programs. But 
Rep. Mills, who is chairman of 
the powerful House Ways and 
Means Committee, has been giv- 
ing out the bad news that it may 
become necessary to provide for 
even higher revenues over the 
years, 

While rejecting the notion of a 
national sales tax, Mills suggests 
broadening the tax base to pick up 
revenues on income presently ex- 
empt. 

* * + 
Ike Plans Preview 


PRESIDENT EISENHOWER will 
hold a bipartisan conference 
Jan. 5, two days before the new 
Congress, to give House and- Senate 
(Continued on Page 26, Col. 5) 
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Capsule Comment 


Based on field reports to date, it looks like December 
new-car sales will well exceed 500,000 units to give the 
month the highest total since 1955. 


Deals remain satisfactory although some discounting 
is starting to crop up. 
> > . 

The price-sticker law gives franchised dealers an un- 
paralleled opportunity to eliminate bootlegging and to 
win public confidence, says NADA Secretary H. L. 
Galles jr. 

The sticker can become a bond of trust between dealer 
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and buyer. 
* * * 


Consumers have shaken off many of their recession fears 
and plans to make major purchases are on the upswing, 
the U. of Michigan research center finds. 


But, it was pointed out, people are not in a mood for a 
spending spree and that effective selling is necessary. 


U. S. Circuit Court of Appeals (Washington) has refused 
to outlaw “recognition picketing” even though the employes 
of the picketed firm had rejected the union as their bargain- 
ing agent. 

The court ruled that peaceful picketing does not violate 
the Taft-Hartley law. 


Fourteen states have raised taxes on gasoline or 
diesel oil in the last three years, while only Montana 
and Pennsylvania have lowered gas taxes. 

Still pinching the motor vehicle. 

* * * 
Imports set another monthly high in U. S. market pene- 
tration, with Volkswagen becoming the tenth best seller in 
the U. S. during October, latest registration figures show. 


Where do we go from here? 


Coming 
Events 


Dealer Conventions 


Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 

March 20-2i—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 

March 22-24— Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 

May 10-12—Georgia Automobile Dealers 





Assn., Atlanta Biltmore Hotel, Atlanta. 
May 17—20th Annual Convention, South 
Carolina Automobile Dealers Ass n., 


Cruise to Nassau, Port of Embarkation, 
Charleston. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
aye Whiteface Inn, Whiteface, 


June 21-24—Michigan Automobile Deal- 

Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-86— Montana Automobile Dealers 
Assn., Butte. 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dan Village, Gilberts- 
ville, Ky. 

* * * 


Auto Shows 


Jan. |-Feb. I—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Jan. @1i— Memphis Automobile Show, 
Ellis Auditorium, Memphis. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Indianapolis Auto Show, 
Manufacturers Building, Indiana State 
Fair Grounds, Indianapolis, 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 10-18—30th Annual Auto Show of the 
National Capital Area, National Guard 

Armory, Washington. 

Jan. 11-18—Oklahoma City Auto Show, 
Oklahoma City. 

Jan. 12-17—Grand Rapids Auto Show 
Civic Auditorium, Grand Rapids, Mich. 

dan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-24— Brockton Auto Show, State 
Armory, Brockton, Mass. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa 

Jan, 23-2%5—Birmingham Auto Show, Birm- 
ingham, Ala. 

Balti- 


Jan. 24-31—Baltimore Auto Show. 


more. 

Jan, 24-Feb. |1—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 25-Feb. i—Iinternational Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 7-14—Milwaukee Automobile Show, 
Arena and Auditorium, Milwaukee. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 

Feb. 27-March 8—1959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kansas City Auto Show, 

Municipal Auditorium, Kansas City, Mo. 

| 





Letterbox 





Sunday-Closing Plea 

On July 10, at the request of the 
Miami Ministerial Assn., a letter 
was sent to all used-car dealers to 
determine their feelings on Sunday 
closing. Of 114 replies, there were 
106 for closing, two neutral and six 
against. 

For several months, a committee, 

comprised of ministers and busi- 
nessmen, has been quietly working 
to achieve Sunday closing of non- 
| essential business. Legal advice is 
|that a Metro ordinance could be 
effective, although it would possibly 
take 90 days. 

Therefore it was decided to ask 
all nonessential business to close 
voluntarily, beginning Nov. 30, 
1958. It was felt that the neces- 
sary laws by Metro would come 
quicker if the VOLUNTARY clos- 
ing were started immediately. 


This is no crusade to enforce so- 


March 48—9th Annual! National Autorama, 
Connecticut State Armory, Hartford. 
Apr. 61!—Denver Auto Show, Denver 

Auditorium, Denver. 
April 17-19—Cheyenne Automobile Show, 


Automotive Cartoon 


Of the Week 





Cheyenne. | called “Blue Laws.” Filling stations, | 
= | small grocery stores, etc., are not 
General | included. 
Jan. 12-16—SAE Annual Meeting and | You might say that this is a mat- 
Engineering Display, The Sheraton- 


ter of “Human Relations,” whereby 


Detroit. 
nonessential business would close 


Cadillac and Hotel Statler, 
Jan. 25-28—T ruck Trailer Manufacturers 


—_, semen Beach Hotel, Holly- | and thus respect the inherent right 
* 3. 
Jan 29-30 Private Truck Council of | Of every person, white or colored, 


to have one day off to do whatever 
he pleased—to be with his family, 
go to church, relax or just plain go 
“fishing.” Surely that “Day” should 
fall on the day usually observed as 
Sunday. 

Ninety-five percent of all the 
people engaged in the auto business 
—whether owners, salesmen or 


America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 

Coliseum, N, Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. 18-21—1959 International Automotive 


— Show, Navy Pier, | Sorters — would like to be off on 
Feb. 18-2i—National Service Parts and | Sunday. It’s only the five percent 


Equipment Show, Automotive Service 
Industries, Navy Pier, Chicago, Ill. 
March 12-15— Pacific Automotive Show, 

Brooks Hall, San Francisco, 


that make us do otherwise. Do we 





| want to do just to garner that “last 


20 Years Ago ota 
The Big Stories 


Ford V-8s captured the first five places in the 19388 renewal of the 
Argentine grand prize race, South America’s road racing classic, The 
winning driver was Ricardo Risatti whose time for the 4,565-mile 
route was 88 hours 59 minutes, an average of 51.3 m.p.h. Only 22 of 
the 123 starters were able to finish. Of the 22 finishers, 15 were Ford 


V-8s. 

Ford Motor Co. introduced a territory security plan for its dealers 
under a new sales agreement announced this week in 1938. As a pro- 
tective measure to stop one dealer from invading another’s territory, 
Ford placed a service charge penalty of $30 per car-on all cars sold 
by an outside dealer in towns or cities where there is but one dealer. 

General Motors Corp. announced that November, 1938 sales of cars 
and trucks to consumers in the U. S. increased to 131,387 units, com- 
pared with 68,896 in October and 117,387 in November, 1937. 

—From the files of Automotive News. 





really have to do what we all don’t) 





“Just pound this fender a little bit—10 years from now 
you'll be telling car dealers they don't make 
cars like they used to.” 





‘That Last Dollar .....- 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


dollar’—or just because the five 
percent refuses to go along with 
the 95 percent? 

My stores have been open on 
Sundays for the past two years. I 
don’t believe we’ve made a single 
extra dollar by doing so. 

I remarked to the wife of one of 
our salesmen recently, “I wonder 
why we don’t do better—sell more 
cars—make more money. We work 
hard, long hours, even stay open 
till 10 p.m. on Sundays.” 

Her answer was, “Well, Mr. L. P., 
it might be the ‘MAN UPSTAIRS’ 
just isn’t on our team.” 


May I earnestly appeal to you to 


| cooperate with this voluntary move- 
| ment, until the necessary ordinances 


are in effect.—L. P. Evans, Miami. 
* > > 


Georgia and Stickers 


One of the automobile dealers 
from middle Georgia called our 
attention to the fact that in the 
Nov. 24 issue of Automotive News, 
right in the middle of the front 
page, was a statement to the ef- 
fect that the Georgia Automobile 
Dealers Assn. was not concerned 
about the enforcement of the label- 


\ling law. 


This, of course, is incorrect. We 
know of one instance in a Georgia 
city other than Atlanta where 
prompt action was taken to en- 
force the law, and we know that 
the dealers in the city who called 
our attention to the item im the 
Nov. 24 issue have reported viola- 
tions to the FBI. 

This letter is being written just 
to be sure that your publication 
knows that the franchised dealers 
in Georgia are very much inter- 
ested in seeing this law properly 
observed and enforced—L. L 
Austin, Executive Vice-President, 


|Georgia Automobile Dealers Assn. 


Atlanta. 


- * = 


Spec Facts 

On Page 80 of the Dec. 1 issue 
you list Chevrolet effective brake 
area as 185.6 square inches, This 
should read 199.5. Incorrect infor- 
mation of this kind is used against 
us by competition—A. R. Lavuson, 
Manitowoc, Wis. 

Eprror’s Nore: The 185.6 figuré 
came from Chevrolet. Since the 
lining is grooved, the effective 
area when the car is brand new 
is 185.6. With use, the groove dis- 
appears and then the gross and 
effective area becomes the samé 
—199.5 square inches. 
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the Best of Both... 


Merry Christmas 


em Happy New Year 
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Rambler Christmas ever — 
Thanks to Rambler Dealers 


and American Car Buyers! 


AMERICAN MOTORS CORPORATION 


DETROIT 32, MICHIGAN 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T, Parker 
Attorney at Law 

egy ~elecagy a higher court held 

in favor of a minor purchaser 
of an automobile notwithstanding 
the fact that the testimony showed 
that the minor was untruthful and 
guilty of deception. 

In J. Tyda v. Reiter-Schmidt, Inc., 
147 N. E. (2d) 690, the testimony 
showed: A 19-year-old boy repre- 
sented to an automobile dealer that 
he was 22 years old and contracted 
to purchase an automobile. 

The boy then intended to carry 


out the terms of the contract and 
made a down- 
payment and one 
monthly payment. 
Soon the boy be- 
came delinquent 
in the monthly 
payments and the 
dealer repossessed 
the automobile. 
Then the boy dis- 
affirmed the con- 
tract and sued the 
L. T. Parker ~ dealer. 
The minor asked the court to 


a. 


begets 1) 


— 


compel the automobile dealer to 
take back the automobile, refund 
all payments and charge nothing 
for use of the automobile. The 
higher court did exactly this and 
said that the false representation 
of the boy ~to his age was not 
so important that the dealer could 
recover anything from the minor. 
* * * 


Dealer Must Replace Motor 


HIGHER COURT has held that 

if an automobile dealer makes 
road tests on an automobile whose 
motor is defective, the dealer auto- 
matically assumes responsibility 
and liability for subsequent damage 
or injury to the automobile. 

In Bielunski v. Ray Tousignant, 
149 N. E. (2d) 801, it was disclosed 
that Bielunski took his automobile 
to an automobile dealer for repairs. 
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ONE OF ae NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 


BEd 


At this time the motor was unusu- 
ally noisy. Later the dealer told his 
son to test the automobile on the 
road. During this test the motor 
was ruined. 

Bielunski sued the automobile 
dealer for full cost of installing 
a new motor in the car, plus at- 
torney fees for prosecuting the 
case. 

It is interesting to observe that 
the higher court held the automo- 
bile dealer liable and said: 

“Thereafter, with the engine 
‘trouble’ still uncorrected, the de- 
fendant (automobile dealer) di- 
rected his son to road test the car.” 

This higher court went on to ex- 
plain that it was the automobile 
dealer’s legal and lawful duty to 
exercise ordinary care in operation 
of the car to forestall serious dam- 


THE WHELAND COMPANY 
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DIVISION 


CHATTANOOGA 2, TENNESSEE 


OFFICE AND MANUFACTURING PLANTS 


age, after knowing that the enging | 


was defective. 
* ad * 


Automobile Replevined 


HIGHER court recently ren. 

dered an important decision to 
the effect that if a finance company 
purchases a conditional sales con. 
tract from an automobile dealer, 
the finance company can imme. 
diately take possession of the auto- 
mobile which the defaulted pur 
chaser illegally removed or drove 
from the state. 

In Acceptance Corp. of Florida y, 
Snider, 149 N. E. (2d) 698, the 
higher court held that the finance 
company could lawfully repossess 
an automobile which the buyer 
drove out of the state. 

In this case the testimony also 
showed that the buyer was in am 
rears in making agreed monthly 


payments. 
* * = 


Federal Court Dismisses 


Suit Against Western Aute 


GREENVILLE, 8. C.—An anti” 
trust suit against Western Autg) 
Supply Co. has been dismissed ig 
Federal District Court here. Eight 
plaintiffs had alleged that the com 
pany violated the Clayton and Shem 
man acts and had sought $2, 241,000) 
in treble damages. 

The suit was filed in June, 1987, 
by McElhenney Co., Inc., Greene 
ville, a wholesale ‘distributor of 
radio and television sets, and seven 
individuals who were former own. 
ers of Western Auto Associate 
Stores in South Carolina. 

The individual plaintiffs alleged 
that their failure to buy exclusively” 
from Western Auto was the cat 
of their franchises being cancelled) 
McElhenney claimed it was di 
aged by being unable to sell 
products to Western Auto dealers, © 

* *. > é 


Couple Awarded $1,100 


From Dealer in Car Sale 


SPRINGFIELD, Mass.—A Supe 
rior Court jury awarded a Spring- 
field couple $1,100 they claimed 
was owed them by a local dealer 
who handled the sale of their car. 

The couple said they turned over 
their 1956 station wagon to the 
dealer to repair and sell for $2,000, 
from which the dealer would de- 
duct $900, the cost of repairs and 
sale expenses. 

The $1,100 balance was to be ap- 
plied on the purchase of a newer 
car, which the dealer had to order 
from the factory. In the interim, 
the couple went to Europe. 

Returning after three months, 
they said the dealer told them he 
had sold their old car and also 
the newer model, delivered during 
their absence. However, the couple 
had brought back from Europe @ 
foreign auto and said they no 
longer wanted the car they had or- 
dered. 

They claimed the dealer refused 
to turn over the $1,100 from the 
sale of their old car. They said the 
dealer claimed his expenses left the 
couple little, if any, money due. 


Demand for Sixes 
Up 22% in 1958, | 
Says Dodge Truck 


DETROIT.—Demand for the six- 
cylinder truck engine increased 227 
percent in 1958, according to M. C7 
Patterson, Dodge general manager. 

“In 1957, only 48.1 percent of 
Dodge truck buyers requested six- 
cylinder engines,” Patterson said. 
“In 1958, the six-cylinder model has 
been specified on 58.7 percent of 
our orders. 

“Economy undoubtedly is the7 
largest single factor behind this 
shifting demand,” Patterson ex- 
plained. “The six-cylinder engine 
is more economical than the V-8— 
for short hauls and multistop de 
liveries. 

“During 1958, we have had an in- 
creasing number of orders from 
large fleets, railway express firms 
and the Federal Government. These 
buyers have specified the six- 
cylinder engine in order to achieve 
maximum operating efficiency.” 


Harrell Adds New Cars 


WALNUT CREEK, Calif.—Virgil 
Harrell, former Oakland (Calif.) 
used-car dealer, will handle Mer- 
cury, Edsel, Lincoln and the Eng- 
lish Ford at his new dealership 
here. The firm will be known 48 
Harrell Motors. 





One of the many 
wonderful ways that 
plastics serve the 
automobile industry 


LSG) 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


oe SRP 
— 1. Plastics today are 
being used more and more 
in combination with other 
materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “‘plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 

is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “line” along the center of this edge. 
That “line” is actually the edge of the plastic 
interlayer. (No “line,” no LSG.) 


2. LSG provides 
“‘windshield safety.” By 
: accepted practice, every 

a 4s |. American-made truck or 
car must have a windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this “‘windshield- 
safety” to their side windows and vents as well. 








+" 3. LSG reduces the 


¥, hazard of flying glass. 

‘ oe Suppose a rock or another 
a> sharp object traveling at 
high speed struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a“‘spider-web”’ of 
cracks from the point of impact. 


Z 
\ 


4. LSG “cushions” the 

shock of impact. When 

a passenger is thrown 

against a Laminated 
Safety Glass windshield or window, the resilient 
plastic interlayer “‘gives” and cushions the 
shock. Danger of serious.injury from concussion 
is thereby lessened. 


5. LSG won’t “trap”’you! 
Suppose you had only 
seconds to get out of 
4 eee or into your car, and both 
doors and windows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 


NOVY 






Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic for 
the safety layer used by leading glass companies 


tin making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 
Springfield 2, Mass. 
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TURNINGS ... 


Changeover Challenges 


Master Mechanics 


By Joseph M. Callahan 
Engineering 


Editor 


customed to seeing the new 


gee eaten people, ac 

models appear each year with almost boring regularity, 
tend to overlook the substantial changes that must be made 
at the factories during the annual changeovers. 


The changeover is particularly difficult when the new 
model has ee ae 


revised. This was the case 


this year at Buick, where 
Ted R. Timm, general master me- 
chanic, had the primary responsi- 
bility for readying the new equip- 
ment and facilities needed for 
getting “Car One” off the line in 
reasonably good shape. 

Like the chief master mechanics 
at other auto plants, Timm is not 
a “grease monkey,” as outsiders 
sometimes deduce from his title. He 





is an executive who directs from 
his Flint office the master mechan- 
ics and their staff at each of 
Buick’s numerous manufacturing 
plants. Among these are the motor, 
axle, forge and automatic trans- 
mission, foundry, sheet metal and 
assembly plants. 
* . * 


59 Shift Complicated 
ISCUSSING the ’59 changeover, 
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somewhat by a number of last- 
minute changes and the labor situ- 
ation. In addition, there was the 
usual hard luck of some machine 
builders, ordinary mistakes along 
the way, material delays, supplier 
strikes and other things. ; 
course,” he said, “we have 


r each 

closely, keeping us in- 

formed of possible developments 

as to design, building of tools, 
fixtures and machinery. 

“This year we really had to 
hustle to get in the equipment and 
the tools. Our job 
always requires a 
lot of last-minute 
improvising, but 
this year it took 
a little more.” 


Asked about the 
amount of new 
machinery Buick 
required this year, 
# Timm said a com- 

; pany always has 
Ted R. Timm to decide whether 
it’s cheaper to build or buy the 
equipment. 

Buick did buy some new equip- 
ment this year, he continued, but 
the division’s requirements were 


Timm said it was complicated! less than other years because his 





—! 


people were able to rebuild more} which formerly welded both ends 


equipment. 
+ 


* 
150 Machines Rebuilt 


BOUT 150 machines — including 

Bullards and Ex-Cellos — were 
rebuilt. A normal amount of new 
tooling was purchased, he added. 

Timm was particularly happy 
about the solution of a problem 
that resulted from Buick’s de- 
cision to put fins on the outside 
of all rear brake drums this year. 
When the outer shell of the cast 
iron drums was smooth, they 
were by a centrifugal 
casting process. 

Buick officials decided to sand- 
cast the finned drums. This re- 
quired the purchase of a series of 
vacuum casting machines which 
were delivered just three months 
after being ordered. 

“Our completely different front 
propeller shaft created quite a 
problem,” Timm said. “When it was 
released to us at the last minute, 
we discovered that it was eight 
inches shorter this year than last. 


>= + = 
Welding Changes Needed 
~~ shaft produces less vibra- 


tion and noise, but it required 
changes in our welding equipment 


, 


Hope you don’t think we’re being crass, but... 


MERRY CHRISTMAS 


and Thanks for the Business 


Seriously, a healthy business is a blessing worth counting at this 


time of year. That's why we take this opportunity to thank our Automobile Dealer friends for 


contributing so much to Kendall’s sales success in the past 12 months. 


This Christmas, as in the past, we pledge to continue to serve you and your customers 


in every way possible. 


KENDALL REFINING COMPANY 


Bradford, Pennsylvania 
Lubrication Specialists since 1881 


of the shaft at the same time. Be. 
cause of the new development, we 
were a little late in getting the 
equipment built in time, so we had 
to make a temporary setup that 
would weld single ends instead of 
both ends, for a time.” 

Timm said there was similar 
trouble with the intake manifold 
which required a new broach to 
mill each side. The new broach 
did not arrive until Aug. 15 and 
it took a week to install it. 
This problem was resolved by a 
hasty search for some milling ma- 
chines that would do the work untij 
the new broach was installed. Aj- 
though this cost Buick some addi- 
tional money, production was not 
delayed. 


> * * 
Presses a Major Job 


A MAJOR job for Timm this year 

was the procurement and in- 
stallation of three new Danly 
presses for stamping hoods and 
front fenders. These 800-ton presses, 
which operate at a higher speed 
than ever, began arriving com- 
pletely dismantled at one month 
intervals in April. 

Timm’s job was made a little 
more interesting this year by his 
company’s plan to supply 100 of the 
first Buicks off the line to 100 lead- 
ing citizens. This required 
notch production right from the 
start, of course. 

“But everything worked out very 
smoothly,” he concluded. 

= ca = 


New ‘Horn’ Developed 


— expressways and high- 

ways make the present electric 
vibration horn as obsolete as the 
bulb horn of 1910, according to 
Philip Francis, Rochester Consoli- 
dated Sales. 

To meet this situation, Francis 
has invented an electronic device 
which converts radio signals into 
rather loud noises within a car 


Francis said his invention con- 
sists of a simple continuous-wave 
transmitter and a_ simply-tuned 
crystal receiver. The receiver would 
pick up a horn signal from another 
vehicle and amplify it within the 
car at a noise level predetermined 
by the driver. 

The visual signal would be re- 
ceived on a panel of 10 small bulbs. 
If the signal was coming from some 
distance away, only a coupe of 
bulbs would light. All would light 
up if the sender was close. Four- 
direction receiving could be em- 
ployed, Francis said, permitting the 
driver to determine the direction of 
the signalling vehicle. 


> > + 
‘Car-to-Car Signal’ 


ALLED “Car-to-Car Signal,” the 
device could be used in con- 
junction with the present horn or 
it could operate from a separate 
button. 
He said the need for his device 
will grow as the car makers con- 


even a siren, he claims. 
Francis said his invention also 
would be useful for sending distress 


signals in case of an accident or & 
holdup. 


Big Replacement 
Market Is Seen 
For Tyrex Tires 


NEW YORK.—A tremendous re- 
Placement market for new tires 
made with Tyrex certified viscose 
tire cord—now on the majority of 
1959 cars—has been forecast by 
— Dalton, president of Tyrex, 

c. 

Dalton said producers of the new 
cord are increasing production to 
meet tire manufacturer demands 
for replacement production. 

“Current production by tire mak- 
ers is being absorbed by new-car 
manufacturers for use as original 
equipment on 1959 models, but 
stocks will soon be available at the 
replacement level,” said Dalton. 

Dalton said extensive testing has 
demonstrated that tires made with 
Tyrex viscose tire cord deliver 20 
percent more miles on the o 
tread than their nylon counter- 
parts. In addition, he said, these 
og provide a quieter, smoother 

le. 
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What America wants, America gets at America’s No. 1 dealers! 
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CHEVROLET DEALERS HAVE FIVE SURE-FIRE 
WAYS TO ATTRACT STATION WAGON BUYERS! 


They've got a showroom full of stunning new station wagons 
for '59—all of them shaped to the new American taste with 
fresh, fine Slimline design! 


That wide variety of station wagon models, one to 
suit virtually every taste, is a beautiful example of 
how Chevrolet dealers are meeting the demands of 


today’s car-buying public. More and more people 
want practicality in a car, such advantages as more 
room and a smoother ride along with pleasing lines 
and fresh, fine styling. The growing number of new 
Chevrolets on the road shows that what America 
wants, America gets at America’s No. 1 dealers! 
. . . Chevrolet Division of General Motors, Detroit 
2, Michigan. 
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ILE attending the American 
Trucking Assn.’s first conven- 
tion in Miami, I took time out one 
day to look at two fabulous “deals.” 
One was the new setup of Hunt 
Sales & Service, the GMC, White, 
Trailmobile outlet that has a 
reputation for being parts mer- 
chandisers par excellent, and the 
other was the Don Alien Chev- 
rolet deal that has built up a 
tremendous service following. 
Both are big deals, of course, but 
they got that way by consistently 
following the methods and pro- 
grams that make them outstanding 


While the Hunt shop has not pro- 
vided the Miami parts department 


with the same physical setup that) 
struck me so favorably in the) 


(the original is in 


Z 


Tampa outlet 


‘3° 





Using Bead-Breaker— 
After locking the tubeless 
wheel assembly on the changer, a special | 


tire and 


“bead-breaker” is used. Dealers are 
worned not to use the tools used on 
regular tires and never to force the bead 
into the drop center well ot one. spot, 
but to “inch” it off a little at a time, 


working around ihe tire. ‘ 


Tampa and Miami has been but re- 
cently opened), it already is enjoy- 
ing a parts business in Miami that 
would be most welcome to most 
| truck dealers. 
| © 


Shop Short of Mechanics 


a the shop already has 
| been plagued by a shortage of 
|}good truck mechanics. Any good 
truck mechanic who would like to 
work in a fast-moving operation 
}and live in a semitropical climate 
;}can get a job here, I am sure. 

One of the things that inter- 
ested me in this facility (Hunt 
took over a building erected for 
truck service) is the fact that 
they are going to eliminate the 
lubrication pit from their oper- 
ation and convert the space now 
| devoted to this lube pit to two 
| additional repair bays. 
| Mobile lubrication equipment will 
| take care of the shop’s lube needs. 
| This will enable them to lubricate 
|}trucks and trailers any place in 
the shop or on the lot. 

Another thing that makes sense 
is the elimination of crankshaft 
grinding from the machine shop 
work, even though they have a 
good grinder. They told me they 
have found it much better to send 
such work out to engine-rebuild 
shops that are thoroughly experi- 
enced in this type of work. 

. * * 


Allen Plans Fast Service 


OWARD BURWELL, of Don 

Allen, is busy getting set to put 
in a fast-service department that 
can take care of jobs requiring 
less than half an hour without 
cluttering up the main service 
| shop. 
| He feels certain that his reg- 
| ular customers like this method 
of handling the short jobs better 
| and that it will give him an op- 
| portunity to increase his “take” 
| on tourist business, which is im- 
portant in Miami. 
He has a building that can hold 
(Continued on Page 26, Col. 1) 





| substantial profit from parts sold 
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Body Work Top Money Maker, Study Finds... 





Tuneup Volume High 


= half of all repair orders 
written by franchised dealers 
this year called for some minor 
motor service. More than a fourth 
showed that some chassis work was 
performed. 

Approximately 30 percent of 
the orders called for lubrication 
and a slightly lower percentage 
had oil changes. 

While tuneup covers approxi-| 
mately 65 percent of the items 
listed under minor motor work, it 
represents at least 90 percent of 
the dollar volume for this classifi- 
cation. 

And, of course, this amount of 
electrical work results in a very 


with each tuneup, especially spark 
plugs and ignition points. 
> = > 
Aligning Top Chassis Job 
PPROXIMATELY a third of all 
chassis work calls for front-end 
alignment, with wheel balancing 
accounting for a fourth of chassis | 
work. Muffler and tail-pipe replace- 
ment represents 16 percent of the 
jobs, as does transmission work. 
All other items, such as differ- 
éentials, and shock absorbers, 
make up the other 10 percent. 
While tuneup and front-end'| 
service are both profitable from the| 
dealers’ point of view, these services | 
to a large degree also fall under 
the services most in demand by 
owners of cars two years old and 
less. 4® 
They also fall, to a great extent, 
under the so-called “quick” services 
for which factory service managers 
are working out programs aimed | 
at reducing the time required to) 
do them in the average dealership. 
This would free the shop for 
work that takes longer and for 
which a stall must be tied up for 
a longer length of time. 
7 7 a 


Where Profits Lie 


CCORDING to AMA’s latest! 
issue of Facts and Figures, 68 
percent of passenger cars and 82 
percent of trucks are three or more 
years old. This is the big profitable- 

service potential. 
If programs can be worked out 








Tire Service Is Easy, Profitable 


ays failure” is-a misleading 
term, and it often means “hu- 
man failure,” says Paul W. Kearney 
.in Traffic Safety. 

“Tires have improved vastly over 
the years,” he explains. “But as 
tires require less and less atten- 
tion, we wind up giving them no 
care at all—simply ignore them 


be profitable for the shop, and 
is also one of those little courte- 
are much appreciated by 


* * * 


Tubeless Tire Tips 


VID A. JONES, accessories 
sales manager for A. Schrader’s 
Son division, Scovill Mfg. Co., has 
compiled a number of tips on tube- 
less-tire repair which may be of 
value to the service manager and 
the order writer. 
“Tf done correctly,” Jones says, 
“a tire repair can be quick, Tire 
inspection and proper evaluation 


also can lead to the sale of tires 
and valves, as well as other services 
and products. 

“A correct formula also elimi- 
nates ‘comebacks,’ a common mal- 
ady with some dealers. 

Jenes recommends visual in- 
spection to reveal any obvious 
breakage or crack in the stem of 
the tire valve, and he notes that 
water submersion is the most ef- 
fective way of locating leaks in 
the valve or: throughout the tire 
casing. 

“Air is kept in the tire,” Jones 
explains, “by a tight fit between the 
tire’s bead surface and rim con- 
tours. The rim flange must be 
smooth and free from dents. 

“Pitted rims, due to rust and 
scale, may cause the bead to seat 
improperly. Similarly, any grooves 
or high spots on the butt-weld joint 
in the rim may cause loss of air. 

+ 


Tire-Changing Machines 
‘Ty’ THE bead permits a leak, this 


condition often can be stopped. 
Every tubeless tire and tubeless rim 


NEW PRODUCTS 
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is designed to seat perfectly and 
seal at this vital point. 

“Damage of any kind must be 
detected and treated exactly as pre- 
scribed, The methods and treatment 
for rim and bead leaks are clearly 
outlined in your tire manufacturer’s 
repair manual.” 

Jones suggests that when a 
leak is detected through the tire 
rubber itself, the area should be 
clearly circled with a crayon and 
the tire demounted for the appro- 
priate repair. 

He strongly recommends tire- 
changing machines “because they 
are time-saving and are designed 
especially for tubeless work — 
mounting and demounting with the 
greatest care. For a dealer with a 
good volume of tire service work, 
a tire changer is almost a must.” 

According to Jones, about 90 per- 
cent of all tubeless tire punctures 
do not exceed a quarter of an inch 
in diameter and these repairs can 
be made without extreme heat vul- 
canization. 4 

x 


Remounting. Procedure 


jos advises the following re- 
mounting procedure: 
1. After the appropriate repair 
has been made, the tire bead should 
(Continued on Page 19, Col. 1) 


so that the approximately 11 
million vehicles now in the less- 
than-three-year-old class can be 
serviced quickly, the dealers will 
be able to handle more work 
from owners of older vehicles. 


Factory service departments rec- 
ognize that it will take considerable 
revamping of present service pro- 
cedure to step up quick-service vol- 
ume. 

It is felt that these services, 
which take less than 30 minutes, 
could be expedited considerably by 
handling them in one convenient 
area and handled on a different 
order-writing basis. 

A study by John E. Wolf Co. of 
more than 1.5 million repair orders 
cataloged as to type of work shows 
that different services become 


heavier than normal at different! 


times of the year. 
& * + 


Motor Work Cited 


FOr instance, minor motor work, 

which appeared on 44.66 percent 
of the orders written this year, 
reached its peak in January, ap- 


pearing on 47.18 percent of the)! 


tickets. It also appeared on more 

than the normal number of tickets 

from November through March. 
Inasmuch as this period co- 


incides with the advent of cold | 


weather, engine-starting trouble 
and antifreeze service may have 
played a part in causing more 
than the usual number of tune- 
ups during the period. 

While lubrication and oil changes 
run fairly even during the year, 


oe 
—— 
a 
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Perpetual Parts Inventory— 


? Profit Accent of Month 


with lubrication appearing on 28.54 
percent of the ROs and oil changes 
on 22.92, there seems to be no logi- 
cal reason for lubrication reaching 
its high point of 29.85 in September, 
while oil changes reached its peak 
of 23.90 in May. 

There may be a reason why 
chassis work, which averaged 27.21 
percent for this year, peaked at 
29.63 percent in May and held above 
normal through August. 

Front-end alignment and wheel 
balancing would be a part of get- 
ting the car or truck ready for 
summer, when most vehicles are 
used harder and for longer dis- 


tances. 
* 


Summer Hard on Muffler 


OR some reason mufflers seem 
to give more trouble during the 
| summer. Perhaps it is because the 
|rust finally results in a “break- 
through” during periods of harder 
driving. 

There also seems to be a good 
reason for wash and polish, which 
appears on 5.97 percent of all 
tickets, reaching a peak of 6.9 

| in April. That is when more 
| people get the family car perked 
up for spring and summer driv- 
ing. 

Major motor work appeared on 
| 9.27 percent of orders in January 
and March, compared with an aver- 
age of 8.76 for the balance of the 
| year, and may reflect the decision 
| of many motorists and truck users 
not to buy a new vehicle this year. 


Brake work, which normally ap- 
(Continued on Page 17, Col. 1) 





| 
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Built into counter tops in the remodeled parts department of Coliseum Motors is 


the perpetual -parts inventory. Edward J. 


O'Connor (middle) is secretary-treasurer of 


the company and parts manager. Partsman checks inventory cards at left for par 


asked for by mechanic at counter, 


M. E. (Monte) ROBERTSON 
. . became a Dodge dealer in 1913 





Black-Ink Tip: 
Keep on Top 
Of Parts Stock 


By L, .H. Houck 
Travelling Correspondent 
CAaeee, Wyo.—Whether you are 
running a small or a large 
dealership, one of the key factor 
in making a profit on service is # 
keep the parts house in order. 
So when the service-wise man- 
agement of Coliseum Motor Co. 
here launched a $325,000 improve- 
ment program, one of the profit- 
building ideas was a 
inventory parts system built into 
counter tops. 
M. E. Robertson, president, 4 
Dodge dealer since 1913 who now 
(Continued on Page 18, Col. 1) 
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Reeared on 13.81 percent of the 
orders, peaked at 15 percent in 






of the May safety-check drive. 
Brake work held up well for the 
next three months. 

* * 


Brakes Good Profit Source 
HIS is a service that more deal- 
ers should push, not only for 

their own profit but for the good 

of their customers. 
Several brake-equipment mak- 







* 






a ers have proven that pulling a 
logi- front wheel on cars at least every 
-hing 10,000 miles produces a reline job 
nber, for every seven wheels pulled. 
peak This operation also gives the 
mechanic an opportunity to check 
why | the master and at least one front- 
2721 wheel cylinder. Making certain that 
d at § the reservoir is full of heavy-duty 
ibove F — 
v - 
vei |} Pontiac Honors 50 | 
get- . 
tr} As Parts-Service 
: . 
ais | Contest Winners 
PONTIAC.—Fifty Pontiac dealer 
parts and service managers have 
seem § been named by Pontiac as first and 
z the § second-place winners in the com- 
» the § pany’s $50,000 contest titled “Parts- 
reak- § Service-Sales for More Fixed 
arder § Gross.” 

Part of a continuing Pontiac pro- 
rood gram to stimulate greater sales 
hich volumes from parts and service 

all § departments, the contest pitted each 
6.90 eligible dealer's sales for the first 
nore six months of 1958 against the same 
‘ked § period in 1957. More than 40 per- 
iriv- | cept of the dealers competing bet- 
tered last year’s performance. 

d on First-place Pontiac dealerships 
uary § included: Claude Nolan, Inc., Jack- 
° the sonville, Fla.; Weld County Garage, 
ven @ ime., Greeley, Colo.; Rodgers & Co., 
1s1IONF Inc., Knoxville, Tenn.; Tate Motors, 
users § Inc., Pomona, Calif.: Geisler Imple- 
a ment Co. Valley City, N. D.; 


Metropolitan Pontiac Co., Denver; 
Nash Brothers Implement Co., Guy- 
mon, Okla.; Quincy Johnston, Inc., 
Woodward, Okla.; Kittle Pontiac 
Co., Memphis; Yax Pontiac-Cadillac 
_Co., Lincoln. Neb.; Eymann Imple- 
Sment Co., Forest City. Ia.; Fowler 
= Fowler, Inc., Oil City, Pa. 


) Pew’s, LeMars. Ia.; Grayson Mo- 
"tors, Sherman, Tex.; ‘Sumners Pon- 
‘tiac & Appliances, Lufkin, Tex.; 
Peoples Pontiac, Inc., Chicago; 
Homer Hight Motors, Inc., Oxford, 
wMich.; Red Holman Pontiac, Inc., 
Wayne, Mich.; Johnson Pontiac, 
linc... Rochester, Minn.; Moosa Pon- 
fac Co., Eunice, La.; South Jersey 
les, Inc., Wildwood, N. J.: Blake 
otor Co.. Kermit, Tex.; Stephens 
Motor & Equipment Co., McGehee, 






















ile, Owatonna, Minn. 


ord Pontiac Co., Minneapolis; 
@etersons’ Garage & Auto Co., 
"Kerrville, Tex.; Witt Motor & Oil 
Co., Pender, Neb.; O’Donnell Pon- 
tiac, Inc., Baltimore; Windolph 
Pontiac, Inc., Portland, Ore.; War- 
Ten L. Langwith, Inc., Davenport, 
Ia.: Derrow Motor Sales, Inc., De- 
fiance, O.; Ludington Motors, Inc., 
Escanaba, Mich.; Tindall Pontiac, 
San Antonio; Fisher Motor, Inc., 
Minot, N. D.; Cameron Pontiac, 
Inc. North Sacramento, Calif.; 
Peter Epsteen Pontiac Co., Inc., 
Skokie, Tl. 

Ace Pontiac, Inc., Bronx, N. Y.; 
Meadows Pontiac Co., Portland, 
Ore.; S & S Sales Co., Iowa Falls, 
Ia.; Bridgeport Equipment Co., Inc., 
Bridgeport, Neb.; Korey Motors, 


lors is 
rer of 


r part 


u are} Inc.. Amityville, N. Y.; Peterman 
large Pontiac, Inc., Hanover, Pa; Thomas 
ctors | Pontiac Co., Parkersburg, W. Va.; 
is #} Rountree Pontiac, Inc., Petersburg, 
er. Va.; Bancroft Motor Co., Cedar 
nam- | Falls, Ia.; Retzlaff Pontiac-Cadillac, 
Co. ' Barstow, Calif.; Hugh Moore Pon- 
ove- tiac, Montrose, Calif.; Al Hodges 
-ofit- Pontiac, Inc., Cocoa, Fla. and 
~ Laney Pontiac, Ambridge, Pa. 

in 


The dealerships competed in 25 
national groups based on their 
Parts, accessories, and service vol- 
umes in 1957. 
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Ark.; Burns & Sandusky, Meridian, | 
Miss.. and Hursch Pontiac-Oldsmo- 


Runners-up dealers were: Han-| 





I ody Work Best Money Maker ... 
Study Shows Tuneup 


Tops in Dealer Service 


i (Continued from Page 16) 


fluid of recognized quality is one 
of the finest safety services that a 


May. This may show the influence) dealer can offer a customer. 


Body work, which appeared on) 
12.39 percent of the ROs, repre-| 
sented by far the shops’ largest 


money return. This work peaked at 
13 percent in February. 
= . * 


Another Money Maker 
NOTHER service that dealer 


personnel feel “clutters up” the} 
shop but which is profitable is the| 


miscellaneous job, which can be 
included in the nine major service 
classifications. 

Here again a separate quick- 
service department would be able 
to do a yeoman. job of eliminat- 
ing car handling, shop traffic and 
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pulling a man off an important 
job. 

The “all-around” mechanics in 
the quick-service department could 
change a lamp, replace a fan belt, 
check heater or radio operation 


and make minor adjustments with- | 


out the car ever going into the shop 
proper, 


| waits. 


According to practically every 


survey of car owners, the time) 


element is one of the most irri- 
tating features of dealer small- 


item service, as against other | 





service outlets. 
* * = 


Items Per Ticket 


“one-stop” 


| 
— Wolf survey also indicated | 


that dealers still are getting 
only an average of 1.67 items per 
ticket for the year, although this 
increased to 1.72 items per ticket 
during May, June and July. 


The survey shows that still far | 


too little selling of needed work 

is being done on the service 

floor. 

This is one phase of shop opera- 
tion every dealer can easily im- 
| prove with a little attention to the 
| management of service sales. 


and while the customer | 








Ready for Production— 


This 66-inch bright mill with the latest refinements for high speed cold rolling of 
aluminum sheet is being readied for operation at the Reynolds Metals Co. alloy 
plant at Sheffield, Ala. The new cold mill is the first of its type to be installed by 


Reynolds for sheet operation. With a maximum speed of 1,000 feet per minute, the 
mill can reduce sheet thickness approximately 50 percent. It can handle a gauge of 
from .10 inch down to .006 inch. Maximum strip input width is 63 inches. 













Avallabie 
in pints 
and quarts 


manufactured by 


RINSHED-MASON COMPANY 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 


NOW AVAILABLE 





TO REFINISHERS 





IN A COMPLETE RANGE 
OF GM ’59 CAR COLORS 


Alpha-Cryl is identically the same luxurious material 
used on General Motors original equipment. 


It is a true acrylic... nota lacquer... with outstanding 
gloss retention, depth of color, and overall durability 
never before achieved! 


The sensational new acrylic finish is being used on all 
GM '59 models . . . and Alpha-Cryl is now available in 
both pints and quarts, in the complete range of colors 
for every GM ‘59 model. 


R-M Alpha-Cryl colors,-undercoats and thinners pro- 
vide positive compatibility of material when you 
refinish ‘or repair a General Motors car. 


CALL YOUR R-M JOBBER 


RINSHED-MASON CO., 5935 Milferd Ave., Detroit 10, Mich. 
[_] Rush me the name of my nearest R-M Jebber handling Aipha-Cryl. 
[_] Send me further information about Alpha-Cryl. 

Name 

Company 

Address 


City_ DDB rveD icccncitaiiainnatieimsiiinintadimpbinaa 
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Black-Ink Tip: ... 


Strict Parts Control 
A ‘Must’ for Dealer 


(Continued from Page 16) 


handles the full Chrysler line, em- 
phasizes that service expansion is 
the answer to success in the auto 
business. 

A. great benefit of a workable 
“running” or perpetual inventory 
system in a dealer's parts depart- 
ment is the opportunity it gives 
to watch obsolescence much closer. 


Auto Slechonkes Institute 


Moves to New Quarters 


LOS ANGELES.—<Auto Mechan- 
ics Institute, which trains specialist 


technicians for the automotive serv- | 


ice industry, has moved to its new 


headquarters at W. Fiftieth st. and | 


S. Vermont ave. 
The expansion was necessitated 
by the school’s rapid growth, ac- 


cording to Frank O. Bregnard,| 
president. The new training center | 


occupies 22,410 square feet. 


YOU START BETTER WITH “BENDIX STARTER DRIVES 





|know how many of a little used) 
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In addition, highly profitable work 
stalls in the shop are not tied up 
with cars waiting for parts that 
are not in stock. 
> * = 
Can Be Ruinous 


ARTS obsolescence is perhaps | 
the greatest “loss” item in a! 
dealer’s parts department and can 
be ruinous, if not kept at a mini- 
mum. When a partsman does not) 


him to allow these parts to become 
obsolete and even to order more 


from the sales floor, new service 
department and a separate building 
for Plymouth sales. 

With the expansion of the 
parts and service department, the 
parts department was increased 
in size so that several thousand 
items for Chrysler products and 
others are now carried regularly. 

In charge of the parts department 
is Edward J. O’Connor, secretary- 
treasurer of Coliseum. 

With the inventory at the finger- 
tips of the counterman, whether he 
is waiting on a customer or using 
the telephone, he can ascertain im- 
mediately if the part in question is 
in stock without moving from his 
post. 


= |Old Problem Solved 


Be ene solves one of the older 
problems of the parts business, 
even when perpetual inventories 
| were used in another manner,” 
O’Connor said. “It used to be that 
we either had to hunt up a card or 


Trucks Used As Demonstrators— 


To speed the introduction of its 280 Blast-Master Steam Cleaner, Clayton Mfg. Co., 
| item he has in stock, it is easy for| | Monte, Calif., has mounted demonstration units on 28 International %-ton trucks. | 


The demonstrators, shown above, are said to be self-sufficient with power plants 
and fuel storage. 





when one part is needed for some) 
job. 
Tying up a stall also is very ex- 
pensive. The dealer who knows 
that he should be getting a $40 
profit from every stall in his shop 
each day knows that the only 
way to avoid tying up stalls is 
by keeping a close check on the 
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ON THE GROUND - IN 








go to the bin and see before we 


parts stock to be certain that he {all proportion to the amount of could tell a customer whether the 
does not run out of parts. | business he is doing. part was on hand or not. 

A perpetual inventory system also ie a ' Now we can riffle through the 
'takes all the guesswork out of| expansion program just| cards while talking to the customer, 
| knowing how much the dealer has| completed at Coliseum Motor) #nd then tell, not only if in stock, 

invested in parts at all times. With-| includes a new building, which has| but also how many are actually in 
|out such a control the parts stock| a full-scale parts department, stor- the bin. 


! f displ for 52 cars upstairs) Since opening of the new de- 
could become an investment out of | age splay pste on << aes Sobaaas han 


shown a heavy and regular in- 
crease in volume. 

M. E. (Monte) Robertson, pres- 
ident, said their faith in the future 
of the automobile business was so 
great that they completed their 
$325,000 expansion program with 
their own cash, not borrowing a 
dollar. 

His son, R. M. Robertson, is vice- 
president and general manager of 
Coliseum. 





TelAutograph Takes Over— 


TelAutograph, an automatic writing de- 
vice, speeds delivery of serviced cars at 
Al Parker Buick, Houston. When a cus- 
tomer pays his bill, the cashier writes the 
car's job order on the machine's metal 
| plate and transmits it to the finished-cor 
| lot. The attendants thus have a written 
record of the sequence in which the cors 


| are to be delivered to waiting customers. 
* £¢ @ 


Automatic ‘Writer’ 
Speeds Delivery 
Of Serviced Cars 


HOUSTON.—A device that trans- 
mits handwritten messages by wire 
is the “best invention since the self 
starter,” according to Tommy T. 
Forbis jr., service manager of Al 
Parker Buick Co. 

“Even during the height of the 
rush hour,” Forbis declared, “it 
enables us to deliver serviced cars 
to our customers faster than ever 
before and completely without con- 
fusion.” 

The device is called TelAutograph, 
The dealership has installed a 
transceiver in the cashier's office 
a a receiver on the finished-car 
oO 

When a customer pays his bill, 
the cashier transmits his car’s job 
number to the finished lot. Even if 
the attendants are away from the 
lot, the order is waiting for them 
in written form when they return. 
Forbis explains that this eliminates 








For nearly fifty years—and in well over 125,000,000 installations—Bendix* Starter Drives 
have become the accepted standard for automotive vehicles. Not so well known perhaps—but 
equally important—is the fact that these units are also first choice for aircraft, locomotives, 
earth movers, inboard and outboard marine engines. In short, whatever the type of internal- 
combustion engine, you can start it better with a Bendix Drive. *REG. U. S. PAT. OFF. 


Bendix-Elmira >y,-3ay 


ECLIPSE MACHINE DIVISION 
ELMIRA, NEW YORK 






the chance of antagonizing cus- 
tomers by delivering cars out of 
turn. 





Slavin Adds Triumph 
CHICAGO.—Jerry and Irv Slavin, 
Slavin Motors (Edsel), 4300 N. El- 
ston Ave., announced their appoint- 
ment as authorized Triumph deal- 
ers. 
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Tubeless Repair Tips Offered ... 
Tire Service Proves 


Easy and Profitable 


(Continued from Page 16) 


be cleaned with a moistened cloth 
and clear water. Rim-seal surfaces 
should be wiped to remove foreign 
material. Clean the rim flanges and 
bead seats with emery cloth or steel 
wool if dirt or rust has collected. 
2. Lubricate the tire beads, rim 
flanges and bead ledge with thin 
vegetable oil soap solution or an 
approved rubber lubricant. This 
will help to snap the beads into 
place when the tire is inflated. 
3. Remember that the mounted 
wheel assembly on the tire changer 
or on the floor should have the 
narrow ledge of the rim facing up. 
4. Mount the tire with tire irons, 


Training Program 
For Executives 


Slated by MEWA 


CHICAGO. — Executive training 
will again be the keynote for the) 
Motor and Equipment Wholesalers 
Assn.’s Top Management Institute 
May 3-8 at the University of Illi- 
nois. 

MEWA’s executive training com- 
mittee met with a university fac- 
ulty representative to outline a 
week-long curriculum of manage- 
ment studies for automotive whole- 
salers. 

The course, tentatively, will cover 
such topics as accounting, public 
relations, credit on the local level, 
line profitability, personnel rela- 
tions, and executive talents of 
wholesaler management. A prac- 
tical approach has been assured, as 
in the three previous institutes at 
Tlinois. 

Committee members include: 
Chairman, Edward Kukuk, pres- 
ident, United Auto Sales, Inc., 
Aurora, Ill.; R. H. Derebey, sales 
manager, Albany Park Service, Chi- 
cago, and Frank Raidl, president, 
Auto Clutch & Parts Service, Inc., 
Chicago. 

MEWA representatives charged 
with responsibility for the institute 
are B. W. Ruark, Richard A. Mel- 
vin, R. L. Schutte, R. J. Raciti and 
Raymond Wetzel. 

Details on a sales management 
institute to be held in the Southeast 
will be released soon. 


Chek-Chart Tells _ 
‘Motor Oil Story’ | 


CHICAGO. — Chek-Chart Corp. 
has published a booklet designed to 
help dealers educate their custom- 
ers to the benefits of having their 
motor oil changed regularly. 

Titled “The Motor Oil Story,” the 
booklet discusses motor-oil func- 
tions, the abuses to which the oil 
is subjected while performing these 
functions and the additives com- 
pounded into modern oils. 

It reviews and compares the| 
crankcase-d rain recommendations 
of auto manufacturers and oi] com- 
Panies and explains the importance 
of crankcase dipstick checking and| 
the causes of motor-oil consump- 
tion. 

The illustrated booklet is printed 
in two colors and measures 5% by 
8% inches. 
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Service-Station Operators 


Offered Management Course 


LINCOLN, Neb.—A correspond- 
ence course in Service Station Man- 
agement is being offered by the 
Extension division, University of 
Nebraska. 

The course covers opportunities 
and risks, sales and advertising, 
training personnel, maintenance 
and housekeeping, stock control, 
Trecord keeping and management 
information. 


Canadian Unit Formed 

TORONTO, Ont. — Kelly-Spring- 
field Tire Co., Cumberland, Md., has 
begun operations in Canada under 
the name of Kelly-Springfield Tire 
Co. of Canada, Ltd. Heading the 
Canadian firm is Fred Thornton, 
ape pvenident and managing direc- 

r. 





taking small “bites.” Never use 
any type of hammer, Be sure that 
the tire irons are free of burrs. 
5. Align the balance mark on the 
tire with the tire valve. Start the 


Lasco Brake Clinics 


Being Conducted in West 


OAKLAND, Calif. — Brake-lining 
jobbers, dealers, and service men 
throughout the West are attending 
the new Lasco Mountain Master 
brake clinics. 

Inaugurated at the end of the 
summer, Lasco clinics already have 
been held in 71 Pacific Coast cities. 
The clinics said the Lasco Brake 
Products division, Laher Spring & 
Tire Corp., are conducted by fac- 
tory brake-lining representatives. 
The clinics are sponsored by the 
local jobber or distributor. 
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tire over the rim flange so that the 
valve stem is near that portion of 
the bead which goes over the rim 
flange last. 

6. Do not stand over the tire 
while inflating. An extension gauge 
with a clip-on chuck is strongly ad- 
vised so that you may stand well 
back from the tire for maximum 


safety. 
+ + + 


Certify Gauging Equipment 

ONES warns servicemen not to 

exceed 40 pounds when inflating 
the tire. “If this does not seat the 
beads properly,” he said, “deflate, 
| relubricate, center tire on rim and 
reinflate. After the beads have been 
seated properly, reduce the pressure 
to the recommended operating 
level.” 

He also urges a final water test 
in which the entire wheel assembly 
is placed in the tank to be sure 
there are no leaks in the area of 
the repair, beads, valve and rim. 

Finally, Jones emphasizes that 
service establishments should 
have one certified accurate gauge 


use only. 
“Surveys among dealers,” he 








Checking Gauges— 


manager test tire gauges at least once 


certified accurate gauge that is kept for 

master gauge use only. 

| which is kept for master gauge _=———  ———~—~—~—~—”— 

cent dangerously 
“The tire business ‘lives’ on air in| clude completely automatic opera- 

said, “have shown that as high as| tires. Maintenance of accurate| tion, 75 percent thermal efficiency, 
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28 Trucks Carry 
Clayton Display 
Of Cleaner Units 


LOS ANGELES.—The Clayton 
Mfg. Co., has announced the acqui- 
sition and equipping of 28 Inter- 
national Harvester trucks with its 
new 280 Blast-Master steam cleaner 
and Clayton-Sellers heavy-duty hy- 
draulic jet cleaner units. 

J. A. Cortright, sales vice-presi- 
dent, said that in order to speed 
introduction of the new Blast- 
Master and Clayton-Sellers units, 
Clayton purchased 28 IH Model A- 
120, three-quarter ton trucks on 
which demonstration units have 
been mounted. 

Both the home factory at El 
Monte, Calif., and branch factory 
at Cincinnati, are participating in 
this effort to speed delivery to 
nationwide territories, Cortright 
said. Every unit is self-sufficient, 
complete with power plants and 
fuel storage, he added. 

Some of the units’ features in- 


51 percent of their tire-gauging| pressure makes the difference be-| soap mixer and full circle thermo- 


| equipment is inaccurate and 33 per-| tween good and bad service.” 


LONG TERM LEASING 


| stat, said Cortright. 








of Cars and Trucks 


Is Profitable 


Even for the Smallest Dealer 


> 
Car and truck leasing is the fastest growing automotive business. 


Ten leases right in your own territory 
can make $5,000.00 for you. 


Don’t get the business for someone else for a miserly profit of 
$50.00 on a car sale. 


The Manual on Leasing by Harold D. Draper, 
volume Chevrolet dealer for 32 years and a 
veteran of over 10 years leasing and 3,000 leases 
in that period, will give you accurate procedure 


KEEP THIS PROFIT YOURSELF 


step by step to insure profitable leasing. 


@ Costs 

@ Insurance 

@ Financing 

@ Depreciation Rates 

@ Service Costs 

@ Resale Policies 

@ Accounting 

@ Protection Against Losses 


PRICE $20.00 POSTPAID 


Complete with samples of necessary forms and time proven leases 
MAKE CHECKS PAYABLE TO: Harold D. Draper, Box 530, Saginaw, Michigan 


“= Delivery in 10 Days 





Now! GMC pours on the power with the 


biggest engineering, design and quality-control program the industry 


has ever known... bringing to buyers great new 
trucking advances... bringing to GMC Dealers 


a new era of record-breaking sales and profits! 











GEAR’ 


The most dramatic event in truck history is taking place 
at GMC right now! 





It's Operation “High Gear’’—the largest engineering, 
design and quality-control program the industry has 
seen—backed by the keenest brains and manufacturing 
know-how in the business. 
Effects already felt 

GMC Dealers have already been cashing in, many ways 
-.. With the complete line of light-duty trucks 

... With the largest choice of six-wheelers today 


+. With new multi-stop trucks featuring both chassis and 
bodies from GMC 


-.. With a great new diesel model, the lightest weight 
90” BBC in its class 


DEALERS REV UP WITH 


... With a new two-cycle Super Economy diesel engine 

... With the most reliable, most economical trucks GMC 
has ever built! 

And, it’s only the beginning—Operation “High Gear” 

is accelerating every day! 


Supported by giant drive 


We're telling all America the news! GMC is launching 
Operation “High Gear’ with the mightiest advertising 
push in its history. Block-buster ads week after week in 
LIFE! Mammoth inserts that dominate the vocational 
magazines! A huge direct mail campaign rifled at the 
big truck markets! Sales-building promotions! 


GMC is on the move! GMC means business—big busi- 
ness for GMC Dealers! Keep your eye on GMC! 


GMC Truck & Coach—a General Motors Division. 








From %-ton to 45-ton 
... General Motors 
leads the way! 
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Bernard Stages ‘Parts-A-Rama'— 





Bernard Chevrolet Co., Libertyville, Ill., held a “‘Parts-A-Rama”™ in its service and 


parts department for more than 100 of its wholesale parts accounts. 
was built around the services offered accounts by the dealership. 
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The meeting 
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DETROIT.—Here is the schedule 


" | of field service schools for the next 


month—a regular feature of AuTo- 
MoTive News. 


For All Servicemen 


CHRYSLER CORP.—Chrysler 
Corp.’s training courses on 1959 
cars and trucks at Detroit, Chicago, 
Atlanta, New York, Philadelphia 
and Los Angeles will cover: Torque- 
Flite transmission, PowerF lite 
transmission, power steering, elec- 
trical, carburetion, engine tuneup, 
new features of 1959 models, front 
suspension, rear suspension, 1959 
engines, Simca car, 1959 bodies, 
new-car servicing and preparation, 
brakes, air conditioning, rear axle, 
heaters and new accessories. 

FORD DIVISION—From Dec. 22 
to Jan. 23, Ford’s 35 district school 
instructors will be conducting two- 
day 1959 model introductory courses 
on the Ford car, Thunderbird and 
truck. 

GMC TRUCK & COACH DIVI- 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
(free of charge) to all service per- 
sonnel sponsored by a GMC truck 
dealer, or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhau)), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11, hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 





DO THE JOB RIGHT 


TO COVER THE WHOLE 
DELAWARE VALLEY, YOU NEED 





The garb of a professional skindiver may seem out- 
landish or romantic, but every piece of equipment he 
wears is functional, carefully chosen for stalking — 
fathoms deep—a wily quarry. 


If the fins you are after are the type Uncle Sam issues 
—plain old legal currency—then pay heed to some 
other pros—the shrewd national advertisers crossing 
the Delaware River in droves. Today 83 of the nation's 
top 100 advertisers choose to sell the lucrative Cam- 
den-Trenton market on its home ground —they ad- 
vertise in the pages of two strong local dailies, the 
CAMDEN COURIER-POST and the TRENTON TIMES. 
Reliable figures show that each of these dailies is the 
odds-on newspaper choice in its own market. In 
Southern New Jersey, unquestionably, you “hit'' ‘em 
where they live" when you advertise in local papers. 
Buy these strong dailies, separately or together. You'll 
like the strength of local coverage! 


IT PAYS TO CROSS THE DELAWARE 





TRENTON TIMES 


Established 1883 


CAMDEN COURIER-POST 


Established 1875 


Represented nationally by GEORGE A. McDEVITT CO., INCORPORATED 
NEW YORK © CHICAGO © PHILADELPHIA © DETROIT © LOS ANGELES 
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New York (two centers), Oakland, 
Philadelphia, Washington, Pitts. 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVESTER 
CO. MOTOR TRUCK DIV., Atlanta, 
Ga., and Dallas, Tex., Motor truck 
technical training centers. Training 
is now being conducted for south- 
east and southern regions dealers’ 
servicemen and fleet maintenance 
supervisors at Atlanta, and for 
southwest and west central regions 
dealers’ servicemen and fleet main- 
tenance supervisors at Dallas. The 
training center covers engine over- 
haul procedures emphasizing the 
fitting of pistons and rings, crank- 
shaft bearings and the importance 
of valve reconditioning. Engine 
performance, diagnosis, ig nition, 
and carburetion, together with 
minor and major tuneups, is part 
of the training provided. Auto- 
matic, Select-O-Matic, and Road- 
rangers transmissions, the new In- 
ternational Harvester rear axles as 
well as air and hydraulic brake 
systems are included. The training 
is conducted by the tell-show-do 
method. As each serviceman per- 
forms the various service opera- 
tions, correct diagnosis, service pro- 
cedures and the use of special tools 
are emphasized. Atlanta classes are 
limited to 18 per week and Dallas 
classes to 20 per week to allow the 
instructors to give individual atten- 
tion to each serviceman. Separate 
classes are conducted for the fleet 


| maintenance supervisors. 


STUDEBAKER - PACKARD 
CORP.—Technical training centers 
in New York, South Bend and Los 
Angeles will carry a full schedule 
of training courses on both Stude- 
baker-Packard cars and trucks and 
Mercedes-Benz cars. The training 
programs are designed primarily 
for newly appointed dealers; how- 
ever, they are also for other dealers 
needing refresher courses. Training 
will be directed at New York by 
F. X. Coghlan, at Los Angeles by 
L. J. Young, and at South Bend by 
A. 8. Kidder. 


For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich.—The Allen Power-Tune 
course, covering diagnosis and cor- 
rection of engine and electrical 
performance troubles includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen Scope. Also 
Allen PM Tune-up School for learn- 
ing the fundamentals of the tuneup 
including servicing and 
merchandising. 


Both schools are sponsored by 
Allen wholesalers in the U. S. and 
Canada. A nominal fee is charged. 
For starting dates, contact local 
Allen wholesaler or write directly 
to Educational Department, Allen 
Electric & Equip. Co., 2101 N. 
Pitcher St., Kalamazoo, Mich. 


AMMCO TOOLS, Inc., North Chi- 
cago—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruc- 
tion facilities available through 28 
mobile units manned by factory- 
trained technicians. No instruction 
charge. 


BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enrollment 
contact Barrett Equip. Co., 2101 
Cass Ave., St. Louis 6, Mo. 

BEAR MFG. CO., Rock Island, 
IiL—School offers training in align- 
ment, balancing and frame straight- 
ening for four-week periods. Next 
class Jan. 5 and 19. Address all 
inquiries to Mildred T. Clark, regis- 
trar, 2103 Fifth Ave., Rock Island, 
Til. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix dis- 
tributors. The schools provide the 
basic service and sales training for 
automotive servicemen required in 
the development of service dealers. 
Classes are scheduled by each dis- 
tributor to meet local needs and the 
length of an individual course is 
three or four evenings or one f 
day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
(Continued on Page 23, Col. 1) 
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Service Schools in Field 





Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 22) 


tributor or writing to the Bendix 
training director in South Bend. 
CARTER CARBURETOR DIVI- 
SION, St. Louis—Classes of 12 men 
in carburetion for a two-week dura- 
tion will begin on Jan, 12 and 19. 
Contact nearest Carter distributor. 
ELECTRIC AUTO-LITE CO., 
Toledo—Instructors qualifying 
schools will be sponsored by Auto- 
Lite distributors in Detroit, Dec. 15. 
Automotive service technicians’ 
training courses will be sponsored 
by Auto-Lite distributors in Wild- 


wood, N. J., Jan, 5; Philadelphia, | 
15; | 


Jan. 8; Oswego, N. Y., Jan. 
Oneida, N, Y., Jan. 20; Ogdensburg, 
N. Y., Jan. 12; Binghampton, N. Y., 
Jan. 5; Salt Lake City, in January, 
and Ponca City, Okla., Jan. 6. 
DE VILBISS CO., Toledo—Special 
schools in industrial product finish- 
ing, maintenance, painting, general 
refinishing, service training, auto- 
motive jobber and portable-equip- 
ment jobber personnel are offered. 
The week-long classes are held 
at the factory in Toledo, with the 
daily sessions running from 8 a.m. 
to 5 p.m. Eligible are owners or 
sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 
The school is maintained as a 
service to users and distributors to 
increase their knowledge of the 


U. of Washington 
Sets Maintenance 


Parley for March 


SEATTLE.—A “back-fence” ses- 
sion for men responsible for main- 
tenance of every type of automo- 
tive equipment from motor scooters 
to automobiles, trucks, buses and 
bulldozers, is to be expanded next 
year. 

The three-day session of the Mo- 
tor Vehicle Maintenance Confer- 
ence, opening March 23 at the Civil 
Engineering Department, Univer- 
sity of Washington, is expected to 
set attendance records. A. D. Bul- 
lock, of Kenworth Motor Truck 
Co., Seattle, chairman of the trus- 
tees for the 1959 conference, said 
the seventh annual meeting, held 
last March, had an enrollment of 
318. 

“Broadening of topics to be cov- 
ered at the 1959 meeting should in- 
crease attendance, Bullock said. 
“Panel sessions are being re- 
arranged to give each group a bet- 
ter opportunity to discuss topics 
pertinent to their special field.” 

Starting with an attendance of 
only 47, the Motor Vehicle Mainte- 
nance Conference has grown each 
year. Discussions range from the 
proper adjustment of a torque 
wrench to the composition of fuels, 
design of transmissions and testing 
of materials. 

Enrollment applications may be 
obtained from Fred Rhodes, Civil 
Engineering Department, Univer- 
sity of Washington, Seattle 5, Wash. 
The $26 fee covers the cost of en- 
Troliment, one breakfast, three 
luncheons and three dinners. 





Dealer Group in Ohio 
Names Evans President 


PAINESVILLE, O.—Earl Evans, 
Painesville, has been elected pres- 
ident of the Lake-Geauga Automo- 
bile Dealers Assn. Other new 
Officers are: 

Walter Moore, Middlefield, vice- 
president, and John Seipp, Will- 
oughby, treasurer. J. A. Thomson, 
Painesville, was reelected secretary. 


Electric Counter Display 
Demonstrates LubriPoints 

LONG ISLAND CITY, N. Y.— 
Standard Motor Products, Inc., has 
developed an electric counter dis- 

y to demonstrate its new line of 

ue Streak LuriPoints. 

The 15-inch-by-20-inch display 
shows the contact points opening 
and closing while the cam is turn- 
ing. The animated LubriPoint set 
is 10 times the size of an actual 
Point set. 








operation and use of the com- 
pany’s products, For those who are 
unable to arrange a trip to Toledo 
for training, the company conducts 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 1, 
O. One-week classes of limited size 
covering theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
is broken down into four categor- 
ies: Industrial, auto refinishing, 
automotive jobber, and portable 
equipment jobber. No instruction 
charged. Applications may be ob- 
tained by writing DeVilbiss Co., 300 
Phillips Ave., Toledo, O. 
INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 





ing, repairing and recoring: Use 
and maintenance of equipment; 
fundamentals of merchandising, 
advertising and pricing. Write to 
J. V. Grasso, 1108 Jackson St., 
Omaha, Neb. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
ice course will be held at the Ray- 
bestos Brake Service School and 
work shop located in Stratford. 
Conn. This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments and complete brake 
overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by a technical, 78-minute, 
color, sound motion picture show- 
ing adjustment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who success- 
fully complete the course will re- 
ceive a certificate showing that they 
are qualified to work on all types of 
automotive brakes. The course will 
be conducted by A. D’Andrea, di- 
rector of service training. For fur- 
ther information, write to J. W. 
Hefferon, Raybestos Division, 
Bridgeport 2, Conn. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
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“There’s no stopping him once 
his credit starts burning a hole 
in his pocket!” 





the operation and application of 
automotive test equipment. Two 32- 
hour evening classes are to be held 
each month, The first, starting Jan. 
5, will be conducted each Monday 
and Wednesday evening, and the 
second, starting Jan. 6, will meet 
each Tuesday and Thursday even- 
ing for four consecutive weeks. 
Courses will be conducted in Sun’s 
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Automotive Division Training Cen- 
ter, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. : 

THERMOID CO., Trenton, N. J. 
— Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in Trenton, N. J. 

UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fila.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 
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non-foaming solution. 


grime, all year ’round. 
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GENERAL | 
MOTORS |F- 


Ideal for all types of washers. 


Helps dissolve and remove 
hazardous road film, bugs and 


Distinctive blue-green color. 
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spotting. 


washer jar. 


Order NEW, FAST-SELLING DELCO WINDSHIELD WASHER. 
SOLVENT from your United Motors Distributor TODAY — 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Bottles marked with handy 1 oz. 
measuring units on label. 


DELCO 


@ aLi-sEASON 


WINDSHIELD 
WASHER 
OLVENT 


Developed for the new 
ELECTRIC WASHERS... 
...- IDEAL for 
ALL types of WASHERS 


NO OTHER SOLVENT OFFERS ALL THESE ADVANTAGES: 


Added to water—it creates Solution won’t stain car finishes. 


Leaves windshield clear—no 


Assures anti-freeze protection in 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢ NO. 113 OF A SERIES 


By George, he’s done it 


You’re looking at a man who has just taken delivery on his second Edsel. Add him to the other first-year Edsel 
owners who have already ordered their second Edsel, and it makes for a pretty remarkable product loyalty record. 


By George, you’ve got to hand it to Edsel—or any automobile that attracts nearly 14 percent repeat sales 
in a single model year. Add to this an Edsel dealer’s tremendously competitive position now that the Ranger 
hardtop, shown here, actually lists for less than comparable quality models in the low-priced field—and you 


can predict Edsel’s climbing sales curve. 


Little wonder that Edsel has added more than 400 new dealers to the original total of over 1100 who announced 
the 1958 models. Yes, sir, you’ve got to hand it to Edsel . . . another reason why it’s great to be a dealer in the 


Ford Family of Fine Cars. 
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FORD MOTOR COMPANY-THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD ¢« EDSEL ¢ MERCURY ee LINCOLN ¢ CONTINENTAL MARK IV «© ENGLISH FORD LINE 
GERMAN FORD LINE e° FORD TRUCKS ¢ TRACTORS ¢« FARM IMPLEMENTS e INDUSTRIAL ENGINES 





| 
| 


ee es 


Backshop 


AUTOMOTIVE NEWS, DECEMBER 15, 1958 


Jack Weed 


(Continued from Page 16) 


four or five “quick” service stalls 
into which the customer can drive 
without upsetting his regular cus- 
tomer reception area even on busy 
days. And when the work is done 
the customer can drive out a differ- 
ent exit. 

Burwell has in operation a num- 
bering arrangement that makes it 
easy for a car jockey or mechanic 
to pick out the car he is looking 
for in the “hold-for-service” area 
or on the floor. 


Th h ] mber signs, | 
ee ie e oa lincluding two of the only three| 


the number in white on a black 
background. The signs are fitted 
with rubber suction cup feet so 
that they can be attached to the 
roof of hardtop cars and the hoods 


of convertibles. 
* 


Searching Avoided 


— sign stays with the car until 
it is picked up for delivery to 
the customer. Thus, 


chanic or the car jockey is looking| their Maker recently. One was an| | winds apparently ripped 


ing at the hard copy or a number 
on the windshield. 

He can see the number of every 
car being worked on in the stalls. 
And by stepping up on a bumper, 
he also can see every number on 
the cars in the lot. 


Don Lee also acquired, a short 


|time ago, a next-door independent 


shop that specialized in safety work 
and frame straighteners. Here he| 
has a whole battery of front-end) 
machines and frame straighteners, | 


| truck-sized units in Miami. 


These machines bring the shop) 
a lot of work from other dealers 
as well as from fleets and truck 
operators that come into Miami. 

+ = * 


|Pioneers Praised 


oo highly respected men who 
had contributed much to the| 


industry. The other was a quiet, 
modest man who devoted the best 
part of his life to the task of rais- 
ing the standards of ethics of his 
brother peddlers. 

Perhaps I may be criticized in 
some places for presuming to pay. 
tribute to the deeds of Boss Ket- 
tering and Ben Asch in the same 
salute. Boss Ket, of course, was 
world famous for his exploits and 
inventions. Ben Asch was little 
known outside of his small orbit 
in New York and among the Af- 
filiated Automotive Representa- 
tives which he originated and 
nurtured to its present high state. 

| But I had the privilege of know- 
jing both on a man-to-man basis 
and viewed with some awe and 
| great respect the quality of mind 
| that enabled each to carry his ideals 





| 


lin the forefront of each action and | 


| thought. 
My 1 most vivid memory of Ket 


Fire Strikes Burt 


DENVER. — Fire caused an esti-| 
mated damage of $7,000 to the truck | 
garage of Burt Chevrolet Co., 3247 | 
when a me-| automotive industry passed on to | S. Broadway, Englewood. "High | sions were those homely little} 
loose a/| 


for any particular car, he does not| eminent scientist known around the/| wire and caused an electrical short, 
have to go up and down rows look-| world for his contributions to the| starting the blaze. 


Here are only some of the 
advantages the new Stopmaster 


brake will offer you! 


COOLER OPERATING—For extended 
brake life and durability. 


LIGHTER WEIGHT—For greater vehicle 


payload capacity. 


LONGER DRUM LIFE—For more depend- 
ability—lower maintenance costs. 


LESS BRAKE FADE—For safer . . . con- 


tinuous operation. 


LONGER LINER LIFE—For lower operat- 
ing costs—less maintenance. 


INTERCHANGEABILITY — Maxéi- 





was when I sat with several engi- 
neers, including George Dunham 
and O. E. Hunt under an apple tree 
at an airport near Dayton during 
World War I. We were awaiting 


the appearance of some tanks) 


which were going to demonstrate 
how they could push over trees 
and other obstacles. 


* * * 


Ket Was Philosophic 


ET was in a philosophic mood 
and rambled on for some time 


about his ideas and dreams for the| 


industry. 


All of us seemed to realize that | 
we were listening to a genius | 


talking out his thoughts, and 
while I doubt if even far-sighted 
engineers and designers like Dun- 
ham and Hunt could visualize 


the things that Ket was proph- | 
esying, for he was prophesying, | 


no one scoffed or argued that it 
couldn’t be done. Some of the 
engineers only asked how he 
thought some of these things 
would develop. 


Interspersed with his visions of | 


100,000-mile engines and what we 


know now as automatic transmis- | 


stories that he always was famous 
for. And it was those stories he 
liked to throw into the middle of 


<ooTy 


After years of research and development Rockwell-Standard will soon 
offer to the trucking industry the new Stopmaster brake, representing the 
most advanced brake design to be made available in three decades. 


The Stopmaster has been proven by thousands of miles of rugged, 


Brake Division. 


mum number of common compo- 
nents for smaller parts inventory. 


Another Product of... 


demanding road trials... and by long hours of testing by trained techni- 
cians using the extensive laboratory facilities of the Rockwell-Standard 


The many outstanding features of the Stopmaster brake make this 
design the answer to the industry’s long-standing need for an improved, 
higher performance, more dependable brake. 


©1958, R-S Corp. 


“ROCKWELL-STANDARD 
CORPORATION 


BRAKE DIVISION Ashtabula, Ohio 


ay 


an engineering talk that made him 
the hardest man to report I ever 
had to cover. 

a * > 


Ben Was Kind, Modest 

EN ASCH, however, was a far 

different type of man. Kindly, 
| modest but dedicated to doing all 
| he could to raise the status of a 
manufacturers agent to a high 
plane of recognition. 

It seared his very soul every 
time one of his friends had his 
“throat cut” by some manufac- 
turer who would take on the 
manufacturer’s agent on a com- 
mission basis and let the man do 
the hard and low-return work of 
getting a new product on the 
market only to have the manu- 
facturer refuse to renew the 
contract after the initial work 
was done, and put in his own 
men to carry on. 

In founding the AAR, Ben re- 
alized that only by having top men 
join together, men of integrity and 
standing with the jobbers in their 
areas, could they get the recogni- 
| tion from the parts and equipment 
|manufacturers they felt they de- 
served, so that any maker would 
think twice before taking his prod- 
uct away from the men who had 
|made it an accepted item in the 
| trade. 

Ben lived to see his dream come 
true and his work result in a na- 
|}tional organization of qualified 
| manufacturer’s agents. He not only 
was the founder of AAR but is 
credited with being the first manu- 
| facturer’s agent to work in the 
| automobile business, as such. 

It was but a few weeks ago that 
the organization of which he still 
| was the “chairman for life” honored 
him with an oil portrait that will 
hang in the national headquarters 
as a memento of the years he put 
in bringing the organization to the 
high place it now holds in automo- 
itive merchandising. 

May the Great Architect keep 
| Ben's old black pipe forever filled 
| with the finest tobacco available 
|where he has gone. 


Auto Washington 


(Continued from Page 9) 





| leaders a preview of the Adminis- 
tration’s legislative program. 
| The meeting will concentrate on 
}such matters as defense, foreign 
aid, international relations and the 
nation’s financial outlook. 

o > > 


Shed a Tear 


Ase this time of year, when 
everybody seems to take him- 
| self too seriously, Washington 
| newspapermen look forward to 
publicatioin of “Special Days, 
Weeks and Months,” put out an- 
| nually for businessmen by the U. & 
Chamber of Commerce. 


| This is the booklet that helps 
merchants to plan trade promo- 
| tions, for it carries the dates of 
| such happy festivals as Interna- 
tional Pizza Week, Old Maids’ 

Day, and Holiday Eggnog Time. 
It also describes such automotive 
promotions as Good Car-Keeping 
Week and National Transporta- 
tion Week, as well as anti-car 
promotions like Save-the-Horse 
Week. 

This time, however, there will be 
no booklet from the Chamber of 
Commerce, which has decided to 
attend to more serious matters. 


A Chamber spokesman said it is 
going to put emphasis “more on 
legislation and less on services of 
this sort.” 


It looks as if lots of gloomy 
Americans are going to let pass the 
Laugh Week and Goodwill Week 
slip by unnoticed. 


* * * 


Trouble for SBA 


"FROUSLE is brewing for the 
Small Business Administration 
over its handling of the Small 
Business Investment Act. In an 
open letter to SBA Administrator 
Wendell B. Barnes, Rep. Wright 
Patman, Texas Democrat, has 
charged that some of SBA’s regula- 
tions seem calculated to “make the 
new Act as little help to small busi- 
ness as possible.” 

Among other things, Patman at- 
tacked the red tape necessary to file 
an application to form one of the 
new investment companies. 
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For the first time... 








A complete selling program—national advertising—and, best 
of all, a plan with a profit. That’s the combination that 


makes COMMERCIAL LEASING your best bet in the 
booming leasing field. 


@ You profit from extra service and parts volume, 
because this is a maintenance leasing plan. 


@ You profit from used cars, because you control condition 
and time of resale. 


@ You invest no capital, pay no fees or licensing costs. 








all you need to make a 


GOOD PROFIT FROM LEASING 


@ You profit from bigger factory bonuses on increased 
volume. 


You profit from each unit you lease. 


Right now, when new models have your fleet prospects 
in a mood to modernize, contact your local Commercial 
Leasing Plan representative. Find out how advertising, 
convincing sales aids, and a square-shooting program make 


COMMERCIAL LEASING the dealer-tailored plan with 
a profit. 


‘Nation's Business 






ere ra. We 


LEASING 


eats A Sy et 


ComMMERCIAL 


ANOTHER SERVICE OFFERED BY AFFILIATES OF COMMERCIAL CREDIT CORP. 




























Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

> * * 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Dec. 5. 
Clean cars still bringing ‘“‘top money.’ Lots 
of dealers present today. Sold 70 percent 
of over 200 consignments. 

BUICK—'59 LaSabre Riviera 4-dr., $3,015°*. 

"S67 RM 4-dr., $2,010° (ps); Century Ri- 
viera 4-dr., $1,700° (ps). 

56 RM Riviera 4-dr.. $1,200° (ps); Super 
4-dr., $1,010*° (ps). 

"SS Special Riviera 4-dr., $980*; 
Riviera 2-dr., $910*. 

"54 Century 4-dr., $550°; Special Riviera 
2-dr., $500°. 

"60 4-dr., $140. 

OADILLAC—’57 (62) conv., $3,000° (ps). 

"56 (62) coupe de Ville, $2,100*. 

"53 (62) coupe de Ville, $620° (ps). 

"51 (62) coupe de Ville, $200°. 
VROLET — ‘58 Bei Air (8) 
4-dr., $1,920°; Hardtop 2-dr., $1,840°; | 
Biscayne (8) 4-dr., $1,485. 


Century 


'S7 Bel Air (8) 4-dr., $1,625°; station 
wagon, $1,490°; Two-ten (8) station 
wagon, $1,360; 4-dr., $1,335°; 2-dr., 
$1,190; One-fifty 2-dr., $975. 

"56 Beil Air (8) conv., $1,825". 

"SS Bel Air (8) conv., $950°; 4-dr., | 
$810°; 2-dr., $800°; Bel Air (6) 4-dr., | 
$625*; Two-ten (8) Delray, $700*; | 
2-dr., $655. 

"54 Two-ten 4-dr., $560*°; Bel Air 2-dr., 


$365. 


$415; One-fifty 4-dr., 











Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill | 


Titles and Checks Guaranteed 
by Empire Auction Insurance 














CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 12th year 
of continuous operation. 





« «+ where they meet... buyers 
and sellers . . . new and used car 
‘dealers. They meet at the dealer auc- 


_tiens of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 





Hardtop | 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





"53 Two-ten 
| $400. 

"51 4-dr., $155. 
| °SO 4-dr., $160*. 


| CHRYSLER—'5s Windsor Hardtop 2-dr., 


2-dr., Bel Air 2-dr., 


$450; 





| 


| $2,150*. 

| "52 2-dr., $195°*. 

DeSOTO "55 Firedome 4-dr., $1,050*; 
Hardtop 2-dr., $595°*. 

DODGE—'55 Coronet (8) Hardtop 2-dr., 
$690°. 

"54 Meadowbrook (6) 4-dr., $310*. 

FORD —'58 Country sedan (8) $1,800*; 
Fairlane (8) 500 Victoria 3-dr., $1,- 
790° (ps); ranch wagon (8), $1,710*: 
Main (8) 2-dr., $1,450. 

‘57 Fairlane (8) 500 town sedan, $1,500* 
(ps); conv., $1,400; 4-dr., $1,340*; | 
2-dr., $1,090° (ps); Custom (8) 300 
4-dr.. $1,150°, $975°; Main (8) 2-dr., 
$990. 

‘56 Fairlane (8) Victoria 2-dr., $1,010°; 
2-dr., $810; 4-dr., $650. 

‘SS Fairlane (8) Victoria 2-dr.. $800*; 
4-dr., $700°; 2-dr.. $700; Custom (8) 
2-dr., $675; 4-dr., $585. 

‘54 Custom (8) 4-dr., $600. 

"53 Crest (8) Victoria 2-dr., $350; Main 
(8) 2-dr., $220. 

"52 Custom (8) 4-dr., $280°; Crest (8) 


Victoria 2-dr. $125*. 


MERCURY—'59 ‘Monterey Hardtop 2-dr., | 


$2.775°. 

"S57 Monterey conv., $1,800* (ps); Mont- 
clair 4-dr., $1,.645°. 

"53 4-dr.. $290° 

OLDSMOBILE — ‘S58 (98) Holiday 2-dr., 

$2,700°. 

"56 (98) 4-dr.. $1,220". 

"55 (88) 2-dr., §835°. 

"54 (88) Super 2-dr., $500°. 


"63 (88) 4-dr., $550. 
'S2 (88) 2-dr. $300°. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 


Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
We Will Buy Your Used Cars 
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PACKARD 
$400°*. 
PLYMOUTH—'57 Plaza (8) 4-dr., $900. 
"56 Belvedere (6) conv., $710*. 
PONTIAC — ‘56 Chieftain Catalina 4-dr., 
$900*. 
"55 Chieftain 4-dr., 


"54 Clipper Deluxe 4-dr., (ps); 2-dr., $1,010*, 
(8) 2-dr., $670; Main (8) 

'55 Fairlane (8) 4-dr., $795. 

’54 Custom (8) 4-dr., $545*; Custom (6) 
4-dr., $285. 

"53 Custom (6) 2-dr., $295. 

"51 Custom (8) 2-dr., $130. 


$870°*; 


2-dr., $625. 


$500°. 


Custom | 





"53 Chieftain (8) Catalina 2-dr., $435*; | LINCOLN—'51 Cosmopolitan 4-dr.. $100*. | 
4-dr., $295. MERCURY—’'54 Monterey 4-dr., $515. | 
STUDEBAKER — ‘55 President (8) 4-dr., "51 4-dr., $125. 
$530". OLDSMOBILE — ‘55 (98) Holiday 4-dr., 
MISCELLANEOUS—'56 GMC Pickup, $720. $1,010* (ps). 
"54 Ford pickup, $515. ‘53 (88) Super 4-dr., $250*. 


"49 Chevrolet %-ton pickup, $155. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Thursday, Prices are for sale of Dec, 4. 
We had a good sale with prices strong 
on clean offerings. More buyers than cars. 
Sold 50 cars from 71 consignments, 


BUICK—'56 Special Riviera 4-dr., $1,015°*. 


*52 (88) Super 4-dr.. $255°. 
PLYMOUTH — ‘58 Suburban 
Plaza (8) 4-dr., $1,495°*. 
"57 Savoy (8) 4-dr., $1,200*. 
"56 Savoy (8) 4-dr., $835. 
"55 Belvedere 
Belvedere (6) 2-dr., 
4-dr., $370, $235. 
"54 Belvedere 2-dr., $495*. 
"53 Cranbrook 4-dr., $210. 


(6), 


$680; Plaza (6) 





$1,785; | 


(8) station wagon, $830*; 





"55 Bel Air (8) 2-dr., $760°; Two-ten 
(8) 2-dr., $695; One-fifty (8) 2-dr, 
$615. 

’52 Deluxe 2-dr., $200*; station wagon, 
$195; 4-dr., $150. 

CHRYSLER—’55 Windsor sedan, $840*, 


53 NY 4-dr., $260°; Windsor 4-dr,, 
$175*. 

DODGE—’54 Coronet 2-dr., $280. 

’53 Coronet 4-dr., $255*. 
"51 4-dr., $110. 

FORD — ’58 Country Sedan (8) station 
wagon, $1,975*; Fairlane (8) cony.,, 
$1,940*; Custom (8) 2-dr., $1,360*. 

’57 Thunderbird, $2,285* (ps); Country 
Sedan (8) station wagon, $1,600*, $1,. 
485*; Fairlane (8) Hardtop, $1,390*; 
Fairlane (6) Hardtop, $1,375. 

’56 Fairlane (8) 4-dr., $1,030* (ps); 


Custom (8) 2-dr., $800. 
"54 Crest 4-dr., $480; Main 2-dr., $430; 
Custom station wagon, $280*. 
’53 Custom 4-dr., $450*, $325, $300, $280, 
$155. 
*52 Custom sedan, $150*. 
50 2-dr., $120, $105. 
LINCOLN — ’'56 Premiere coupe, 
(ps). 
MERCURY—’56 Montclair conv., $1,100*, 
’54 Monterey coupe, $425*. 
"53 Monterey 4-dr., $265*. 


$1,695* 


| NASH—'55 Custom 4-dr., $680*; States- 
man 4-dr., $645. 

54 Ambassador 4-dr., $425*; Statesman 
4-dr.. $275. 

| OLDSMOBILE—’'57 Fiesta station wagon, 
$1,835* (ps). 

"55 (88) 4-dr., $1,145* (ps), $1,050* 
(ps), $1,025* (ps); (88) Holiday 4-dr., 
$870* (ps). 

’53 (88) Holiday sedan, $285* (ps). 

’52 (88) Holiday sedan, $135*, $110*. 

PLYMOUTH—’'56 Plaza 2-dr., $690. 


'55 Savoy 4-dr., $630°*, $555. 
PONTIAC—’56 Chieftain Hardtop, $850*, 

’55 Chieftain sedan, $745*, $535, $435*. 

*54 Star Chief sedan, $600*. 

52 Chieftain 4-dr., $240*, 

$175*. 

’51 coupe, $235*. 
STUDEBAKER 

$365*; Champion coupe, $175*; 
$135. 

*52 Commander 4-dr., $120. 
WILLYS—'45 Jeep, $370. 
MISCELLANEOUS—'57 Ford Courier de- 

livery sedan, $875. 

"50 Chevrolet %-ton pickup, $300. 

’49 Chevrolet %-ton dump truck, $300. 

"48 Willys %-ton, $235. 


NEW YORK CITY 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Dec. 2. Market 
down here this week as all makes and 


$210*; 2-dr., 


"53 Commander coupe, 
2-dr., 


| models encountered buyer resistance. Clean 


‘55 Century Riviera 2-dr., $875° (ps). MISCELLANEOUS — ‘51 Henry J 2-dr., | 
"54 Special 4-dr.. $445. $110. 
"52 RM 4-dr., $445. ‘48 Cadillac hearse, $110. 
CADILLAC—'57 (62) coupe de Ville, $2,- 
CHEVROLET—'57 Two-ten (8) 4-dr., $1 DYER, IND. 
475°. = = — a Len Pollak’s Dyer Auto Auction. Sale 
"56 One-fifty (8) 2-dr., $705. every Friday. Prices are for sale of Dec. 5. 


‘55 One-fifty (6) 4-dr., $660; 2-dr., $610. Sold 146 cars out of 232 consignments. 


"54 One-fifty station wagon, $705*; 2-dr.,| BUICK—'55 Special Riviera sedan, $710*, 
$375. $685°. 

"53 Bel Air 4-dr.. $225°. "54 Century 4-dr., $500°; Super Riviera 

‘51 Styleline Deluxe 4-dr., $140, $135*; sedan, $350°. 


Fieetiine Deluxe 2-dr., $150*. 
DeSOTO—'52 Firedome (8) 4-dr., $290°. 
DODGE—'53 Coronet (8) 2-dr., $180. 


"51 RM 4-dr., $120*. 
OCADILLAC—'57 El Dorado coupe, $2,990* 


(ps). 
"52 (62) 4-dr.. $385° (ps). 


FORD—'58 Custom (6) 2-dr., $1,505. 
‘S7 Fairlane (6) Victoria 2-dr.. $1,280; | CHEVROLET—’5S Impala (8) coupe, $2,- 
Custom (8) 300 2-dr., $1,240°. 260° (ps). 
‘56 Fairlane (8) Victoria 2-dr., $1,130° "56 Bel Air (8) coupe, $1,115". 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Li 


| 


CROSSROADS OF THE EAS 


e653 


o 


WEDNESDAY, 11 A.M. 


Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Ev: 


Thruway Auto Auction, Inc. 
Rovte 188 Buffalo, New York 
EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 








Shyline Auto ‘Guth; WORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
ioneers—David B. Spielman 
John W. Becker 





North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 


tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 


LAFAYETTE—Syracuse Auto A 
Center of Empire State. Check 
Title Protection. (Wed.). 








| CADILLAC—'54 


and sharp cars still in good demand, Sold 
98 cars out of 140 consignments, 


BUICK "56 Special Hardtop, $1,075*; 
Super Riviera coupe, $1,170* (ps). 
'5S Super Hardtop, $1,045* (ps), $940* 

(ps), $710* (ps); Special conv., $575*. 
"53 Super 4-dr., $275°. 
"52 Special 4-dr.. $165. 
(60) 4-dr., 
"52 (62) 4-dr., $310*. 
"48 (60) 4-dr., $180°. 
CHEVROLET—'5S Biscayne (8) 2-dr., $1,- 


$1,300° (ps). 


585. 

"57 Two-ten (8) 4-dr., $1,285, $1,180, 
$1,165; 2-dr., $1,235, $1,100, $1,075. 
"56 Two-ten (8) 2-dr., $925°, $760; sta- 

tion wagon, $800. 
"55 Bel Air (8) 2-dr., $835°; Two-ten 


(Continued on Page 29, Col. 1) 








PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
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NATION'S LARGEST AUCTION 
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10644 E. Marginal Way Seattle 88, Wash 
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2-dr., $1,015*; Bel Air (6) sport coupe, LINCOLN — ’58 Premiere coupe, $3,620* 
$1,150*; 2-dr., $865*; One-fifty (8) | 


(ps). 
Handyman, $1,050*. Model Breakdown ’53 Capri conv., $550* (ps). 
"54 One-fifty Utility sedan, $425; Handy- ’52 Capri coupe, $350*; 4-dr., $295*. 


| 
a 
man 2-dr., $380; Two ten 4-dr., $420°., Of Auction Averages MERCURY—’58 Commuter 4-dr., $2,090. 









(Continued from Page 28) Deluxe 4-dr., $275*, $260; 2-dr., $260*. 


. "53 Two-ten, $515; 2-dr. $425; 4-dr., ’ a O* 
t-dr,, c . . A r- Yec., 1958  Nov., Oct., 57 Montclair Phaeton 4-dr., $1,95 
$420; Bel Air 4-dr., $475*, $450°, $395;| 474) _ Date 1988 1968 (ps); Voyager 2-dr., $1,800*; coupe, 
2-dr., 3 at $450*; One-fifty 2-dr., $420. | - . $1,765*, $1,735* (ps). 
52 Deluxe conv., $320*, $260*; Special | recess MRE: - _ebhinin.” peat ’56 Montclair 4-dr., $1,305*; Custom 


‘51 Special Deluxe 4-dr., $180*, $140*, 1958.............. 2,166 $2,239 $2,416 Hardtop coupe, $820*. 














, 4 ’55 Monterey cou 970*, $830*; Mont- 
a (8) station wagon, $760*. $3,300* (ps); coupe de Ville, $3,500* $135; club coupe, $135*. | 1957............ . 15387 1,570 1,566 clair coupe, $718"; Sun’ Valley, $66o* 
re ’54 Two-ten 2-dr., $390*; 4-dr., $370; ef PS): : pete a °49 Special Deluxe 4-dr., $235. i ncistee sad 1,101 1,114 1,122 (ps). F . ; t 
int One-fifty 2-dr., $340. _ 56 El Dorado Seville, $2,750* (ps); (62) | aRysLER—'57 Saratoga Hardtop 2-dr., | °54 Monterey station wagon, $675* (ps); i 
S11. 53 One-fifty 4-dr., $275; Two-ten 4-dr., coupe de Ville, $2,505* (ps). $2,135* (ps) eis ie | Sun Valley, $495* 
390°; $250; 2-dr., $140; Bel Air conv., $215*.| °55 (62) coupe de Ville, $2,175* (ps), $2.-| +5¢ NY 4-dr., $1,630* (ps); Windsor 4-| 1954... . 529 536 553 | +52 Monterey coupe, $435*, $255*, { 
: '51 Bel Air Hardtop, $105. vi es 51,845 ya Pom od = dr, $1,365* (ps). | 1958.. ‘ 338 331 354 49 club coupe, $180* | 
7 ,575 (ps); (60 - . * , ‘ o : = | ’ ° 
ps); | CHRYSLER—'53 Windsor 4-dr., $300 (ps). dr. $1,960" (pe) , | °55 NY Deluxe 2-dr., $1,165*; Windsor! 1952 a, 236 221 242 | NASH—'52 Ambassador (6) 2-dr., $185*; 
PeSOTO — '56 Firedome (8) 4-dr., $850 54 (62) coupe de Ville. $1,930* (ps): | 4-dr., $900* (ps). | 1951 184 180 | Statesman (6) 2-dr., $115. 
$430; (ps). : : $1 eno* ( sed . vil a "53 Windsor (6) club coupe, $160*. pa = ee OLDSMOBILE—’58 (88) H : | 
'54 Firedome (8) 4-dr., $410*. $1,486° (pa): (60) @pecial 4-dr $1. '52 NY (8) 4-dr., $320* (ps) $160* Overall —{— i ————— —— ——— / OL a I 58 (88) Holiday 4-dr., §2,- 
$280, ’53 Sportsman ge —— ra ; a oa enee (pap “* , an wel oe oe $110* (ps). Average $1,190 $ 879 6 Oi | of con Tene Houdey 4-ar.. 92,000" 
PODGE—’56 Coronet (6) 2-dr., 765*, e oe 5 , ° . 5 indsor (6) club coupe, §$ a . . " at r 
'55 Coronet (8) Hardtop, $705*, $700*. “pelen de Ville. ‘Sete «pe) “ooupe - sae qrendaor (6) 4-dr., S106". sar. $1,805° (pe); 4d,’ $1,735" (ey, 
'54 Suburban (6) station wagon, $415. ’ Qn e , : _ "47 NY 4-dr., $170*. —— ° oma raat ean me ke ae a a 
696° "63 Meadowbrook 4-dr., $210; 2-dr., $100: | +52 (8b , coupe de Ville, $625* (ps) eae eee Canes, Ch Nee” (ae): ‘56. Th nderbird “2 180,” Pairian 8 war. $1,100". % 2); <08) Oe ra o., 
Coronet (6) 4-dr., $155; Coronet (8)| ,25 (8c) coupe de Ville, $6260 ne). Fireflite Sportsman 2-dr., $1,055* en tae” ee oe ae $1.340°" meh)  Meartiee, Guan 
00°, 4-dr., $150. ie ‘51 Custom (6) 4-dr., $125°. looks Gin nal a’ $075° oo), iw (ps) 0) a ee 
RD—’57 Fairlane (8) Hardtop, $1,400* “ar., DODGE—' 57 Sierra (8), $1,935* (ps); Cus- F a7, Sa ° ome ream Sada ; i 
FO (ps); Custom (8) 4-dr., $1,220*, $1,- | CHEVROLET—'58 Impala (8) sport coupe, tom Royal (8) Lancer 2-dr., $1,830* 55 Thunderbird, $1,850*, $1,675*; coun- | + (98) Holiday 2-dr., $1,250° (ps); (88) ’ 
aten- 110, $950; 2-dr., $950. $2,200; Bel Air (8) sport coupe, $2.- (ps); Coronet (8) 4-dr.. $1,575* (ps) try sedan (8), $1,160 (ps), $1,100 $ ae 2-dr., $1,085*; Holiday 4-dr., ' 
‘55 Fairlane (8) Hardtop. $800*; conv., __195* (ps); sport sedan, $2,195* (ps) ‘53 Meadowbrook (6) suburban, $410; ge ~ —— ere? Fair- om ‘an Hotids + Qed 0°: (98 f 
sman $760*, $715* (ps); Main (8) 2-dr., 57 Corvette, $2,570°; Bel Air (8) sport Coronet (8) conv., $310*; conv., $225*; ta, 2 4 ua 2-dr., $900°; Main oe > bg "$650" a : ) f 
$415. coupe, $1,845*, $1,650; sport sedan, 2-dr., $215*. ie wenn ie wie e700; ane anene’ fe, : i 
gon, '54 Country Sedan (8) station wagon, $1,745*; conv. $1,295* (ps); Two-ten ‘51 Wayfarer 2-dr., $135*. " eaaes cs 4 a — ’ _—* _ “on > wae =" eee: Heu- | 
$615; Custom (8) 4-dr., $550*, $275*; (8) 2-dr., $1,485*; 4-dr., $1,485*; Two- | FORD—'58 Thunderbird, $3,950* (ps), $3,-| ,, $910"; Crest (8) cony., $425°. } — lng se Ting + 
050° Crest (8) 4-dr., $335*; Main (8) 4-dr., ten (6) 4-dr., $1,405: One-fifty (6) 800* (ps), $3,750* (ps), $3,700* (ps), 53 4 ) Victoria 2-dr., $450 . us- | Super 4-¢ F., S475", $125*; (88) Holi- | 
\-dr., $285. Utility sedan, $1,140; 2-dr., $1,000 $3,625* (ps); Fairlane (8) 500 conv., om (8) ranch dane $355*; 2-dr., P on 2-dr., yd . iin 
"53 Main (8) 4-dr., $285; Custom (6) ‘56 Corvette, $1,980*; Bel Air (8) No- $2,025*; Custom (8) 4-dr., $1,650°. | $320; Main (8) 4-dr., $260 PAC ARD 52 Mayfair, $235°*. ne t 
2-dr.. $180; Custom (8) 4-dr., $135*; mad, $1,460*, $1,415"; sport coupe 'S7 Thunderbird, $2,830* (ps), $2,800*| ‘52 Crest (8) Victoria 2-dr., $295*,| PLYMOUTH—'57 Fury (8). $1,975* (ps); fl 
D*, Skyliner (8) conv., $180* $1,350*, $1,160*; 2-dr.. $1,265; Two- (ps), $2,755* (ps), $2,650*; Fairlane $250*; Main (8) 2-dr., $160 Belvedere (8) sport sedan, $1,800 } 
LINCOLN—'56 Capri 4-dr., $1,380* (ps). | ten (6) Handyman, $1,250; Two-ten (8) 500 Skyliner, $2,030* (ps); Vic- ’51 Custom (8) 2-dr., $125* cane _ 81.480° $1,635* (ps); sub- i 
ERCURY—’57 Monterey Hardtop, $1,-/ (8) Delray coupe, $1,165*, $1,150 toria 2-dr., $1,700* (ps); town sedan, : . “ 5 ‘ : ’ , : i 
50°, M 450° (ps). | '55 Two-ten (8) Townsman. $1,225*: $1,625* (ps); country sedan (8), $1,- 50 Crest (8) conv., $290*; Custom (8) 56 Suburban (8), $1,455*; Savoy (8) H 
35°, '56 Monterey station wagon, $1,320*. Delray coupe, $1,030*; Two-ten (6) 700*, $1,635*; Fairlane (8) town sedan, a 4-dr.., $126. | ‘os Bak aioe 1: ae 
’55 Montclair conv., $710* 2-dr., $825*; Delray, $860*; Bel Air $1,460*; Custom (8) 300 2-dr., $1,330*,| HUDSON—'53 Hornet (6) club coupe, oo Belvedere ) sport coupe, $1,005*; fl 
-dr., 54 Monterey 4-dr., $420*, $405*. (8) station wagon, $1,215*, $1,135*; 2 at $1,275*; Custom (8) 2-dr., $1,- $250*. (Continued on Page 32, Col. 1) i 
'53 2-dr., $280*. ———— reat . . = es _ — } 
OLDSMOBILE "56 (88) Holiday sedan 
upe, $1,250* (ps) H 
-dr., '54 (88) Holiday Hardtop, $715*; (88) } 
4-dr.. $580° (ps); (98) 4-dr., $500* 
(ps). 


‘6S (S88) 4-dr., $380* (ps) 


de- "62 (88) 4-dr., $150* 


‘51 (88) 4-dr.. $175*; (98) Hardtop 
$165* { ) 
300 PLYMOUTH—'57 Savoy (8) 4-dr., $1,205*, 
, $1,180*; 2-dr., $1,030°; Plaza (6) 2- 
dr., $900. 
'56 Custom (8) station wagon, $1,000* 
"5S Savoy (6) 4-dr., $600°; Plaza (6) 
. 2-dr., $570. 
— "54 Belvedere (6) 4-dr., $400° 


and PONTIAC 57 Super Chief 4-dr., $1,485; 
Star Chief Hardtop, $1,290° (ps) 


*h 
eee "55 Chieftain Hardtop, $990* (ps); 2-dr., 
$700* | 
— 'h4 Chieftain Hardtop, $515*; 4-dr., $500, 
75°; $305°; Star Chief 4-dr., $430*. 
63 Star Chief 4-dr., $400° 
— "52 Hardtop, $175". | 
‘ . 
LOS ANGELES 
ps). Los Angeles Dealer Auto Auction. Sale 
@ery Tuesday. Prices are for sale of)| 
Dec. 2. 
$1- BE BvICK —'57 RM Riviera 2-dr., $2,035° 
(ps); Century conv., $1,800° (ps); Spe- 
180, cial 4-dr., $1,765* (ps); Riviera 4-dr 
15. $1,625* (ps). $1,620°, $1,550°; estate| 
sta- wagon, $1,550°; Super conv., $1,755*| 
o-ten , wo ’ 9. wr ¢ ys] 
56 Super Riviera 2-dr.. $1,300 ps | 


RM Riviera 4-dr., $1,300° (ps) 

— "55 Century Riviera 4-dr., $1,150° (ps); 
Riviera 2-dr $1.060* (ps); Super 
Riviera 2-dr., $1,050° (ps), $950° (ps); 
Special Riviera 4-dr., $970°; Riviera 2- 
dr., $985°, $935°, $925°; RM Riviera 
2-dr.. $965° (ps) i 

"S4 Super Riviera 2-dr $705* (ps) 
"63 Special conv., $445; 4-dr.. $370*; 
Super Riviera 2-dr., $395*, $380°; RM 
4-dr., $380° (ps). 

"62 Special 4-dr., $245; Super conv., 
$150". 

"51 Super conv., $145*; Special 2-dr., 
$125° 

CADILLAC—'58 (62) coupe de Ville, $4,- 
260° (ps); sedan de Ville, $4,200°, 
$3,835* (ps) 

"ST (60) Special 4-dr., $3.955* (ps), $3,- 
750* (ps); (62) sedan de Ville, $3.- 
600° (ps), $3,445° (ps), $3,350° (ps) 











@ finger-tip control for service parts... | 


_ | Bed a | PLANNED STORAGE WITH REPUBLIC PARTS BINS | 
a 


Albany 


Renault—'57 Dauphine 4-dr., $710. 
Volkswagen—'56 2-dr., $900 





A place for every part, every part in its place. That { 
is Republic’s Planning Service at work. No muss. 
No fuss. Complete inventory control at your finger- 
tips. 
Republic’s Planning Service combines engineered 
planning with Republic Flexi-Bilt Parts Bins for i 
stock-parts storage and control. Completely flex-. 
ible, too. Shelves can be rearranged in seconds to 
meet changing needs. Simply lift, pull, and reposi- 
tion. No tools required. 


N Chicago 
Austin-Healey——'56 conv., $1,530. 


Volkswagen—'58 sedan, $1,510. 
"57 sedan, $1,390. 


Portland, Ore. 
Geliath—'57 2-dr., $900. | 


Hiliman—'59 Husky station wagon, $895. | 


WII 


Daytona Beach, Fla. 


Ford(English)—’57 Prefect 4-dr., $950. | 


Let Republic’s factory-trained experts design bins 
y "55 Consul 4-dr., $550. | P *Y Ps 8 
r—52 4-dr., $510 


and shelving to your specific needs and services. 
Metropolitan—'54 conv., $430. : : 
swagen—'56 2-dr., $965 Car dealers everywhere are putting Republic's Planning Service to work. With Call your Republic-Berger representative for Plan- 


De ‘ | Republic Flexi-Bilt Parts Bins on the job ... parts, numbers, prices can be tagged ning Service. Or, send coupon today. 
troit clearly, easily for greater stock control efficiency. 





Ford (English)—’51 Anglia 2-dr., $165. 


Valdosta, Ga. 


Ford (English)—’51 Consul 4-dr., $140. 


ult—'58 4-dr a RE er Gd BLIC STEEL 


Ford (English)—’ , $980. 
Simon "oT iiushy station wagon, $760. BERGER DIVISION 


D cehanentele ieeebehee teammate eee ee ee 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-6586 

1078 BELDEN AVENUE + CANTON 5, OHIO 


FSi | | 


Please send additional information and specifications: 

































| ! 
| I 
! | 
| | 
| I 
neck” | © Flexi-Bilt Parts Bins | 
* Los Angeles © Have representative call 
— | Alstin—'54 Healey roadmaster, $1,235. : 
(English)—'51 Anglia sedan, $155. Canton 5, Ohio | Name Title | 
to '58 coupe, $500. | Cc i 
r—'54 coupe, $1,200. om pany 
lets § Metropotitan—'57 coupe, $950; conv., $900. | cs | 
"56 coupe, $805, $800. | Address —— | 
MGA—°57 Roadster, $1,790. . 
— ult—'56 Dauphine, $1,455. ~e 7 " 
'S5 4-dr., $625. City Zone State. J 


oc re ee ee cee come te ca ees ae eae cane n> ne eam cee eat DD Gem cen ene ohn oe 


oa 


Se ener eee nnn en a ee tee 
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Avisco Realigns 
Sales Department 
Of Fibers Division 


PHILADELPHIA. — A realign- 
ment of organization structure and 
individual responsibilities in the 
sales department of the Fibers divi- 
sion of American Viscose Corp. was 
announced by George L. Storm, di- 
rector of sales for the division. 

Malcolm V. Macfarilan continues 
as general sales manager of the 
Fibers division and will be aided 
by Charles J. Mills as assistant 
general sales manager. Mills previ- 


ously was sales manager for acetate | 
fibers. Acetate and rayon activities | 


were combined recently to form the 
new Fibers division. 

Norman A. Cocke jr., formerly 
sales manager for textile fibers, was 
named to the new position of textile 
products manager, reporting to 
Storm. He will be aided by Arthur 
S. Cookman, for rayon staple; 
James A. Webber, for rayon textile 
filament, and C. Harry Scott, for 
acetate yarns. 

Frank T. Williams continues as 
sales manager for tire yarns, and 
Thomas H. Andrews for Filatex 
elastic yarns and Vinyon. 

Samuel B. Lippincott, manager of 
home furnishings merchandising, 
now heads merchandising and 
product-development activities con- 
cerning both home furnishings and 
apparel. Stanley H. Rose will be in 
charge of apparel merchandising. 

John Wiggins was named man- 
ager of the merchandising and 
product-development activities for 
all industrial applications of Avisco 
fibers, with the exception of tire 
yarn. Wiggins previously was as- 
sociated with rayon staple sales for 
industrial uses. 


Robers to Head 
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‘Current Prices on U. S. Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 


(Copyright, 1958, by Automotive News) 
1959 MODELS 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invieta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. 
| $3,856; 4-dr. hardtop, $3,963; 2-dr. 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr. hardtop, 
$4,300; conv., $4,192. 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 


CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
| dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

CHEVROLET — (Prices are for six- 
cylinder models. For V-Ss, add $118.) 
Biseayne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan., 
4-dr. sed., $2,592; 4-dr. 
2-dr. hardtop, $2,599; conv., 





tion Wagons—2-dr. 2-seat Brookwood, 
571; 4-dr. 2-seat Brookwood, $2,638; 
2-seat Parkwood, $2,749; 4-dr. 
Kingswood, $2,852; 4-dr. 2-seat Nomad, 
$2,897. Corvette—hardtop cpe. 
(V-8 std.), $3,875. 


CHRYSLER—Windsor—4-dr. 
204; 4-dr. 


4-dr. 


sed., $3,- 
hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratega—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr. 


top, $4,533; 2-dr. 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 


sed., | 
hard- 


(Twin-turbine Dyna-| 


$6,233. Seventy-Five | 


$2,440; 2-dr. sed., $2,386. Impala— | 
hardtop, $2,664; | 
$2,849. Sta-| 
$2,-| 


3-seat) 


or conv. | 


hardtop, $4,026. | 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- | 
hardtop, $4,476; conv., | 


hardtop, $3,068.50; 2-dr, hardtop, $2,990. 
Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons——4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
| Ranmger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-cr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 
—4-dr., 2-seat Mager, $2,971; 4-dr., 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For_V-8s8, add $118.) Custom 300— 
4-dr,. sed.,>$2,273; 2-dr. sed., 
ness sed., $2,132. Fatriane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 
4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
| hardtop, $2,664; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V-8 
standard), $3,346. Station Wagons—2-<dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2-seat 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) —2-dr. hardtop, 
$3,696; conv., $3,979. 


IMPERIAL—Custom—4-dr. sed., $5,016; 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
| hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. Le -dr. sed., $6,- 
103; 4-dr. hardtop, $6,103. (Torquefiite, 
power s + Power brakes standard on 
all models.) 


LINCOLN—Lincoin—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbe-Drive, power steering, power 
brakes standard on all models.) 


MERCURY— Monterey - —4-dr, 





sed., $2,- | 


$2,219; busi- | 


831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Monteclair—4-dr. sed., $3,308; 4- 
dr. hardtop, $3,437; 2-dr. hardtop, $3,- 
356.50. Park Lane—4-dr. hardtop, $4,031; 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr. 2-seat Commuter, 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr. 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Merc-O-Matic, power steer- 
ing, power brakes standard on Park Lane. ) 


OLDSMOBILE—Sertes 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 
4-dr. 
2-dr. 
2-seat stat. wag., 
$3,890; 4-dr. 
$4,086; 


sed., $3,178; 4-dr, hardtop, $3,405; 
hardtop, $3,328; conv., $3,595; 
$3,669. Series 98—4-dr. 
hardtop, $4,162; 
conv., $4,366. (Hydra- 


| sed., 
hardtop, 


ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
business cpe. (V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 
sed., $2,389.25; 4-dr. hardtop, $2,524.75; 
2-dr. hardtop, $2,461.25. Station Wagon 
| Six—-2-dr. 2-seat Deluxe, $2,574.25; 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 


ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., #3,125.25. 
tion Wagons—2-dr. 2-seat Custom, 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 
dr. 2-seat Sport, $3,020.75; 4-dr. 3-seat 
Sport, $3,130.50. 


PONTIAC—Catalina—4-dr. sed., $2, 704; 
2-dr. sed., $2,633; 4-dr. hardtop. $2,844 
2-dr. hardtop, $2,768; conv., $3,080; 
2-seat stat. wag., $3,101; 4-dr. 3-seat 
wag., $3,209. Star Chief—4-dr. sed., - 
005; 2-dr. sed. $2,934; 4-dr. hardtop, 3". 
138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 


$2,- 











2-seat stat. wag., $3,365. Super 88— | 
4-dr. | 
2-dr. | 


Matic, power steering, power brakes stand- 


‘Subject of Novel 


4-dr. | 


$2,761.50. Plymouth V-8—(On the follow- | 


Sta- | 





4-| 


=. 


hardtop, $3,257; 
stat. wag., $3,532 


$1,835; 2-dr. 
seat Deluxe stat. wag., $2,060; 
Super stat. wag., $2,145. 


4-dr. 


513; 
stat. 
4-dr. sed., 


conv., $3,478; 4-dr. 2- 


RAMBLER—American—2-dr. Deluxe 


d., $2,098, 
hardtop, 


$2,881. 


hardtop, $2,822; 


$3,026; 
$3,116. 


STUDEBAKER—Lark Deluxe 


4-dr. 
wag., 


Super sed., 


hardtop, 
$2,807. 
$2,587; 4-dr. 


Custom—4-dr. 


4- 


dr. 


4-dr. 


4-dr, 


$2,588; 
Ambassador—Super— 
2-seat stat. w 
$2,732; 
2-seat stat. 
2-seat hardtop stat, 


sed., 


Deluxe Six— 4 
Super Six—4-dr. sed., $2, 
$2,343; 


$1,920; 2-dr, 


2-dr. 2- 


# 

A 
a 
Ee) 


2-seat stat; 
wag., $2,562. Custom Six—4-dr. sed., $i 
383; 4-dr. 2-seat stat, wag., $2,677. 
V-8—Super—4-dr. sed., $2,398; 4-dr. 2- 
stat. wag., $2,692; Custem—4-dr. sed., §2,.- 


4-dr. 2-seat 

ag, 
4-dr, 
wag, 
wat, 


Six—4-dr, 


sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 


stat. 
sed., 


wag., 
$2,175; 


2-dr. 


$2,295. Lark Regal Six—4-dr, 
hardtop, $2,275; 


2-dr. 


2-seat stat. wag., $2,455. Lark Regal V-4— 


| 4-dr. 
2-dr., 
Hawk 


se 


$2,495. 


Explorer DeSoto 


d., 
2-seat 
six-cylinder cpe., 


$2,310; 
stat. 


2-dr. 
waé.. 


hardtop, $2,410; 
$2,590. Silver 


$2,360; V-8 cpe., 


DETROIT.—A novel about Her- 


| nando DeSoto, the Spanish explorer 


for whom the automobile is named, 
has been published by G. P. Put- 
nam’s Sons, New York. 

Titled “The Golden Eagle” and 
written by John Jennings, the book 
deals with the life and times of the 
discoverer of the Mississippi River 


and his explorations 


America. 

Historical material for the book 
was made available by the DeSoto 
| Historical Society, Bradenton, Fila, 


in North 


4- or | which annually celebrates DeSoto’s 


landing on the shores of Tampa 


Bay. Additional 


data was taken 


from the files of the auto company. 


New Commercial-Car Registrations, 


48 States for October, 1958-1957 


4-dr. 3-seat stat. wag., $5,212. 300-E—2-<dr. 
hardtop, $5,318.50; conv., $5,748.50. | 
(TorqueFlte, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. 
4-dr. hardtop, $6,845.30; 
$6,598.30; conv., $7,056.20; 
208; limousine, $10,230. 


ae See, Se ate oe 
as 


ee ete ee eee 


Carter Sales 


ST. LOUIS.—Gene P. Robers has 
been appointed after-market sales 
vice-president for Carter Carbure- 
tor division, ACF Industries, Inc. 

The staffs of the 
after-market 
sales, export sales, 
advertising and 
promotion, and 
service depart- 
ments will report 
to Robers. 
Robers, who is 
president of the 
Automotive Elec- 
tric Assn., came 
= to Carter from 

Gene P. Robers = Weatherhead Co. 
where he was general sales man- 
ager of the distributor division in 
Fort Wayne, Ind. 

Robers also was advertising man- 
ager and promotion manager dur- 
ing his 16 years with the company, 
and was sales manager of the auto- 
motive jobbing division, working 
with automotive, industrial and 
farming and construction equip- 
ment distributors. 





sed., $6,845.30; 
2-dr. hardtop, 


38 States or Octobe 
town car, §$9,- r 


Reported for Octo 
| 
Alabama 149) 
187 
164) 
296) 
364, 
79 
SI 
122 
_ 175) 
142 
153 
184) 
275 
528 
562) 
610) 
641) 
60 100 
107} 155 
4777 8406 
5035| 8956 





Georgia 38) 
orgia sal 


DeSOTO—Firceweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 

-dr. sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. -dr. sed., $3,763; 4-dr. 
hardtop, $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag.. $4,358. Ad-| 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 


DODGE—Coronet Six—4-dr. 
586.50; 2-dr. 
top, $2,643.50. 


55) 
126| 
13) 
16} 
31 
_&# 
19) 
30} 
47| 
él) 
‘58 144) 
‘57 330) 
‘58 135) 
‘57 207) 


hardtop, | Wachlacion 768 | ; —__— x5 


‘57 

48 States Reported oe ‘58) 
For October — ee v= 
Year *58) 752|*204507| 2455| 29940) 168148; 45409! 74146) Bake 16664| 26565/ 59/90! 
_To Date ‘57 601] 250125 2892} 40113) 237728) 52717| 80923) __ 5683] | be} (17774) ~=(1657! 777 
“The information contained in this report has been compiled from official state documents. Every reasonable precaution has bees 


president of Grantham Auto Corp. | exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
(Dodge-Plymouth-Renault), Gary,|/r. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & 


Ind. has been granted a Jaguar| With the exception of Oregon, this summary is complete for ali states through October, 1958. The Gubeties year-to-date figures and the 
franchise for Lake County. 1957 year-to-date figures reflect Oregon through June only. 7 2 


Indiana 154 
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33 
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115) 
173) 
22% 
274 


| 
348 


Maine 
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175 | 
410) 
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4il 





Massachusetts 
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Mississippi 
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— 
19} 121 
8 9| 
110} 22) 
63) 14 
64) 24} 
4 
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1197) 
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Missouri 


74 
S77: 784 





313 
1% 


my 9 
73| 
2| 
46) — 
2477| 3364) 56204 
1967} 2098) 75747 


New York nd 
1342] 
1403) 
2769) 
115! 
446 
2221| 15681! 
3819| 27676) 


sed., 
sed., $2,515.50; 2-dr. 
. Coronet V-8—4-dr. 
$2,707; 2-dr. sed., $2,636; 4-dr. 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 


Grantham Adds Jaguar 
GARY, Ind.—Jay S. Grantham, 


$2,- 
hard- 
sed., 











Texas 
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106| 16403) 
80} 22929) 327) 


i272 
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1814) 473|—Ss«10t oa ~ $247| 2877) —«5042} «5410 116] ~ 904) 6570| «—«1726| += 656| +5310} +2003) ~—«1300) +10995) +10} ~—Ssies 195 
855) 964) = 242} = 950} 2232) ~—«4087| ~—8475| +9244) = 700) ___ 1874) 12026] 1997) 1203} -—«9297| 2576} ~—2169| 17242} 32| 442) — 474] 41758 
Ie 27 ‘| 31 147 4 a 885 14 18| 139] 1056 a 92; 1071 = 246} 1934 3 50 53 aim 

64 52 63 165] 479, = 786| 1765 7 4] 243-2099 103} 1606] 364 321! 2694 74 7 
4 1157! 17261 


~ 146) ~ 105] 481] «1326! 4120} «69 on 1345] 375 pv 855) 8231| 121) «126) 
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Bg ~ $2698 1862| a oom 193} ~ 69383! (17672) 13579 2536| 2689 
8216} 19750| 14672! 10500 113129] 24432 


20216 81357] 116154] aan 23832! 196076 4867; 5117 
Year : tance ~ 10403} 151404) ~ ~ 12209 ~an 112979| 330166 30519} 22029 —«*114722| 973794 101883| 1035023! 248818| 183324) 1777992 35094! 293147 | 3777058 


57] 10090} 96155 3136? 28438| 89595| 224372| 520947 ser7ia| tasaes7| 15670] - 30419] 231896| 1536242 31033 118404 /| 1207483! 310285! 272865/ 2240070 az ei ee 57619 158545 | 5043349 
“The information contained in this report has been compiled from official state documents. Every reasonable tabulated at the time the roped. is is petted. R. L. Polk & Co. cannot assume any liability by reason of 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions.""— & Co, 
With the exception of Oregon, this summary is complete for all states through October, 1958. The October year-to-date figures and the 1957 year-to-date an reflect Oregon through June only. 
The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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What Lia Cl Lite Gil Peay See? 


God bless Mommy and Daddy . . . take care of baby brother... 
and make me a good girl. That's what a little girl prays for... 
if she's a little American girl. She doesn't have to plead for a crust of bread, or for shoes, 


or for the noise of the guns to stop. That is our prayer for Christmas, 1958. 


May the freedom and abundance of good things our children take so beautifully for granted, 
continue in this blessed American land . . . and may the coming year 
bring peace to all peoples and countries throughout the world. 


» D. T. COMPANY FACTORS, INC. CREATORS OF THE BLUE CORAL TREATMENT 


> 1968 H.D.T. Co. Factors, Inc. 
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Ps Super 2-dr., $1,985; Holiday 2 

Bel Air (8) sedan, $1,130*; Two-ten $580*. 57 (88) e Psy a 
- af w mn, ’54 Custom (8) 2-dr., $415; sedan, $380. dr., $1,960* (ps); (88) 2-dr., $1 54g, 
$880, sai glk a ils lla 53 Crest (8) Victoria, $380*. '56 (98) 4-dr., $1,285* (ps); (88) Super 


U d A ti p z 55 Bel Air (8) station wagon, $1,100*| ‘52 Custom (8) sedan, $235, Hardtop 4-dr., $1,240*; Deluxe 2-dr,, 
( (ps); Bel Air (6) 2-dr., $750*; Two-| ‘51 Victoria, , $1,050. 
se 7 ar uc ion rices M r $900, $740; 2-dr., $600. | LINCOLN—’56 Capri sedan, $1,540* (ps). 55 (88) Holiday 4-dr., $1,015*; Super 


ten (8) 4-dr., 
































































. > i . 
’54 Bel Air Hardtop 2-dr., $610*; sedan, | MERCURY—’58 Parklane station wagon, club ee an 2 he $885 0; 
$415; Two-ten 2-dr., $410°. $2,310" (ps). 2-d,, GS00°; (88) clu coupe, Se 
’53 Bel Air 2-dr., $410*; club coupe, ’57 Montclair conv., $1,675* (ps); Mon- ; —. od $1,335; Hardtop 2-4 
(Continued from Page 29) $245*; Two-ten station wagon, $300*. terey Hardtop 2-dr,, $1,375* (ps). Se (98) 4dr., — DP --dh, 
‘52 SL Deluxe club coupe, $285; 2-dr.,| °56 Phaeton Hardtop 4-dr., $925*. om Q-dr.. $225° 

Plaza (8) 4-dr., $660. 53 Commander (8) coupe, $535*; Cham- $225. OLDSMOBILE—'58 (88) Super sedan, $2,-| packaRD 55 Constellation 2dr. Sé55* 
"64 Savoy (6) club coupe, $570*; Belve- pion (6) coupe, $365*; 4-dr., $230. | CHRYSLER — ‘57 Windsor 2-dr., $1,520* 290° (ps). nen ‘* 

dere (6) 4-dr., $445. "52 Commander (8) Starliner, $320*; (ps). ; 1 =o Ch r 4-dr.. $265 
‘60 conv., $120. Champion (6) 4-dr., $150*, '56 Windsor sedan, $1,230* (ps). PLYMOUTH °87 Buburban, $1,406°: Sav 

ss ’51 Champion (8) 4-dr., $130*, 55 Windsor sedan, $820* (ps), ° . . LW] a? § 1, $1, ; Savoy 
PONTIAC—’57 Star Chief Catalina 2-dr., > , * ; — Auctions in Brief —_— (8) club coupe, $1,310"; Belvedere (8) 
$1,775* (ps); Chieftain Catalina 2-dr. 50 Champion (6) conv., $100*. DeSOTO—’56 Fireflite sedan, $1,270. sedan, $1,175° (ps): Savoy (6) 2-dr 
$1,.585*: 9-ar $1,200° z wae, station wagon, $450; Jeep, awe Coronet (8) sedan, $1,365", ATLANTA, GA, $965 , —_- ar ” 
, ? ; oy . - *. 9. 6 , ‘ a cad Senin _— 
at ar, $000", $870". wagon, $1,285°; 2-| sisCELLANEOUS—'57 Chevrolet Cameo| ‘55 Coronet Hardtop 2-dr., $670*. ae Sian a eee one jn on ae eee ee sedan, $395; Plaza 
oe Chieftain station wagon, $1,245* Cosriee, $1,200*; Ford Ranchero, $1,-| EDSEL — ’'58 Citation Hardtop, $2,000* a decline is noticed on some makes and 54 Belvedere ‘eeane, $330°. 
(ps); Catalina 2-dr., $970*; Star Chief ave ; %-ton pickup, $1,195*; Dodge (ps). e * * (ps): | Models which is expected, but on the whole| poNTIAC—'57 Star Chief conv., $1,655* 
Catalina 2-dr., $1,045* (ps); conv., %-ton pickup, $890. FORD—’58 Country sedan, $2,025 ps); it is very good, (ps); club coupe, $1,550*; ‘Chieftain 
y . - ‘ - Custom (8) 300 2-dr., $1,550*, , = ae 

$995* (ps); 4-dr., $830°, 56 Ford %-ton pickup, $935, $875; %-| . * * * (8) 3-dr., $870*, $775°. 

54 Chieftain (8) station wagon, $570* ton pickup, $780. 57 Fairlane (8) 500 conv., $1,495* (ps); | +55 Chieftain 2-47. $850° (ps) 

a , 65 Chevrolet %-ton pickup, $645; %- Hardtop 2-dr., $1,460*: 2-dr., $1,340*; BIRMINGHAM, ALA. ‘94 Star Chief 4-de,, 4008° . 
53 Custom (8) Catalina 2-dr., $335*; ton pickup, $750. Fairlane (8) Victoria, $1,390. Dixie Auto Auctions. Sale every Monday) ,°) (Mb cin 2-dr. $285°.. 

Chieftain Deluxe (8) 4-dr "$275* y ’54 Ford %-ton pickup, $575. ’56 Custom (8) station wagon, $1,250*;| (Dec, 1). Bad weather conditions up north | RAMBI ER ry Rebel Custom sedan. $i- 
'62 Chieftain (8) Catalina 2-dr $125° ’53 Willys %-fon pickup, $340; Kaiser Country sedan, $1,125; Fairlane (8) | held consignment down somewhat today but | * "965° “(pe). F ’ 
50 Chieftain (8) 4-dr.. $135*. . Manhattan 4-dr., $230. 4-dr., $875; Custom (8) 2-dr., $700. on the whole the sale was real good.| ,.7')) ison wagon $1,050 

*s , ’62 Ford %-ton pickup, $445; Stude- "55 Crown Victoria (8) club coupe, $1,-| Percentage-wise sales were normal. | = oe, es 51.205 $1,200 
mes Baper (6) Crome Coun  ti8 baker ‘%-ton pickup, $280; Kaiser 200* (ps); Custom (8) 2-dr., $720*, et AR 58 sutton waaen, GOT". ry “i 
juper ( Toss Country, $1,280. 625, $610; irl (8) club sedan, . 
"55 (6) 4-Ar., $840°. (Sa Demme ti-ten pice $275; Ford %- a ~ ; ——— : BORDENTOWN, N. J. | STUDEBAKER —’57 station wagon, $1,060, 
STUDEBAKER—’56 Golden Hawk (8), $1,- ton pickup. $380. E A . National Auto Dealers Exchange, Sale| MISCELLANEOUS—'55 Ford %-ton pick- 
205* (ps). ’ 50 Ford %-ton pickup, $295. M C Ila h L every Wednesday oe 3). waeee of see) ann son tte, tee; Choe 
- ° . : istrations this week was exceptionally gh. | 5 ord - , ; bY 
een, eee Se008* (PS), il eee cuulla Oses Percentage of sales dipped as a result of 1%-ton panel, $460. 
FLINT rain and snow flurries, Prices also dipped | 
P tte Gi Sales-Tax Battle slightly. Sold 74 percent of 502 cars con- FARGO, N. D. 
Flint Dealer Auto Auction, Inc; Sale signed. ; : 
a rson tween every Wednesday, Prices are for sale of O Le C * Whi a ee = — of ee 
Dec. 3. The market seemed to take a n ase ars CAGO a ee setae de teal Gf, Geld 62 aul 
Honorary Degree nose-dive here this week, except on the Greater Chicag “te Austion. Ine. Sale arom "116 a aaaiemaniiah , aad 
unusual sharp pieces, Some dealers a| LANSING.—The Michigan Su- every Thaweley (Dee, 4), Greatest oate|o™ cons 


UPLAND, Ind.—M. C. Patterson, ae Seneeaes So Sen heging fer seme preme Court last week ruled! ever in Chicago, Winter market evident—| BUICK—'56 Century Riviera 2-dr., $1,- 











205° ial Riviera 2-dr., $900° (ps 
Dodge general manager, received|signmenis. "7° “| against Don McCullagh, Inc., for-|but sharp cars still king! Sold 461 cars| 0°80) SneOll, igirys ” S00” (Pah 
an honorary doctor of laws degree | surick—’ss Century station wagon, $2,-| mer Detroit Chevrolet dealership, “ss se  ¢ '51 Special Riviera 2-dr., $155°. 
at Taylor University, where he gave 790* (ps); Hardtop 4-dr., $2,660* (ps);|in a case involving sales taxes lev- DANVILLE. VA. | CABEEL.AO 6T (62) coupe de Ville, $3,- 
an address at a| .57"Century siation wagon, $2,050* (ps); | 4.0m cars sold for lease in other| panvine Auto Auction, ‘Sale every Wed-| CHEVROLET —'58 Impala (8) 2-dr., $2- 
Distinguished Hardtop 4-dr., $1,685*; Super Riviera | States. nesday (Dec. 3). A good time to buy since 260* (ps): Bel Air (8) Hardtop 4-dr., 
Guest Convoca- 2-dr., $1,775° (ps), $1,520° (ps); Hard-| The precedent-setting decision re-| North Carolina dealers desire to have $2,025* (ps); Delray (6) 2-dr., $1,625, 
tion. 4 a. $1545"; conv, "Tissoe tre). versed a ruling by Wayne County | ™nimum inventgy (ye ‘5? Bel. Air (8) station wagon, $1,700*; 
Patterson also " Special station wagon,’ $1,400* (ps): Cireuit Judge Miles N. Culehan. KANSAS CITY, MO. ow wg ~? en. 
* 56 - (8) -€ g . 
was entertained! 5 5 Speci a. las (pe), $740; Rivi-|¢,.2¢ company sought to recover| K. c. Automobile —  — ‘55 Bel Air (8) Hardtop 2-dr., 9ees: 
at the college at era 2-dr. $710" (ps): Super’ 4-dr,,| $8554 in taxes and interest paid | every Wednesday (Dec, 3). 418 cars con 4-dr. $805° 
a luncheon for $850° (ps); Riviera 2-dr., $805* (ps).|on 154 cars sold in 1954 to Gen-|"#™*¢ 4% | | °S3 Bei Air 2-dr., $360; Two-ten 2-dr., 
business execu- $770* (ps), $760° (ps), $710* (Ps);|eral Car Leasing, Inc. Both firms MANHEIM, PA. +5} 4-dr., $120° 
tives in North] .s5 "Supe Riviere scar’ seoor, gsese,| Were headed by Don McCullagh.| sanneim Auto Auction’ Ine’ Sale every| CHRYSLER 54 NY 4-dr., $485° (ps) 
Central Indiana. $565*; Special 4-dr., $460°. ; "| General Car Leasing leased the cars| Friday (Dec. 5). The usual year-end de-| DODGE — ‘54 Meadowbrook (6) 4-dr. 
Taylor business be 3. 2-dr., $850°; Special) to Couture Motor Corp., an auto vent of Tit ae va — voub—'ss Fairlane (8) 4-dr.. 2 at §$1,- 
6. administration! capiLac—'s7 (60) Fleetwood, $3,225*|Tental firm in Miami. ies ea 785°; Fairlane (6) 4-dr., $1,505; Cur 
- Patterson * 7 : om (6) 300 4-dr 1,562 
attended. eS +54 (63) chub coupe, $1,110" oo. ae Gbjected to the taxes SEATTLE ; } 57 ‘Fairlane (8) 4-dr., $1,390°; Custom 
: : ground that cars sold for| South Seattle Auto Auction. Sale every (8) 300 4-dr., $1,295*, $1,280, $1,2 
Taylor University is a Christian ee tae Sport mone pa. 100” (on, | easing in Michigan are excused | Wednesday (Dec. 3). Sold 131 cars from $1,220 Z 
liberal arts college with an enroll- $2,080°; Brookwood station wagon.|from sales taxes if a use tax is|7*° °™sisnments = a os foe + 
ment of 700, offering 19 major fields $1,990"; Bel Air (8) 2-dr., $1,970°; 4-| levied. It complained of an “undue WAREHOUSE POINT. CONN " (8) 4-dr., $680* (ps). ; 
of study in six divisions. The col- sede “tnads .. ee come *1.-| burden on interstate commerce.” Southern Auto Sales, Inc,’ Sale every| ‘54 Custom (8) country sedan. $730°._ 
lege recently dedicated a $782,000 ‘ST Two-ten (8) station wagon, $1,650, McCullagh sold his dealership last | Wednesday (Dec. 3). Consignment of cars| a a 4-dr., $320°; Custom 
food service center and men’s resi- $1,420; Two-ten (6) 2-dr., $1,365°, $1,-|/spring. His operation had been| held good —s = a weather. | ‘52 Main (8) 2-dr., $160; Custom (6) 
dent hall as the first phase of a|  §59-; eaan gisese  -* * ‘**| billed as the “World’s largest Chev-| Some ‘wits showed a Gerided y wach ta 2-dr., $150° 
$5 million development program. ‘56 Nomad (8) station wagon, $1,265*;| rolet dealership under one roof.” demand. ' (Continued on Page 34, Col. 1) 
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LIFETIME~CHARGE 


See us at the AAMAShow Coliseum, New York City 





February, 2nd - 5th 


AMERICA’S FASTEST SELLING BATTERY ADDITIVE ! 


You're selling the leader in battery additives when you stock and sell LIFETIME- 
CHARGE. It’s the leader in sales because it’s the only battery additive that really 
works . . . really lives up to its claims with WINTER-START GUARANTEE INSURANCE 
- + » Yes, YOU'RE MISSING SALES AND PROFITS . . . if LIFETIME-CHARGE is missing 
in your store. Cold weather is Sales Weather for Approved LIFETIME-CHARGE, the 
Battery Additive that’s proved itself in the cars of more than 1,000,000 happy motorists! 
ORDER NOW .. . SELL THE LEADER AND YOU SELL FASTER . . . IT’S BEST BY TEST! 


CONTAINS NO CADMIUM: Don’t be fooled by CADMIUM CLAIMS, 
Electrochemical Engineers will tel you that Cadmium will ruin 
a Lead-Acid battery. LIFETIME-CHARGE IS SAFE; IT CON- 


TAINS NO CADMIUMI TWAT GIVES GUARANTEED 
GIVES POWER LIKE NEW — ONE EASY TREATMENT LASTS ALL WINTER {WINTER START insurance! 


LIFETIME~CHARGE ‘rinse conan’, 
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His smile is your fortune ! 


Let's face it—1958 wasn’t a year for most new-car 
dealers to smile about! But today, there’s a smile on 
the face of the auto industry's goal-getters. Recession- 
inspired buyer resistance is waning and the dealer’s 
sales outlook is brighter than ever. 


A selling dealer is a buying dealer, and AUTOMO- 
TIVE NEWS’ 13th annual National Automobile 
Dealers Association Convention issue is designed to 
put your important story in front of this influential 
group—tright in the middle of a big-year buying 
atmosphere. 


It’s the once-a-year issue that over 44,000 dealer- 
subscribers and industry executives look forward to 
each year for NADA Convention and Show news im- 
portant to their sales and service operations. It’s the 
special issue that did a big selling job for more than 
140 successful AUTOMOTIVE NEWS advertisers last 
year. It’s the issue you can count on to reach some 
30,000 bappy dealers through extra show distribution 
of the weekly “Newspaper of the Industry.” 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray Billingham, Murray 


Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 


LOS ANGELES: Robert E. Clark, Hollywood 3-4111 


Use it to invite new-car dealers to your show booth; 
use it to re-sell your product or.service to show-goers 
and stay-at-homes alike. Or, if you can’t make it to 
the convention, use it to put your sales message where 
it will still be seen at show-time by an audience on 
the look-out for profitable ideas. 


To put your story in the NADA Convention spotlight, 
contact your AUTOMOTIVE NEWS Representative 
for full details. But act fast—closing date is January 20. 


en oot EL 
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Used-Car Auction Prices 


(Continued from Page 32) 


°49 station wagon, $115. 

MERCURY—’57 Monterey Hardtop 4-dr., 
$1,700° (ps). 

*52 coupe, $235*. 

'ASH—’53 Ambassador (6) 4-dr., $275°. 
OLDSMOBILE—'56 (88) 4-dr., $1,325°. 

"55 (98) 4-dr., $1,000* (ps). 

*64 (88) 4-dr., $700°. 

"53 (88) 4-dr., $400*; (88) Super 2-dr., 


$380*. 
— Cambridge 4-dr., $300, 
0. 


PONTIAO—’57 Star Chief 4-dr., $1,520°. 
"64 Star Chief 4-dr., $500° (ps). 
"63 Chieftain (8) Catalina 2-dr., $405*; 
Chieftain (6) Catalina 2-dr., $280*. 


STUDEBAKER—’'55 Commander (8) coupe, 
$600*. 


MISCELLANEOUS —'55 Ford (8) 2-ton, 
$840. 
"50 GMC %-ton pickup, $360. 


BUFFALO 


Thruway Auto Auction, Sale every Tues- 
day. Prices are for sale of Dec. 2, Due to 
& combination of hunting season and the 
weather element over the weekend, our sale 
was short of buyers. Prices seem to be 
tapering off. Sold 37 cars from 61 con- 
signments 


BUICK—’'55 Special 4-dr., $895*; Super 2- 
dr., $780° (ps). 
"54 Century 2-dr., $415°. 


CADILLAC—'56 (62) coupe de Ville, $1,- 


740° (ps). 

"64 (62) sedan de Ville, $1,260* (ps). 

’653 (62) conv., $725*. 

OHEVROLET—'58 Impala (8) 2-dr., $1,- 

880°. 

’57 Two-ten (8) 4-dr., $1,190*; Two-ten 
(6) 2-dr., $985. 

’54 Bel Air 2-dr., $575; Two-ten 2-dr., 


$350. 
’53 Bel Air Hardtop, $380*, 


DODGE—’57 Coronet (6) 4-dr., $1,120*. 
55 Custom Royal (8) conv., $600*. 


FORD—’59 Fairlane (8) 500 2-dr., $2,340*. | 


’57 Fairlane (8) 500 2-dr., $1,390* (ps), 





White Names Distributor 
For Sacramento Area 


SACRAMENTO, Calif.—Arcade | 


White Truck Sales and Service, 909 


Soule Ave., West Sacramento, has | 


been named distributor for White 
and Autocar trucks in the Sacra- 
mento area. 

President of the new firm is F. 
B. Hart. Sales and service facilities 
are being expanded and a complete 
repair and parts department has 


been set up to handle truck service 


for all makes. 


TVS 


Ey 
TIME PAYMENT 


PLAN 


| 
| 


| here today as all 


}on some units, | 
units were still bringing around high book | 
| prices, Sold 78 cars from 111 consignments. 


BUIOK — '57 Super Riviera 4-dr., $1,700* | 





$1,195; Fairlane (8) Victoria, $1,250* 


(ps). 
‘56 Fairlane (8) Victoria, $935*. 
’55 Fairlane (6) Victoria, $645*. 
*53 Crest (8) Victoria, $355*, $300*; Cus- 
tom (8) 2-dr., $300*. 
MERCURY — '57 Commuter 4-dr., $1,875* 
(ps); Monterey 2-dr., $1,575* (ps). 
’56 Custom 4-dr., $895*. ‘ 
OLDSMOBILE—’57 (88) Super Holiday 2- 
dr., $1,730* (ps). 

’55 (98) Holiday 2-dr., $1,100° (ps). 
PLYMOUTH — '57 Belvedere (8) Hardtop, 
$1,400* (ps); Plaza (6) 2-dr., $895. 

PONTIAC—’ 57 Chieftain 4-dr., $1,425*. 
‘56 Chieftain 2-dr., $910*. 
MISCELLANEOUS—’53 Chevrolet Carryall, 
$280. 
’52 Dodge %-ton pickup, $150, 
'51 Chevrolet %-ton pickup, $325. 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of Dec. 
1. The car market really flipped her lid 
models hit the reverse 
gear to the tune of up to a hundred bucks 
Real sharp ready to sell 


(ps). 
56 Super Riviera 2-dr.., $1,045* (ps); 
Special 2-dr., $990; Riviera 2-dr., $970*. 
'54 Special Riviera 2-dr., $520. 


OCADILLAC—’55 (62) sedan de Ville, $1,- | 


575* (ps); coupe de Ville, $1,400* (ps). 
'54 (62) coupe de Ville, $1,400* (ps). 
*48 (60) Special 4-dr., $130*. 


OCHEVROLET—’5S Bel Air (8) 4-dr., 
960° (ps) 


$1,- 


'S7 Bel Air (6) 4-dr., $1,590*; Two-ten | 


(8) station wagon, $1,550*; Hardtop, 
$1,200; Bel Air (8) 4-dr., $1,500° (ps); 
2-dr., $1,490° (ps); Two-ten (6) 4-dr., 
$1,160, $1,125; 2-dr., $1,140. 


¢ 


TIME BUSINESS 
iS PROFITABLE 
BUSINESS 


Repo Administrator 


Suggested in California 


SACRAMENTO, Calif.— A Car 
Repossessions subcommittee of 
the State Senate is looking into 
the feasibility of setting one ad- 
ministrator over all agencies in- 
volved in repossessing cars from 
delinquent owners. 


H. Jack Hanna, director of the 
State Department of Professional 
and Vocational Standards, said 
he believed his office could ad- 
minister collection agencies, pri- 
vate detective agencies, insurance 
adjusters and car-repossession 
firms. He declared that 90 per- 
cent of the repossessing business 
is conducted ethically, but it is 
largely unregulated. 


"56 Bel Air (8) 2-dr., $1,215*; 
(6) 4-dr., $1,000; 2-dr., $960*. 
"55 Bel Air (8) 4-dr., $830* (ps); 2-dr., 
$970°. 
"54 Two-ten Delray coupe, $540*; 4-dr., | 
| $460, $450°. 
| °53 Two-ten 4-dr., $290°. 
CHRYSLER — '56 Windsor conv., 
(ps). 
53 NY 4-dr., $580°. 
DeSOTO—'56 Firedome 2-dr., $1,400*. 
| DODGE—'56 Coronet (8) 4-dr., $1,070°*. 
| FORD—’58 Custom (8) 300 2-dr., $1,680°. 
"57 Country sedan (8), $1,710* (ps), $1,- 
| 440°; Fairlane (S$) Victoria 2-dr., $1,- 


Two-ten | 





$1,235° | 


THE PLAN THAT HELPS 
YOU WRITE MORE TIME BUSINESS 


| 





Available to Dealers in CHEVROLET » PONTIAC * OLDSMOBILE + BUICK * CADILLAC new cars, and used cars of all makes 


PONTIAC — '55 Star Chief 4-dr., 


| STUDEBAKER — ’58 Golden H a w k 


— 


530* (ps); 4-dr., $1,320* (ps); Custom 
(8) 300 4-dr., $1,200*. 
*56 Country squire (8) $1,025. 
’55 Country sedan (8), $850*; ranch wag- 
on (6), $775. 
*53 Custom (8) $390, 
$350. 
’52 Crest (8) conv., $170. 
HUDSON—’55 Coronet (6) 4-dr., $570° 
LINCOLN — '57 Premiere conv., $2,()75* 


station wagon, 


(ps). 
MERCURY—’57 Colony Park, $1,950* 
‘54 Monterey 4-dr., $350°; Custom 4-dr., 
$250*. 
OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
800* (ps); 2-dr., $1,620*, 
’56 (98) 2-dr., $1,330° (ps); 
300* (ps). 

°55 (98) 4-dr., $750* (ps). 

’54 (98) Holiday 2-dr., $611*. 

"53 (88) 4-dr., $270*, $210°*. 

PLYMOUTH—’57 Fury (8) 2-dr., 

(ps); Plaza (6) 4-dr., $1,100; 
$985. 

’56 Plaza (6) 2-dr., $530. 

"55 Savoy (6) 4-dr., $520. 

'54 Belvedere (6) 2-dr., $480; Plaza (6) 
4-dr., $260. 


4-dr., $1,- 


$1,550° 
2-dr., 


$1,000° 
(ps). 

"52 Chieftain 
conv., $150*. 


(6) Catalina 2-dr., $110*; 
(8) 
Hardtop, $1,750*. 
"56 Commander (8) 4-dr., $500*. 
MISCELLANEOUS—’58 Volkswagen pick- 
up, $1,100. 
’54 Chevrolet %-ton pickup, $385. 
'53 Chevrolet %-ton pickup, $400, 


DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Dec. 3. 
BUICK—’57 RM sedan, $1,700* (ps). 

’56 Special 2-dr., $1,075*, $1,000°. 

"565 RM sedan, $595* (ps). 
CADILLAC—’'57 (62) coupe de Ville §$3,- 

000* (ps). 

*56 (62) coupe de Ville, $2,400* (ps). 

"54 (62) sedan, $1,305* (ps). 

"51 (62) sedan, $400. 

CHEV ROLET—’58 Impala Sport coupe, $2,- 
210° (ps), $2,200*; station wagon, §$2,- 
200° (ps). 

"57 Bel Air (8) sedan, 
$1,450°; Two-ten (8) sedan, $1,250*, 
$1,250; Two-ten (6) 2-dr. $1,065 

"56 Bel Air (8) 2-dr., $1,950°, $1,015*, 
$955, $805. 

'55 Bel Air (8) club coupe, $980* 
station wagon, $825. 

"52 One-fifty 2-dr., $235. 

DeSOTO—'58 Fireflite 2-dr., $2,450*° 

"S7 Fireflite sedan, $2,000° (ps); 
venturer Hardtop, $1,855° (ps). 

"56 Firedome sedan, $1,200° (ps). 

"53 club coupe, $250°. 

DODGE—'57 Custom Royal Hardtop, $1,- 
605*. 

"56 Coronet sedan, 
$1,090° (ps). 

"55 Royal sedan, $650*. 

"53 Meadowbrook club coupe, $190". 
FORD—58 Fairlane (8) conv. $2,300*; 2- 
dr.” $1,675*; Ranch Wagon, $1,775°. 

'S7 Fairlane (8) Victoria, $1,300°; Cus- 
tom (8) 300 sedan, $1,235*°, $1,225°*, 
$1,090, $1,085. $1,000; 2-dr., $1,245°; 
Custom (8) sedan, $1,265*; Country 

sedan, $1,645°. 

"56 Country sedan, $1,250*, $1,115°; Fair- 
lane (8) club coupe $1,080* (ps), $1,- 
025°; Custom (8) 2-dr., $800°; Ranch 
Wagon, $930°. 

"55 Fairlane (8) Victoria, $775*; sedan, 
$685°, $524°; Custom (8) 2-dr., $650°; 
Ranch Wagon, $510. 

"54 Crest (8) Victoria, $550. 

"53 Ranch Wagon, $250. 

"52 Custom 2-dr., $140. 

LINCOLN—’'58 Capri sedan, $3,275* 

"S7 Premiere sedan, $2,215* (ps). 
MERCURY — ‘S57 Monterey sedan, $1,630* 

(ps); 2-dr., $1,630°, $1,610° $1,515°*. 

"SS Montclair club coupe, $850*, 

"54 Custom 2-dr., $500*. 
OLDSMOBILE—'57 (98) sedan $1,975" 

(ps); (88) club coupe, $1,650° (ps). 

"56 (88) club coupe, $1,140°. 

"SS (88) club coupe, $1,000*, $785* 

"53 (98) sedan, $410°* (ps); (88) 
$410 

PLYMOUTH —'58 Belvedere (8) 2-dr 
850° (ps), $1,866*; Savoy 2-dr., $1,- 
620°; Savoy lease car, $1,660° (ps). 

"ST Suburban Sport Coupe, §1,645*; Fury 
club coupe, $1,575* (ps); Plaza sedan, 
$1,225*, $980. 

"56 Belvedere sedan, 
(ps). 

"5S Savoy sedan $600*, $410; Belvedere 
club sedan, $525; Plaza station wagon, 
$660. 

PONTIAC—'58 Star Chief sedan, 

"57 Chieftain sedan, $1,600*, 
(ps). 

"56 Chieftain sedan, $1,100*. 

"55 Star Chief club coupe, $895*; 2-dr., 
$775°*; Chieftain sedan, $660*. 

RAMBLER—'58 Rebel sedan, $1,660* (ps). 

"54 sedan, $485. 


$1,605*; conv., 


(ps); 


(ps). 
Ad- 


$1,200, $800°; conv., 


(ps). 


2-dr., 


$1,- 


$890°; 2-dr., $865° 


$2,360". 
$1,545° 


MISCELLANEOUS—’'55 Ford %-ton pickup, 


$375. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday, Prices are for sale of Dec. 2. 


BUICK—'57 Super Riviera 2-dr., $1,945* 
(ps); Special 4-dr., $1,605°. 

"56 RM Riviera 4-dr.. $1,370* (ps); Spe- 
cial Riviera 2-dr., $1,120*. 

‘55 Super Riviera 2-dr., $1,125* 
Special 4-dr., $935*. 

"54 Super Riviera 2-dr., 
dr., $600* (ps). 

"53 Special 4-dr., $350. 

CADILLAC—’57 El Dorado Seville, $3,- 
615* (ps), $3,500* (ps); (62) sedan de 
ville, $3,100* (ps). 

"53 (62) sedan de Ville, $685*. 

CHEVROLET—’'59 Impala (8) Hardtop 2 
dr., $3,065* (ps), $3,055* (ps). 

58 Impala (8) Hardtop 2-dr., $2,420°; 
Brookwood (8), $2,250* (ps); Bel Air 
(8) Hardtop 4-dr., §2,175* (ps), $2,- 
160* (ps), $2,065*; 4-dr., $2,045* (ps), 
$2,040* (ps). 

"57 Bel Air (8) Hardtop 4-dr., $1,820*; 
Two-ten (6) station wagon, $1,660; 
One-fifty (6) 4-dr., $1,185, 

’56 Bel Air (8) station wagon, $1,490*; 
Two-ten (6) station wagon, $1,405*; 
Two-ten (8) 4-dr., $1,225*, $1,215*; 
One-fifty (6) 4-dr., $965". 

’55 Bel Air (8) 4-dr., $1,110*; 2-dr., $1,- 
010*; One-fifty (6) 4-dr., $590. 

"53 Two-ten 4-dr.. $505, $480; 


$350. 
*52 Deluxe 4-dr., $285°. 
CHRYSLER—'56 Windsor Hardtop 
$1,360*. 
a. Firedome Hardtop 
DODGE—’57 Royal (8) Hardtop 4-dr., $1- 
760*; Custom Royal (8) Haratop 2 


(Continued on Page 35, Col. 1) 


(ps); 


$725* (ps); 4 


2-dr., 


2-dr., 


2-dt-, 
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dr., 
dr., 
$1,- 












$1,740* (ps). 
56 5 Coronet (8) 4-dr., $1,245*. 
'54 Royal (8) 4-dr., $475°. 





ranch wagon (8), $570*. 
°53 Crest (8) Victoria 2-dr., $490. 


Used-Car Auction Prices  |)*2*2 3.2, Ps 


°56 Capri 4-dr., $1,400* (ps), $1,350° 
(ps). 
MERCURY—’58 Colony Park, $2,700* (ps), 


(Continued from Page 34) oe “Zematin  Gntne Hardtop, $1,815* 
° a . (ps); Commuter, $1,755* (ps); Mon- 

56 Windsor é-dr., $1,206" (ps); NY 4- terey Hardtop, $1,675*, $1,620° (ps). 

sb ade Ho Nighy BRlsn, | 198 Monten Hataton, butane, sO78" 
$900* (ps); NY Deluxe 4-dr., $830°. 7 55 Monterey 4-dr., $720°; Custom 2- 


’52 Coronet 2-dr., $255; Meadowbrook 
4-dr., $205°*. 

"50 Coronet 4-dr., $160*. 

FORD—’58 Fairlane (8) 500 4-dr., $1,975* 
(ps), $1,900* (ps); 2-dr., $1,935*°; 
ranch wagon (8), $1,820°. 

'ST Country Squire (8), $1,835* (ps), $1,- 
810° (ps), $1,795*, $1,775*, $1,595*, 
$1,585*; Fairlane (8) 500 4-dr., $1,- 
520°; Del Rio (8), $1, eeeb , Custom 
(8) 300 4-dr., $1,395*, 

56 Custom (8) Victoria ar “g1.275°; 
2-dr., $950, $945, $870°; ranch wagon 
(8), $1,140*; Fairlane (8) conv., $1,- 
100* (ps); country sedan (8), $1,005* 
(ps). 

'55 Fairlane (8) Victoria 2-dr., $1,045* 
(ps); 2-dr.. $875*; Custom (8) ranch 
wagon, $960°, $935; 2-dr., $850*°; 4-dr., 


$750. 

54 Custom (8) 2-dr., $470*; Main (8) 
2-dr., $450*. 

'63 Crest (8) Victoria 2-dr., $460; Cus- 
tom (6) 4-dr., $445; Custom (8) 2-dr., 


$420. 
'52 Custom (8) 2-dr., $175, $150. 
LINCOLN—’53 Capri Hardtop 2-dr., $560* 


(ps). 
MERCURY—'57 Commuter, $2,035* (ps). 
56 Monterey Hardtop 2-dr., $1,240*; 
4-dr., $1,065* (ps). 
"55 Montclair Hardtop 2-dr., $1,025*. 
"63 Montclair 4-dr., $450*. 
NASH —'56 Ambassador (8) 4-dr., $985° 


(ps). 

OGLDSMOBILE—’'58 (88) Holiday 4-dr., $2,- 
515° (ps). 

"56 (88) Super 4-dr.. $1,360°; (88) 2- 
dr., $1,205°. 


"65 (88) Super 4-dr., $1,050*. 

"54 (98) Holiday 2-dr., $995* (ps); (88) 
2-dr.. $725°. 

"563 (98) Holiday 2-dr., $710* (ps). 

PACKARD—’53 Cavalier Caribbean, $450*. 

"62 2-dr., $375°. 

PLYMOUTH — '57 Suburban (8), $1,870° 
(ps), $1,790* (ps); Savoy (8) Hardtop 
2-dr., $1,565°; 4-dr., $1,325*; suburban 
(6), $1,460°. 

‘66 Savoy (8) 2-dr.. $1,025°; Belvedere 
(8) 4-dr., $975*. 

"SS Belvedere (8) Hardtop 2-dr., $1,065*. 

"S4 Belvedere 4-dr.. $495; Plaza 4-dr., 
$445. 

"653 Cranbrook 4-dr., $350*. 

PONTIAC — ‘57 Chieftain Catalina 2-dr., 
$1,665°. 

"54 Chieftain (8) station wagon, $770*. 
"53 Chieftain (6) 4-dr., $250. 


"52 4-dr., $250. 
BRAMBLER—’'57 Custom (8) Cross country, 
$1,720°. 


"54 Custom (6) 4-dr., $760°. 
"51 Custom (6) Country club, $225. 
STUDEBAKER—'57 Golden Hawk (8) 
Hardtop 2-dr., $1,595*; Broadmoor (8), 


"4 Champion (6) 2-dr., $600; Com- 
mander (8) 4-dr., $360°. 

"49 Champion (6) 2-dr., $100°. 

MISCELLANEOUS — ‘56 Chevrolet %-ton 

pickup, $850. 

‘55 GMC %-ton pickup, $770. 

"S4 Chevrolet \%-ton pickup, $635*; Ford 
%-ton pickup, $570. 

‘51 GMC %-ton pickup, $435. 

"50 Ford %-ton pickup, $410. 

"49 Chevrolet Sub., $420. 

"48 GMC %-ton pickup, $250. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Dec. 2. The market 
Was firm on all sharp cars. Common cars 
Were ‘‘off.’" Sold 381 cars from 639 con- 
Signments. 

BUIOK—'S7T Super Riviera 4-dr., $1,820* 
(ps), $1,725° (ps); Riviera 2-dr., $1,- 
695° (ps); 4-dr.. $1,500°; RM conv., 
$1,755* (ps); Special Riviera 4-dr., 
$1,600°, $1,495° (ps). 

‘56 Super Riviera 4-dr.. $1,345°; RM 
Riviera 4-dr., $1,315° (ps); Century 
Riviera 4-dr., $1,255°, $1,900°; Riviera 
2-dr.. $1,225*: Special Riviera 4-dr., 
$1,035°. 

"55 Special Riviera 4-dr.. $1,000°; Rivi- 
era 2-dr.. $900*, $845*; 4-dr. $805°, 
$725°, $655°; Century Riviera 4-dr., 
$985°; Super Riviera 2-dr.. $950*; RM 
Riviera 2-dr., $910° (ps). 

"4 Super Riviera 2-dr.. $725° (ps); 4 
dr., $640° (ps), $590° (ps); Special 
Riviera 2-dr., $685°; 2-dr. $490. 

"63 Super Riviera 2-dr. $560°; 4-dr., 
$310°; Special 4-dr., $355°. 

CADILLAC—'59 (62) coupe de Ville, $5,- 
150° (ps). 

"SS (62) coupe de Ville, $4,225° (ps); 
sedan de Ville, $4,225* (ps); $3,960*° 
(ps). 

"ST (60) Special 4-dr., $3,300* (ps); (62) 
coupe de Ville, $3,225* (ps), $3,125* 
(ps), $3,025° (ps), $3,020° (ps); sedan 
de Ville, $3,170° (ps); comv., $3,025* 

mnt P®), $2,920° (ps). 

56 (62) coupe de Ville, $2,425° (ps), 
$2,175* (ps), ——. (ps); sedan de 
Ville, $1,925° (ps); El Dorado, $2,350* 


(ps). 
"55 (62) coupe de Ville, $2,050* (ps). 
"54 (62) coupe de Ville, $1,195* (ps). 

"53 (62) conv. $500*. 

CHEVROLET—'59 Impala (8) Hardtop 2- 
dr., $2,845° (ps); Im (6) 4-dr., 
$2,400. 

‘58 Impala (8) Hardtop 2-dr., $2,265* 

(ps); Nomad (8), $2,225*; Impala (6) 

Hardtop 2-4e.. $2,140* (ps); Delray (6) 
‘st Bs Bel Air (8) Hardtop 4-dr., $1,680° 

(ps), A ea (ps); conv., $1,625°: Bel 

Air (6) Hardtop 4-dr., $1,580*; Two-ton 

(8) ace wagon $158; 4-dr., $1,- 

355*, $1,350°, $1, $1,175; 2-dr., $1,- 

275°; Two-ten (6) 2-dr.. $1,175*; One- 

fifty (6) 2-dr., $1,170. 
"56 Bel Air (8) Hardtop 2-dr., $1,355° 

Qo. $945; 4-dr.. $1,310*; Hardtop 

suzbe, a $1,185°; Bel ‘Air (6) 4- 

— "$1,130 (ps), $995; Hardtop 4-dr., 

$1,040; Two-ten (8 ) Hardtop 2-dr., $1,- 
090°; ‘Two-ten (6) 4-dr., $1,035°, $980. 
55 Bel Air (6) Hardtop "2-dr, si,o2s°: 

2-dr $800°, "$795; 


2-dr., $1,015*, 
; Two-ten 


ty 
bys: 





$365°. 
CHRYSLER—’57 NY 4-dr., $1,900* (ps). 





dr., $535°. 

DeSOTO—’57 Firedome Hardtop 4-dr., $1,- *564 Monterey station wagon, $790°; 
; 610°. Hardtop, $725*, $675*; Custom 2-dr., 
56 Firedome 4-dr., $1,135* (ps). $525*. 

DODGE—’57 Coronet (8) Hardtop 4-dr., | OLDSMOBILE—’58 (88) Holiday 2-dr., $2,- 


$1. 650° (ps); Royal (8) Hardtop, $1,- pt (ps), $2,510° (ps); (98) 4-dr., 
2,775* (ps). 
38 _ (8) Hardtop, $1,055*; Cor- "S57 (98) Holiday 4-dr., $2,125* (ps); 
’ onet (6) 2-dr., $770*. conv., $1,850*° (ps); (88) Super 4-dr., 
55 Royal (8) Hardtop, $795°. $2,010* (ps), $1,705* (ps); 2-dr., $1,- 
EDSEL—’58 Pacer conv., $1,990* (ps). 595*; (88) Holiday 4-dr. $1,885° (ps), 
FOR D—’58 Thunderbird, $3,400* (ps); a. 735° (ps); (88) Holiday 2-dr., $1,- 
Fairlane (8) 500 Victoria 2-dr., $1,- 
s 935° (ps). ‘set $8) Holiday 4-dr.. $1,520* (ps); 
57 Thunderbird, $2,250* (ps); country Holiday 2-dr., $1, 445° (ps), $1,380* 
squire (8), $1,800° (ps), $1, 725° ; (ps); 4-dr. $1, 290° (ps); (88) Super 
country sedan (8), $1,595*, $1,465 Holiday 2-dr., $1,395° (ps); (88) Holi- 
Fairlane (8) 500 Victoria 2-dr.. $1. day 2-dr., $1,125*; 4-dr., $1,100°. 
565° (ps), $1,550° (ps), $1, 460°" $1,- "55 (88) Super Holiday "4-dr. $1,090° 
435° (ps), $1,430* (ps): ranch wagon (ps); 4-dr., $985* (ps); (98) 4-ar., $1,- 
(8), $1, *; Custom (8) 300 2-dr., 015* (ps); "Holiday 4-dr., $1,000* (ps); 
$1,265*, $1,135; 4-dr. $1,245°*. (88) 4-dr., $1,005*. 
"56 Thunderbird, $2,055° (ps); Custom "54 (88) 2-dr., $765*, $545*. 
(8) 4-dr., $1,040; 2-dr., $850, $765°*; "563 (88) Holiday 2-dr., $700* (ps); (88) 
Fairlane (8) Victoria %-dr., '$1,000*; Super 2-dr., $495°. 
conv., $885°; 2-dr.. $835*. PLYMOUTH 67 Suburban (8), $1,635°; 
"5S Thunderbird, $1,695°; Fairlane (8) Savoy (8) 2-dr., $1,160*, $1,050; Plaza 
Victoria 2-dr., $950°; 4-dr., 940°, (6) 4-dr., $960; 2-ar., $91 0. 
$810*; country sedan (8), $930*; Cus- 56 Suburban (8), $1,020°; Savoy (8) 2- 
tom (8) 2-dr., $700*; ranch wagon (6), dr., $840°*; 4-dr., $710. 
$640. "SS Savoy (8) 4-dr., $680°; 2-dr., $645°; 
"54 Crest (8) Victoria 2-dr., $725, $675*; Belvedere (8) 4-dr., $555°* (ps). 
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ge | -- (6) station wagon, $495*; 2- $1,275; Two-ten (6) 2-dr. 
$325; Belvedere (6) 4-dr., $325.| 56 Two-ten (8) 2-dr., Sib00;” "Gate 
FONTIAO — ‘88 Star Chief 4-dr., $2,050° 5025": One-fifty (8) ia, $900", 
(ps). 55 Two-ten (6) 2-dr., $770*; Two-ten 
57 Star Chief Catalina 4-dr., $1,650*; (8) 2-dr., $760 
4-dr.. $1,570* (ps); Chieftain Catalina] °54 Bel Air (6) 2-dr., $630; Two-ten (6) 


2-dr.; $1,270. 2-dr., $575. 
56 Star Chief station wagon, $1,375*; °563 Two-ten (6) 4-dr., $355. 
Chieftain Catalina 4-dr., $1,050*, | COHRYSLER—’57 Saratoga Hardtop 2-dr., 
$970*; Catalina 2-dr., $1,045*. $1,820* (ps); Windsor Hardtop 2-dr., 
55 Star Chief conv., $1,075*; Chieftain $1,650* (ps). 
4-dr., $880* (ps); Catalina 2-dr., $675*.| °53 NY 4-dr., $410* (ps). 
RAMBLER —°58 Ambassador (8) Cross| °50 Windsor 2-dr., $230. 


country, $2,130*. DeSOTO— 50 conv., ” $150°. 

57 Custom (8) Cross country, $1,620°. FORD — ’58 Fairlane (8) 2-dr., $1,975° 
"56 Custom (6) Cross country, $1,510° (ps), $1,700; Hardtop 2-dr., $1,915* 
(ps), $1,100. (ps ); Custom (8) 4-dr., $1, 875° (ps). 
°6565 Custom (6) Cross country, $800*, ’S7 Fairlane (8) 2-dr., $1,340°; Suniiner 
$685*; Deluxe 4-dr., $555°. conv., $1,275*; Custom (8) 3- oe s.° 

’563 Custom (6) Hardtop, $325. 110*, $1,060; Ranch Wagon, $1,230 

STUDEBAKER—’55 Champion (6) 2-dr., 'S6 Fairlane (8) Sunliner conv., 

$530". ’SS Fairlane (8) 4-dr., $887°* gT° (ps); Cus- 
"53 Commander (8) 2-dr., $305*, tom (8) 2-dr., $678; Wagon, 
54 Custom (8) 4-dr., $450; 2-dr.. $415. 

DAYTONA BEACH 53 Crest (8) Victoria, $525, 944b°. 


Florida Auto Auction. Sale every Tues-| LINCOLN—’58 Capri 2-dr., $3,350* (ps). 
day. Prices are for sale of Dec, 2, We| MERCURY—’53 Monterey’ conv., $400*. 
had lots of buyers today and could have| OLDSMOBILE—’56 (88) Holiday "2-dr., $1,- 


used more clean cars, Sold 74. es cen) an . $1.180° $,- 
BUICK—’59 Invicta Hardtop 4-dr., $3,-| "55 (88) Holiday 4-dr., $1,150° (ps), $1,- 
350° (ps); LeSabre Hardtop 4-dr., 2| ,, 080° (ps), $1,065° (ps). 
at $3,000°. K pd 2-dr., Sass 
°57 Century Caballero station wagon, $2,- eee ° 
290° ma): Special 4-dr., qos.’ PACKARD—’ 51 4-dr., $375*. 
'56 Special conv., $1,300° (ps). PLYMOUTH—’57 Fury 2-dr., $1,650°. 
‘53 Super Hardtop 2-dr., §490°, "SS Belvedere (8) 4-dr., $880° (ps). 
CADILLAC—’57 (62) Hardtop 2-dr., $3,- 54 Plaza 4-dr., $430. 


300* (ps); Hardtop 4-dr., $3,170* (ps). PONTIAC—’ 57 Catalina 2-dr., $1,765*. 
"56 (62) conv., $2,260° (pe); 4-dr., $2,-| . 5S soar, $385°- 


090° (ps). . ’58 station wagon, $2,250*, 
55 (62) 4-dr., $1,410° (ps). OT station wagon, $1,616. 
CHEVROLET—'58 Bel Air (8) 4-dr., $2,-| WELLYS—'42 Jeep, $200. 
050° (ps). MISCELLANEOUS — 55 Ford %-ton 
ST Bel Air (8) 4-dr. $1,530°; Bel Air pickup, $525. 


(6) 2-dr., $1,390°; Two-ten (8) 2-dr., "48 Chevrolet %-ton pickup, $300, 





Boost Battery Sales and 
Generator Service Profits 


WITH THESE 





COMBINATION 





TESTERS 





MT-340 BATTERY TESTER — 
for six and twelve-volt systems. Automatic 
relay system selects the proper voltage — 
eliminates placing injurious load on battery 
being tested. Unit performs three important 
tests: Open Circuit Test shows battery con- 


dition and no-load voltage . . . Load Test 
measures battery’s capacity to deliver suffi- 
cient power for 30 seconds . . . Regulator 


Test shows if regulator is functioning prop- 
erly to recharge battery 





MT-401A GENERATOR- 


REGULATOR METER — tests the 
generator, checks regulated amperes, cutout 


MT-340 battery tester AVAILABLE ON and regulated voltage, locates electrical leaks 


MT-401A generator-regulator meter 





eluur your battery sales — boost generator- 
regulator servicing with these Snap-on tools. 
Easy-to-use battery tester does a complete 
check in 60 seconds. You can test every battery 
that comes in — show customers which have 
failed and which are about to fail. Generator- 


EASY PAYMENTS — from one fast-reading dial. Tester has 15- 


volt range for standard ignition and 60-volt 
range for heavy-duty systems. 


regulator tester has voltage range to handle 
any car and most trucks in service today 

Your Snap-on man will demonstrate — and 
point out the profit potential in these tools. 
Get them on the Snap-on easy payment plan 
that lets you buy now — pay later. 


Ask about Whitworth and Metric tools for servicing foreign cars. 





8082-L 28th Avenue + Kenosha, 


SNAP-ON TOO! 


CS @2o Ro: ore oe SS 





Wisconsin 


















Roundup from State Capitals... 
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and decrease the numbers now 


Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


A 


autos and other commodities 
Missouri Automobile Dealers’ 


CAMPAIGN for enactment next year of Missouri legis- 
lation to regulate installment selling and financing of 


is being spearheaded by the 
Assn. in a move which may 


be paralleled in a number of other states during the 1959 


Jerome H. Scott jr., Kansas 


City dealer who was chair- 
man of a drafting committee, said 
the Missouri proposal had been 
approved by representatives of fi- 
nance and small-loan companies, 
department stores, retail credit as- 
sociations and auto dealers. It also 
had the approval of State Finance 
Director G. Hubert Bates, who 
would administer the measure, Scott 
added. 

James A. Gorman, Jefferson City, 
executive vice-president of the 
dealer group, an- 
nounced the Mis- 
souri bill will be 
patterned after a 
similar _ Kansas 
law. 

Enacted at a 
1958 special leg- 
islative session, 
the Kansas law 
limits ne w-car 
installment  fi- 

; nancing charges 
Bethune Jones to $7 per $100 

a year. Used-car rates in the first 
year are fixed at $10 per $100, with 
other used-car purchase install- 

ment rates limited to $13 per $100. 

Carrying charges on other mer- 
chanise are limited to $12 per $100 
a year on installment purchases up 
to $300; $9 per $100 on purchases 
from $300 to $1,000, and $8 per $100 
for amounts of more than $1,000. 

Gorman said the Missouri pro- 
posal would permit the seller to 
require only one insurance charge 
as a condition of sale and this 
would be to indemnify the seller 





against loss from theft, fire or) 
other hazard involving the prop- 
erty. 


License for Finance Firms 


ER the bill, retail financing 
companies dealing in consumer 
credit paper would be licensed and | 
regulated by the State Division of | 
Finance. Banks and other agencies | 
already subject to State regulation | 
would not be required to obtain a 
license, but would be subject to 
ceilings set in the act. 
John H. Hendren and Henry P. 
Andrae, counsel for the Missouri | 
dealer 


charges. 
They explained that this would 
give purchasers the same protec-| 
tion on time-payment charges that | 
they receive under the new Federal 
law requiring publication of the list 
price of motor vehicles. 

Pointing out that 14 other states 
have enacted similar laws, Andrae 
said: “Under this bill the pur- 
chaser would know exactly what he 
is getting and what he is paying 
for it, including all financing 
charges.” 


os * a 

Tenn. Action Urged 
by -wabipe- papel State Legislative 

Council, meanwhile, recom- 
mended that the 1959 Legislature 
consider any regulatory legislation 
offered by the auto and finance in- 
dustries and that such legislation, 
if enacted, be “afforded ample test.” 

The Tennessee study group also 
recommended that if such legisla- 
tion is not enacted, favorable 


Among other new developments 
in state capitals, highway safety 


legislative sessions. ee Se 


is continuing to receive increased 
attention, with emphasis on more 
effective law enforcement and 
broadened driver training. 

Maryland’s Legislative Council 
has recommended a proposal to 
finance driver training in high 
schools through an increase from 
$1 to $5 in the fee for a learner’s 
permit. 

> > * 


Vermont Group Acts 


— Vermont Emergency Council 
of Highway Safety has proposed 





that driver-education courses be 
made a mandatory requirement for 
all new auto operators. The council 
estimated that the program would 
mean that driver-education courses 
in Vermont schools would have to 
be doubled. It proposed the plan 
be financed at the state level from 
the following sources: 

Receipts from an extra $5 
charged for initials on registra- 
tion plates; adding a fee to all 
fines for violations involving 
“moving” auto accidents, and in- 
creasing the annual operator’s li- 
cense fee from $2.50 to $3. 

In the 1959 Connecticut Legisla- 
ture, a bill to double the State per- 
pupil allotment to towns for driver 
training will be co-sponsored by the 
Connecticut Motor Club and the 
Automobile Club of Hartford. 

They said the increase, from $10 


to $20, would enable schools to ex-| 


pand their driver-training programs 


|forced by lack of opportunity in 
the schools to get their training 
from private driver schools. 


Idaho legislation for State-fi- 
nanced driver-training in schools 
was considered recently by the 
Governor’s Traffic Court Confer- 
ence, State Safety Director Harold 
Davis said the proposed law would 
allow youths 14 to’ 16 to obtain li- 
censes only if they completé a 
State-outlined driver-education 
course. 


* + 


* 
S. D. Eyes Point System 
pe ROUNDS, safety director of 
the South Dakota Highway De- 
partment, announced the 1959 Leg- 
islature will be asked to provide 
for a driver point system, patterned 





| closely after an Iowa statute which 

calls for license revocation after a} 
| stipulated number of violations. 
| He said he also will seek a |the patrol to suspend a driver's 


more stringent driver’s license 
law, calling for a test of knowl- 
edge, eye examination, 
law to ease the way to detect al- 
cohol and laws changing the 
traffic code. 

A program 











recommended for) 
submission to the 1959 West Vir-| 
ginia Legislature by the Governor’s | 


———. 


Traffic Safety Advisory Committee 
would: 

Establish a central file for aj] 
accidents investigated by police 
agencies in the state. 

Provide driver education, with 
State funds to reimburse county 
boards of education in the amount 
of not less than $20 per pupil en- 
rolled in driver education. 

Increase State Police salaries by 
$100 per member per month and 
add 100 men to the force. 


Authorize traffic courts to hear 


|and impose penalties on juveniles 
|under 18 in traffic offenses. 


* * x 


|Law Hitting Drunks Sought 


a Highway Patrol is 
expected to ask the 1959 Legis- 
lature to enact an “implied-consent” 
law to be applied in drunk-driving 
cases. The measure would enable 


license if he refused to take a blood 


| test at the time of arrest. 
etc.; a | 


Enactment of a similar implied- 
consent law to help curb drunken 
driving has been recommended 
by the Vermont Emergency Coun- 
cil on Highway Safety. The group 
also has included a point system 

(Continued on Page 37, Col. 3) 





“Changing to Texaco stepped up sales 20/ 
...lexaco’s ‘bonus business’ pays off” 


AFTER 28 years in the petroleum business, The 
Holston Oil Co., Johnson City, Tenn., joined 
the Texaco family of Distributors. A gratifying 


increase in sales volume came fast. 


“Within a short time after switching to 
Texaco, our business increased 20%,” says John 
Howren, president of the firm. “And the 
Credit Card business of our 62 Dealers has 
shown a 300% increase! Texaco products are 


C. 


sold and preferred by millions in all 48 states. 
This brings our Dealers a lot of extra ‘bonus 
business’ from out-of-town Texaco customers. 


“We are glad to be associated with Texaco—a 


national marketer whose products are accepted 
without question by the motoring public. We 
like to do business with Texaco. They give us 
complete cooperation—and you can trust the 
man behind the contract.” 


Houston O11 Co. has 62 Dealers in its 5-county operation, which requires 
2 truck transports and 3 delivery tank wagons. President Howren has 
been with the company since it started, and is active in civic affairs. 
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for traffic infractions as part of 
its legislative program, 

A California joint legislative in- 
terim committee on speed zones and 
speed limits advocated a speed 
limit of 60 miles an hour, with 70 
permitted under special conditions. 
This would replace the State’s pres- 
ent prima-facie speed limit of 55 
miles an hour. 

Under the prima-facie law, mo- 
torists may exceed 55 miles an hour 
if traffic and road conditions permit 
such speeds with safety. The bur- 
den of proof is on the driver. 

* aa = 





More Insurance Protection 


SSEE’S State Legislative 

Council has recommended the 

adoption of a law to require insur- 

ance companies to include in liabil- 

ity policies protection against un- 
insured drivers. 


Baker Conducts Sales Clinic— 


Vincent T. Baker, right, nationally known sales consultant, makes a point during a 
sales clinic held for more than 425 Indiana car dealers and salesmen at Anderson, 
ind. The meeting was sponsored by American Security, Marion (Ind.) finance company, 

for dealers in all their branch office towns throughout Indiana and parts of Ohio. 

Baker stressed the importance of planned prospecting, and the proper application of 
: fime and knowledge. Emphasis was also placed on the responsibilities of the dealer, 
the sales manager and the individual salesman in a profitable dealership. 
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include a provision that the in- 
sured, in the event of bodily in- 
jury caused by an uninsured 
motorist, is protected to the 
amount of his own bodily injury 
coverage, and that in event of 
damage to his car, he is protected 
to the extent of his damage, ex- 
cluding the first $200 of such 
damage, up to the amount of his 
own property damage liability 
coverage. 

Uninsured motorists would be 
assessed, at the time of their annual 
auto registration, an extra $20 fee 
to be collected by County Court 
clerks and paid into the State 


Fire Damages New Cars 

ROYAL OAK, Mich.—Fire des- 
troyed or damaged several new 
autos and others brought in for 
repair at Royal Pontiac, Inc. The 


Under the proposal, insurance | dealership is owned by Asa E. 
companies would be required to | Wilson. 





THEIR SALES JUMPED FAST! 





“I COULD TELL the difference 
weeks,” 





“IT WAS EASY to switch our customers 
to Texaco products because they know 
Texaco quality. Sky Chief Su-preme 
gasoline is very popular,” says Cecil 
Rhines, Texaco Dealer of Johnson City. 


in 3 
says Texaco Dealer Ike Lin- 
ville, Johnson City. “Business was up 


20%. Seems everyone has a Texaco 
Credit Card, and likes Texaco products.” 








Why there’s a solid future with 



















on the road. This means you have 38,000 other 
TEXACO Dealers helping you. 







NO QUESTION ABOUT IT, Texaco offers a solid 
future to good men. Proof: 20,096 Texaco Deal- 
ers have been with us more than 10 years, and 
some for more than 45 years. 683 Distributors 
have been with us for at least 20 years . .. some 
more than 45 years. 
















THE TEXAS COMPANY 





Ind.; Los Angeies 5, Calif.; Minneapolis 3, Minn.; 
New York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 









“BIG CHANGE FOR THE BETTER,” says 
Texaco Dealer Charlie Eller of Eliza- 
bethton. “Business is way up, including 
Credit Card business. 
Oil has good acceptance.” 


Havoline Motor 


Texaco 


HERE are 6 reasons why Dealers and Distributors grow at Texaco: 
The best petroleum products, known and accepted by car owners 
in all 48 states. Continuous research and development insure that 
TEXACO will always have outstanding products. The best and 
biggest national advertising program . . . constantly selling TEXACO 
Dealers to car owners everywhere. The best point-of-sale pro- 
motion material to help bring customers in and bring them back! 
The best customer credit card —in fact, the only petroleum credit 
card honored under one sign in all 48 states... and in Canada, too. 
The best retailer policy -— TEXACO cooperates with its dealers in 
the marketing of nationally-advertised and accepted TBA products. 
The best opportunity to cash in on “touring” business — because 
TEXACO customers at home like to stop at TEXACO stations when 





IF YOU’D LIKE to grow with Texaco, get in touch with the Texaco Division Office 
nearest you: Atlanta, Ga.; Boston 16, Mass.; Buffalo 5, N. Y.; 
Chicago 4, Ill.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; Indianapolis 1, 
New Orleans 16, La.; 


Butte, Mont.; 
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Treasury to be held in a special un- 
insured motorists fund. 


This fund would be placed under 
supervision and control of the 
State Department of Insurance and 
Banking and proportioned annually 
among the companies writing such 
insurance policies in Tennessee. 
Any excess would be paid into the 
State Treasury. 


ak * * 


New Department Urged 


Tennessee council, in a final 
report to the 1959 Legislature, 
also recommended creation of a 
separate state department to deal 
with all motor-vehicle matters. The 
State Department of Safety would 
be transferred to the new depart- 
ment. 


The council further recom- 
mended that an extended pro- 
gram of voluntary vehicle 
inspection be provided by the 
Safety Department through its 
safety-education program. The in- 
spections would be conducted by 
a roving team equipped with 
safety-checking devices. 

Among new state and local de- 
velopments affecting motor-vehicle 
equipment requirements, the New 
York State Joint Legislative Com- 
mittee on Traffic Violations recently 
heard a proposal for a State law to 
outlaw “substandard” brake fluid. 

Asserting that a third of the 
brake fluid used in the state is 
“unsafe,” representatives of the oil 
and automotive industries recom- 
mended legislation requiring the 
use of “heavy-duty” fluid, 
. aa 


* 


Newark Fights Pollution 


N NEW JERSEY, the Newark 

City Council adopted an air- 
pollution abatement ordinance set- 
ting standards for the first time 
on the emission of pollution from 
motor vehicles. 

“No motor vehicle,” the ordi- 
nance stipulates, “shall be oper- 
ated which emits smoke or visible 
fumes while stationary or moving 
for a distance of more than 100 
yards upon the streets, roads or 
highways of the city.” 

Cincinnati's City Council enacted 
a new antinoise ordinance on 
motor-vehicle operations. It pro- 
hibits noises in excess of 95 decibels, 

as measured on the “A” scale of 
a General Radio Co. sound-level 
meter. 

A California legislative subcom- 
mittee on air pollution was recently 
told by Arthur A, Atkisson jr., staff 
assistant of the Los Angeles Air 
Pollution Control District, that Los 
Angeles’ biggest battle to control 
smog will come in the form of 
proper motor-vehicle exhaust sys- 


tems, 
> > : 


Method of Attack Drawn Up 


E SAID the control district has 
conceived a four-part method of 
attacking the auto-exhaust problem 
once the proper equipment is de- 
signed, approved and manufactured. 

But he warned the job of polic- 

ing this phase of smog control 
will not be cheap. It probably will 
take at least an hour to inspect 
each of the three million vehicles 
in the area, he said, with 1,500 
employes needed at an annual 
_cost of $7 million to administer 
such a program. 

Atkisson said the four-point pro- 
gram called for the original testing, 
inspection and approval of control 
devices prior to their sale and in- 
Stallation in Los Angeles County; 
inspection, of vehicles at the time 
and place of their sale to assure 
that approved control devices have 
been installed according to law; 
periodic performance inspections to 
insure the devices’ continued con- 
formation with established stand- 
ards, and inspection of newly man- 
ufactured devices, or newly repaired 
or reconditioned devices. 


Boyd Retires 

SACRAMENTO.—E, A. Boyd has 
retired as senior partner of E. A. 
Boyd Co. after 32 years as a Chrys- 
ler-Plymouth dealer, The new part- 
ners are James Keil, John Vanden- 
berg and Charles Winteroud. The 
dealership also handles Renault and 
Peugeot. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


North Carolina 

Sales of imported cars numbered 
499 in North Carolina during Oc- 
tober, according to the North Caro- 
lina Automobile Dealers Assn. 

Registrations by makes were: 
Renault, 82; English Ford, 67; 
Volvo, 52; Fiat, 46; Simca, 43; 
Volkswagen, 40; Vauxhall, 37; Opel, 
25; Morris, 21; MG, 17; ercedes- 
Benz, 11; Austin, 10; Hillman, 10; 
Triumph, 10; Goliath, 9; Peugeot, 6; 
Borgward, 4; DKW, 2; Jaguar, 2; 
Alfa Romeo, 2; Sunbeam, 1, and 


miscellaneous, 2. 
* * 


Pittsburgh 


New-car registrations increased 
“more than seasonally” in the 
Pittsburgh area in the week ended 
Nov. 22, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The bureau’s seasonally adjusted 


index of general business activity 
advanced to 101.5 percent of the 
1947-49 average during the week. 
It had been 94.8 percent a month 
earlier and 93.0 percent in the com- 
parable September week. 

The steel-ingot rate dropped to 
67.5 percent of practical capacity. 
—(Leon M. Leffingwell.) 

* * * 


St. Louis 

New-car registrations are picking 
up in St. Louis, but totals for the 
year will be substantially behind 
1957. 

So far, year-to-date figures run 
about 20 percent behind last year. 

Foreign-car registrations, on the 
other hand, number 2,038 for the 
year to date, compared with 740 
in the comparable year-ago pe- 
riod. Market penetration of im- 
ports has risen from 1.5 percent 
to 5.16 percent. 

New-truck registrations so far 


WE RECOMMEND AND SELL 


AUSCO JACKS BECAUSE THEY 
PROVE BEST IN OUR SHOP. 


As a shop jack or for road use with 
heavy vehicles Ausco Hydraulic Hand 
Jacks can’t be beat. When the lift is 
extra high, Ausco Hi-Range models 
handle it easily. Capacities 1%, 3, 5, 
8, 12 and 20 tons. 


1 use a heavy duty Sof-Lift for 
service calls. When a customer 
sees how handy it is he wants the 
passenger car model for himself. 


AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., 


this year have just about dupli- 
cated the 1957 figures. 

Reports indicate that new-car 
orders written in the last two weeks 
were slightly below expectations.— 
(Sam X. Hurst.) 

> 


Sioux City, Ia. 

Registrations of new cars num- 
bered 188 in Woodbury County 
(Sioux City), Ia. in November, 
compared with 192 a month earlier. 

By makes, registrations were: 
Ford, 65; Chevrolet, 45; Buick, 13; 
Plymouth, 13; Pontiac, 10; Oldsmo- 
bile, 8; Rambler, 8; Dodge, 7; 
Cadillac, 4; Mercury, 2; Studebaker, 
2; Volkswagen, 2; Checker, 2; 
Chrysler, 1; DeSoto, 1; Edsel, 1; 
Triumph, 1; Opel, 1; DKW, 1, and 
Goliath, 1. 

New-truck registrations totalled 
50 in November, compared with 42 
in October. By makes, they were: 
International, 27; Chevrolet, 13; 


Ford, 3; Diamond T, 2; GMC, 2; 
Mack, 1; Volkswagen, 1, and 
White, 1. 


* * * 


Houston 

Deliveries of new cars in Harris 
County (Houston), Tex., in Novem- 
ber numbered 2,805, compared with 
2,833 a month earlier. 

November sales ‘by makes were: 
Ford, 1,063; Chevrolet, 452; Oldsmo- 
bile, 226; Buick, 193; Pontiac, 158; 
Plymouth, 144; Rambler, 106; Mer- 
cury, 60; Cadillac, 41; Volkswagen, 
35; Dodge, 34; Renault, 31; Stude- 
baker, 26; DeSoto, 22; Metropolitan, 
20; Edsel, 20; Hillman, 18; Chrysler, 
16; Lincoln, 12; MG, 12; Vauxhall 
12; English Ford, 11; Morris, 10; 
Opel, 10; Volvo, 9; Triumph, 8; 
Willys, 8; Austin-Healey, 7; Citroen, 
6; Imperial, 6; DKW, 5, and miscel- 
laneous, 24. 

New-truck sales amounted to 526, 
compared with 450 a month earlier. 
By makes, they were: Ford, 170; 
Chevrolet, 139; White, 70; Interna-| 
tional, 50; GMC, 32; Mack, 16;| 
Dodge, 12; Volkswagen, 10; Willys, 
7; English Ford, 6; Diamond T, 3; 
International Bus, 3; Reo, 2; Stude- 


The Ausco One-End Lift Jack 
works like a charm on all '58 


cars. Just make one 
quick adjustment and 
start lifting. 


Handling transmissions, carriers and 
differentials is safer and lots easier 
with the Ausco Truck Transmission Han- 
dler. Ausco Garage Horses release 


lifting equipment for 


other jobs. 





Rugged Ausco Hydraulic Service 
Jacks come in 1%, 1%, 2, 4, 10 and 
20 ton capacity. They give a fast, 
sure, safe lift every time. 


|, were: 





baker, 2; Autocar, 2; Chevrolet Bus, 
1, and Morris, 1—(Ruby Fenoglio.) 
a = > 


Washington, D. C. 

November saw 1,353 new cars sold 
in the National Capital, compared 
with 1,170 in October and 1,466 in 
November, 1957. 

Registrations by makes were: 
Ford, 318; Chevrolet, 224; Plymouth, 
192; Oldsmobile, 88; Pontiac, 8; 
Buick, 68; Rambler, 51; Dodge, 35; 
Volkswagen, 34; Mercury, 30; Fiat, 
27; Cadillac, 20; Chrysler, 20; Ren- 
ault, 15; Studebaker, 15; DeSoto, 
12; Mercedes-Benz, 12; Volvo, 12; 
Hillman, 11; English Ford, 10; Lin- 
coln, 9; Morris, 8; Edsel, 7; Metro- 
politan, 6; Peugeot, 6; Imperial, 3; 
Packard, 1, and miscellaneous, 31. 

New-truck registrations totalled 
129 in November, compared with 153 
a month earlier and 143 a year 
earlier. By makes, they were: Ford, 
48; Chevrolet, 27; International, 15; 
GMC, 10; Divco, 4; Willys, 3; Dia- 
mond T, 1; Mack, 1; Reo, 1; Stude- 
baker, 1; White, 1, and miscellane- 
ous, 18.—(William Ullman.) 

+ * * 


Indianapolis 
A total of 1,631 new cars were 
registered in Marion County (In- 
dianapolis), Ind., in November, 
compared with 1,826 in the corres- 
ponding 1957 month. 

By makes, registrations were: 
Ford, 446; Chevrolet, 285; Plym- 
outh, 155; Oldsmobile, 106; Dodge, 
99; Rambler, 85; Buick, 83; Pon- 
tiac, 77; English Ford, 41; Cad- 
illac, 39; Mercury, 32; DeSoto, 26; 
Studebaker, 23; Edsel, 21; Volks- 
wagen, 18; Volvo, 14; Chrysler, 
12; Lincoln, 10; Fiat, 8; Hillman, 
7; Imperial, 7; Jaguar, 5; Tri- 
umph, 5; Metropolitan, 2; Willys, 
1, and misce 2A. 
New-truck registrations num- 
bered 220, compared with 140 in 
the year-ago month. By makes, they 
Ford, 68; International, 47: 
Chevrolet, 41; GMC, 15; Dodge, 8; 
Mack, 8; Volkswagen, 7; White, 6; 
Willys, 6; Diamond T, 2; Reo, 2; 
Autocar, 1; Kenworth, 1; Stude- 


baker, 1, and miscellaneous, 7.— 
(Cc. L, Kern.) 
> 


Philadel phia 


New-car registrations in Phila- 
delphia numbered 2,839, compared 
with 2,835 a month earlier, accord- 
ing to the Philadelphia Automobile 
Trade Assn. 

By makes, registrations were: 
Chevrolet, 799; Ford, 463; Plymouth, 
372; Buick, 182; Oldsmobile, 177; 
Dodge, 169; Rambler, 128; Pontiac, 
100; Cadillac, 65; Mercury, 56; De- 
Soto, 52; Chrysler, 36; Imperial, 7; 
Lincoln, 7; Metropolitan, 6; Stude- 
baker, 6; Edsel, 2; Packard, 2, and 
miscellaneous, 210.—(Allen Som- 


mers.) 
. «2 . 


Columbus, O. 

With factory production once 
more approaching demand, sales of 
new automobiles in metropolitan 
Columbus took a sharp upturn in 
November. 

Last month’s registrations total- 
led 1,577, a gain of nearly 16 per 
cent over October and only 10 per- 
cent under November of last year. 

Used-car registrations in Novem- 
ber dropped to 4,574, down 641 from 
October but only seven below & 
year ago. 

Ford again held the No, 1 spot 


Registrations of other makes 
were: Buick, 103; Oldsmobile, 96; 
Plymouth, 95; Pontiac, 81; Dodge, 
67; Rambler, 66; Cadillac, 33; 
Mercury, 31; Studebaker, 25; 
Volks 25; Renault, 17; 
Edsel, 16; DeSoto, 14; Fiat, 10; 
Chrysler, 9; Borgward, 8; English 
Ford, 7; Opel, 7; Lincoln, 7; Hill- 
man, 6; Imperial, 6; Lincoln, 6; 
Simca, 6; Volvo, 5; Metropolitan, 
A Willys, 1, and miscellaneous, 

November new-truck sales total- 
led 113, down 46 from October and 
56 below a year ago. Chevrolet was 
November leader with 35. Registra- 
tions of other makes: Ford, 31; In- 
ternational, 18; Dodge, 8; GMC, 7; 
White, 5; Volkswagen, 3; Mack, 2; 
Reo, 2, Diveo, 1, and Willys, 1 
—(Justin Henley.) 


Kelley Buys Munson Deal 

FORT WAYNE, Ind.—James E. 
Kelley, president of Fort Wayne 
Motors, Inc., has bought Munson 
Auto Co. (Buick), 1819 S. Calhout 
St., and will operate it as Jim 
Kelley Buick, Inc. Albert B. Mun- 
son, former owner, plans to retire. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Edwin W. Parkinson, assistant 
manager of the Pennsylvania Auto- 
motive Assn., told a classified ad- 
vertising clinic of the Pennsylvania 
Newspaper Publishers Assn. that 
while 1958’s “You Auto Buy Now” 
programs had lots of hoopla they 
actually did very little for the in- 
dustry. 

“From the dealer point of view 
we had nothing to give away that 
we weren’t giving away already,” 
he said. “In the final analysis, after 
the hoopla and parades were over 
and the smoke had cleared away, 
outside of a possible psychological 
lift for some dealers and their 
salesmen, not many dealers actually 
sold more cars than they would or- 
dinarily have sold, but a lot of good 
advertising money went down the 
drain to no avail.” 

He mentioned Cleveland as one 
exception because of maximum ef- 
fort and cooperation. In fact, he 


for all retail business in some areas. 
“But we are interested in profit 
and from what I can learn from 





22 scattered towns and cities in 
Pennsylvania,” Parkinson added, | 
“it did not improve dealer profit | 
position in 19 of them.” 

While such a program can be} 
successful to a degree, he admitted | 
it is not the answer to the basic 
ills of an industry. 

What is good for the manufac- 
turer often is not good for the 
dealer, the auto association execu- 
tive told the newspaper advertis- 
ing men. For example, in the rush 
for volume in 1955, when seven 
million passenger cars were sold, 
dealers oversold the market by 
about 1% million to the benefit of 
the factories. 

He said dealers are still paying 
for the 1955 mistakes, since many 
customers have not yet completed 
payments on cars purchased in that 
year. 

He told the newspaper execu- 
tives that, in effect, the auto 
industry and the newspapers are 
partners and that if they don’t 
clean up some of their messes, 
more and more dealers will refuse 
to “compete in wild misrepre- 
sentative advertising and reduce 
their budgets in this field.” 

Parkinson said the recent “truth- 

in-labeling” law, which was backed 
by dealers, should result in the) 
restoration of public confidence in 
the integrity of new-car dealers and 
eliminate the mystery of new-car) 
prices. 

He suggested that auto dealers 
should advertise, instead of price, 
their experience in services and} 
sales, their employes, their facili-| 
ties, special services, used cars and 
contributions to the community. 

He suggested that the PNPA set 
up a local committee for ethical) 
classified advertising composed of 
dealers, local retailers and civic) 

ers. 

Edward M. Hyde, advertising 
director of the Sharon Herald, told 
the classified ad managers that 
Newspapers are merely selling 
Space to automotive dealers, but are 
not doing the real job of producing 
results for them through better 
ideas, appealing layouts and copy. 

He said newspaper ad men have 
little of which to be proud in the 
advertising job they are doing for 
autos. . 

ae 


Kane Adds Account 


Kane Advertising, Bloomington, 
Tl, has been named to represent 
Mid West Body & Mfg. Co., Paris, 
Il, on all advertising activities. J. 
Richard Hancock is the account 


executive. 
” + 


Hancock Picks Denham 


Denham & Co., Detroit, has been 
Named to handle public relations, 
advertising, and sales promotion for 
Hancock Industries, Inc., Jackson 
(Mich.) manufacturer of hardware 
Parts and assemblies for the auto- 
Motive and allied fields. 


oe * * 


Edsel Back on TV 


Edsel has reentered television as 
€o-sponsor of the Ed Sullivan Show 
with Mercury. 

Commercial time is being di- 
vided between Mercury and Edsel 


on the alternate weeks that 
Mercury formerly sponsored the 
program, 

Edsel during the 1957-58 season 
was a sponsor of the “Wagon 
Train” show. 

* + aa 


Triangle Adds TV Digest 


Triangle Publications, Inc., 
Philadelphia, has purchased Tele- 
vision Digest, Inc., publisher of 
Television Digest with Electronic 
Reports, and Television Factbook. 

The new owners took over Dec. 
1 with Television Digest’s pub- 
lisher-editor, Martin Codel, con- 
tinuing as an associate publisher. 

* * * 


Digest’s Thomas to Retire 





J. B. Thomas, an advertising ex-| 


ecutive with Reader’s Digest for 
the past 16 years, will retire Dec. 31. | 


Currently manager of the Di-| 


gest’s Los Angeles office, and as- 
sociate advertising director on the 


magazine in 1942 as an advertising 
consultant for the international edi- 


tions. 
* * * 


Agabashian Joins Champion 

Fred Agabashian, veteran com- 
petitor in the Indianapolis 500 mile 
race, has retired from auto racing 
and joined the public relations staff 
of Champion Spark Plug Co., To- 
ledo. 

Agabashian and Lee Wallard, an- 
other former race driver, will work 
on a highway safety program for 
teen-agers and servicemen. 

+ * + 


Chicago Show to Get Plug 
The Chicago Daily News on Sat- 
urday, Jan. 17, will publish its 
annual Auto Show Issue, timed for 
the opening of the 1959 Auto Show 
at the International Amphitheatre. 
The issue will give readers a pre- 
view of what they'll see at the 
show, and present stories and pic- 


tures on the auto industry and the) 


people prominent in it., 
7 * * 


Times Tops 2 Marks 


New records for advertising 
and circulation were set by the 
New York Times in October. 

The 5,213,957 lines of advertising 


t ’ West Coast, Thomas joined the’ carried by the Times last month 
said the program did no real good | - aell 
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represented a gain of 559,352 


lines over October, 1957. This ex- | 


ceeded the previous record month 
of November, 1956 by 44,435 lines. 


Both weekday and Sunday cir- | 


culation of the Times 
day average was 681,510, a gain 


of 33,627 over October, 1957. Sun- | 


day average for October was 1,- 
320,984, an increase of 40,473 over 
October, 1957. 


* * + 


Safety Film for Servicemen 


“The Invisible Killer,” a safety 
film produced by the Automotive 


land, has been selected by the 
Armed Forces Television Services 
to be shown to servicemen over- 
seats, according to R. L. Burton, 
secretary of the exhaust group. 


Earlier this year the film was) 
accorded top honors in the national | 


contest sponsored by the National 


|has been telecast in the United 
| States almost 500 times to an esti- 
mated audience of approximately 20 
million people. 

+ + 


Time to Draw the Line 


Newspaper and public relations 
practice are two different things 


| 
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Imagine yourself as a customer. Now . 


THINK OF SOLEX® 
FROM THE CUSTOMERS ANGLE! 


Td 
os 


a 


. wouldn’t 


you rather have that new car with Sovex Green Tint 
Safety Glass than without it? Of course you would! 
Once your customers test-drive a new car with 
Sorex, they'll wonder how they got along without 


it before. 


THEY'LL WANT SOLEX BECAUSE: 


SOLEX provides more safety by removing harsh, bright 
light that annoys and distracts the driver. Yet it meets 
all Federal Standards for light transmission in autos. 


Sorex adds comfort because it absorbs more than 
50% of the total solar heat entering the car. And it 








reached | 
alltime highs. The five-day week- | 


Exhaust Research Institute, Cleve- | 


Committee for Films on Safety. It) 
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| and should be recognized as such, 
according to Leslie Moore, exec- 
| utive editor of the Worcester 
| (Mass.) Telegram-Gazette, 
In a department of journalism 
| lecture at the University of Mich- 
| igan, Moore said “it is time that 
newspapermen dismiss the image 
| of the typical public relations 
| man as a scheming slicker.” 

Understanding between news- 
paper, journalism and public re- 
lations is getting better, he said, 
| but the two are not independent. 

Newspapers should not have to 
rely on public relations people for 
news coverage, he said. 

= * » 


Personnel Changes 

Dale Armstrong from public re- 
lations counsel for the Vincent 
Astor Office, New York City to 
vice-president of Allied Public Re- 
. Lloyd 
D. Hagan from King Features 
Syndicate to director of the New 
York Herald Tribune Syndicate and 
News Service ... Warren S. Mag- 
| wood from assistant display ad- 
| vertising manager to display ad- 
|vertising manager of the Los 
| Angeles Evening Mirror, replacing 
| Thomas Milton, who resigned. 


|lations, Inc., New York . . 


increases the efficiency of auto air-conditioning sys- 


tems remarkably. 


Sorex has sales appeal because it is the mark of a 
smart, up-to-date car. SoLex is not rioticeable from 


the inside . . . doesn’t change the 


view outside. 


Now let’s look at it from your point of view. The 
inclusion of this easy-to-sell extra in your cars offers 
extra income to you. Its safety is obvious, its comfort 
is appealing to your customers. And SoOLEx comes in 
any of several types of PPG Auto Safety Glass. 

It's easy—and profitable—to sell the value of Sorex. 


So order all your cars with Souex Green 


Tint Safety Glass, 


All PPG Automotive Safety Glass complies with every recognized safety code. 


IN CANADA: CANADIAN PITTSBURGH INOUSTRIES wyITeo 


Watch the GARRY MOORE SHOW Tuesday Nights. 


SYMBOL OCF SERVICE FOR SEVENTY-FIVE YEARS 





















BRUSH SPREADER—aAvto-Test, Inc., 600 
S. Michigan Ave., Chicago 5, Ill., is mar- 
keting a “Zippo Brush Spreader.” Made 
of non-brecakable, impact-proof plastic, 
this device is in the form of a truncated 
conical helix, 1% inch in base diameter 
and 2-3/16 inches high. There are two 
symmetrical helical flutes to initiate the 
direction of the brushes. The inside taper 
is % inch in diameter and 1% inches 
deep. in use, the spreader is slipped over 
the armature shaft on the commutator 
end. The case bearing the brushes and 
springs is then positioned down over the 
spreader, and dropped into place. The 
brushes cre automatically positioned on 
the commetater. | 


METALLIZING GUN—A simple system 
using sprayed metal to repair and rebuild 
automotive and industrial machine ports 
at low cost has been announced by Metal- 
lizing Co. of America, 3520 W. Carroll 
Ave., Chicago 24, lll. A metailizing “gun” 
is said to permit precise control of pres- 
surized metal spray. The pressurized spray 
penetrates, fills and repairs cracks and 
porous ports, it is claimed. It also forms 
@ dense coating with wearing quality 
equal to new metal, it is seid. 


left over night in this 
idize or discolor and 


AUTOMOTIVE NEWS, DECEMBER 15, 1958 


NEW PRODUCTS 


are designed for maximum eye ap- 
peal and will not pit or peel. 

Republic said U. S. Metal Prod- 
ucts Co., Inc., Brooklyn, N. Y., is 
manufacturing the new frames at 
a rate of about 7,000 per week. 
There are nine designs, and all are 
of two-piece construction, hinged at 
the bottom. 


POLISHER-SCRUBBER—The Hild model 
PRO-13 floor and rug scrubber features 
a powerful Y% horsepower motor, helical 
cut gears, adjustable handle and momen- 
tary contact safety swifch. Same unit can 
be used for polishing, scrubbing and steel 
wooling all types of floors. Hild Floor 
Machine Co., Inc., 1217 W. Washington 
Bivd., Chicago 7, mn. 

* 


IGNITION TESTER—A single reading 
on the 3% by 2%-inch dial of the Han- 
son ignition Tester is said to show the 
overall condition of six or 12-volt ignition 
systems. The unit operates on two pen 
light batteries. The wnit also pinpoints 
shorts in ignition harness, determines 
condition of circuits and checks resistance 
of secondary coil, it is said. Harvey E. 
Hanson Co., Lake Blvd. and Commercial 
St., Paw Paw, Mich. 


PORTABLE EXTINGUISHERS—Two pres- 
surized dry chemical portable fire extin- 
guishers have been announced by Walter 
Kidde & Company, Inc., 675 Main St., 
Belleville, N. J. The streamlined models 
come in 2% and 5-pound capacities. 
Their opercting range of from 110 to 
180 psi meons thot they can be easily 
and quickly recharged with air or nitro- 
gen, it is said. Their special wall brackets 
act as the locking pin and discourage 
accidental discharge, it is claimed. Kidde's 
dry chemical portables are approved: by 
Underwriters’ Laboratories and Factory 
Mutual. 





BODY STRAIGHTENER — The Lee Body 
Man, introduced by Automotive Equipment 
Mfg. Co., 11000 South Alemeda St., Lyn- 
wood, Calif., is said to combine the versa- 
tility of the Lee End Lift—raising the car 
to a convenient working height—oas well 
as providing a tension brace to straighten 
damaged bodies and fenders. The unit 
provides a solid anchor to pull damaged 
metal back into shape from the same 
direction of the accident impact. The Lee 
Body Man attachment can be furnished 
for use with models 52 or 56 Lee End Lifts. 

, &- «6 


Air Impactools 

Two models have been added to 
the Ingersoll-Rand line of air- 
powered Impactools. They are the 
Size 5081T Torque Control Impac- 
tool for applications where accur- 
ate torque control in the 50 to 150-| 
foot-pound range is required, and/| 
its companion, the Size 5081 for nut | 
running jobs up to %-inch bolt size. 
Ingersoll-Rand Co., 11 Broadway, | 
New York 4, N. Y. 





DRUM TOP—Alles Products Co., 3825 
S. Racine Ave., Chicago, Ill., has an- 
nounced a drum top that converts any 
55-galion drum into a self-closing waste 
receptacle. Top installs in a matter of 
seconds. Two spring action doors provide 
positive closing. A baked-on enamel is 
said to provide protection against rust. 
Tops cre available in either white or 
green. 


FENDER SECTIONS—Designed to speed 
up repair of fender damage resulting from 
collision or rusting out, these Schofield 
Buick-body-sections comprise the lower 
rear portion of the fender. They are tail- 
ored to fit all 1954, 1955 and 1956 Buick 
Special and Century models, and all 
cars in the 1954, 1955, 1956 Buick Super 
and Roadmaster series. For a complete 
catalog listing more than 600 Schofield 
autobody repair panels and sections write 
to Schofield Mfg. Co., 1140 E. 222nd St., 


Cleveland 17, oO, 


Revolving Unit Displays 
Vi-Chrome Tool Line 


The “Roto-Tool Mart,” merchan- 
dising display, has been offered by 


Herbrand Division, Bingham-Her- 
brand Corp., 1111 Stone St., Fre- 
mont, O., to introduce its Vi- 
Chrome tool line. 

The revolving Roto-Tool unit 
holds 96 different tools and turns 
at finger touch to bring them all 
within easy reach at eye level, the 
firm said. 


CHAMOIS DISPLAY—Albert Bloch & 
Sons, Inc., 23 Nassau Ave., Inwood 96, 
L. L, N. Y., has announced a packaging 
and self-service dispenser for its Mayfair 
Chamois especially for auto supply stores 


and service stations. The combination con- | 
sists of a chamois wrapped cround a tube | 


with a colorful, polyethylene ovter-wrap. 
The self-dispensing display contains 12 


chamois. The display is sturdy and meo-| 
sures only 10 inches by 15 inches by 5 
| 


inches. 


Armour Unit Announces 
Cushioning Pad for Wagons 


A specially designed cushioning 
pad for the luggage deck of station 
wagons has been announced by 
Armour Cushioning Products divi- 
sion of Armour & Co., Alliance, O. 

The company said the Supreme 
Hairfliex cushioning pad provides 
more riding comfort for children 
and more cushioning protection for 
luggage and other products during 
transit. 





TRANSMISSION TOOLS — New Britain 
Machine Co., New Britain, Conn., has 
marketed tools that make band and 
throttle linkage adjustments on all auto 
matic transmissions. The tools are avail- 
able on this tool board. Well-illustrated 
“how-to-do-it" service instructions come 
with every tool. In addition to this tool 


| board, there are two other boards—one 
| featuring only band adjustment tools, and 





the other only throttle linkage adjustment 
tools. 


FUEL FILTER—Kem Mfg. Co., Inc., Fair 
Lawn, N. J., has announced its miniature 
metal bow! fuel filters. Kem offers a com 
panion line of miniature gasoline filters, 
together with their line of conventional 
size glass bow! filters. Both feature the 
Lifetime Micro-Bronze filtering element. 
For standard fuel systems where the line 
pressure is 40 pounds or less, there is on 
ample sofety margin for all cars, trucks, 
marine and stationary engines even if 
equipped with fuel injection, it is sid. 
Supplied in both Y% inch and Yq inch 
pipe thread outlets, they are ideal for 
engine applications using large diameter 
fuel lines and fittings, it is claimed. 

ia 


Payroll Tax Calculator 


The time-saving Morton payroll 
tax calculator is ideal for businesses 


| LIGHT SIGNAL—Unitron Corp., P. O. of all sizes and is set up to comply 
Box 235, Dade City, Fia., has announced with the new 2% percent FICA in 


its Electronic Light-Minder, a penny-box- 
size accessory which gvords against leov- 
ing automobile lights on unintentionally. 
Automatically, when the engine is turned 
off, the unit illuminates the word “lights” 
on its diol if either the bright lights, dim- 
mers or parking lights are on. The acces- 
sory is designed to fit cors and trucks 
with either six or 12-volt electrical sys- 
tems. 


PORTABLE FLASHER— The Snapit Car 
Flash-O Lite portable flasher has an all 
direction reflector lens which can be seen 
at least one-half mile in the dark, it is 
said. The unit will produce 80 flashes per 
minute. The powerful suction cup will 
cling to any surface and its 12 foot cord 
plugs into the cigarette lighter socket of 
any car, it is claimed. It is available for 
both six and 12-volt use. Cable Electric 
Products, Inc., 234 Daboll St., Providence 
7, R.A 


addition to determining withholding 

tax, according to Morton Engineer- 

ing Service, 5131 Meadowlark Lane, 

P. O. Box 146, Kalamazoo, Mich. 
. > > 


: 
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HEADLAMP—Tung-Sol Electric, Inc., 9 
Eighth Ave., Newark 4, N. J., hos om 
nounced the 6412, a ruggedized, Vision 
Aid sealed beam headlamp for heovy- 
duty truck and bus use, as well as the 
6006 and 6012, regular six and 12-volt 
versions for car use. Designed to be di- 
rectly interchangeable with any seven-i 
sealed beam headlamp, the Vision-Aids 
are intended to make existing two-lamp 
systems as efficient on the low beam @ 
the newest four-lamp headlighting sy* 
tems, 
















TV Guide... today’s greatest growth magazine... records startling © 


50] new advertisers 
Vw first 9 months 1958 
Advertising 0 over last year... 

14 y and headed 

C still higher 


PACE-SETTING ADVERTISERS 


first 9 months 
lead the way...among them 











OLDSMOBILE, PLYMOUTH, PONTIAC, CHRYSLER, 
FIRESTONE, UNITED MOTORS DIVISION OF GENERAL MOTORS, 


AND OTHER FAMILIAR AUTOMOTIVE NAMES 







TV GUIDE ADVERTISING REVENUE HAS GROWN 608% IN FOUR YEARS 









The explosive upturn in TV Guide magazine’s advertising volume is gaining momentum. 


yf 


More and more advertisers are discovering the sheer power of this magazine —now deliver- 
ing more than 6,500,000 copies, largest circulation of any weekly magazine in history. 


\ 


Advertisers in virtually every market category are contributing to the rise —including food, 
drug, automotive, apparel, appliance, tobacco. 


All this, especially at this time, is powerful evidence that —— in TV Guide 
magazine works. 
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Every TV Guide chart line goes up (excépt cost per thousand)! 


BEST-SELLING WEEKLY MAGAZINE IN AMERICA 
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After Admitting Price Fixing asa i 


D.C. Chevy Firms Fined $32,000 


(Continued from Page 1) 


their motion for dismissal of part 

of the charges against them. 
When the case was called, their 

attorney, John J. Wilson, an- 

nounced that they wanted to with- 

draw the motion and enter a plea| 

of guilty. | 

= * 


INES of $2,000 were levied! 
against: Addison Chevrolet 
Sales, Aero Auto Co., Barry-Pate 
Motor Co., Chevy Chase Motor Co., 
Hicks Chevrolet, Kenyon-Peck, | 
Inc.. Loving Chevrolet, Lustine 
Nicholson, Ourisman-Mandell Chev- | 
rolet, Rosenthal Chevrolet, Stohl-| 
man Chevrolet, Tom’s Auto Service 
and Wissinger Chevrolet. 
Eaton Chevrolet, Inc., 
business, was fined $1,000. 
Six of the dealerships are in the| 
District of Columbia; four are in| 
Maryland, and four are in Virginia. 
The price and labor-rate charges 
were discussed separately in the 
indictment. The price section said 


newly in 


Price Tags Urged 
For Farm Implements 


PEORIA, Ill—In the wake of 
the auto industry’s new stickered 
look, price ticketing of tractors 
and farm implements was urged 
at the 59th annual convention of 
the Illinois Retail Farm Equip- 
ment Assn. here. 

“It is an extremely valuable 
aid to the seller,” declared Charles 
R, Frederick, St. Louis, managing 
director of the National Retail 
Farm Equipment Assn. “It is 
certainly considered to be im- 
portant by the buyer,” he added. 
“Don’t you want to see the price 
tag on a suit of clothes before 
you buy?” 


that the offenses had begun some- 
time prior to 1953 and were con- 
| tinuing to the date of the indict- 
ment. 

It charged that the defendants 





“have engaged in a combination 
and conspiracy to raise, fix and 
stabilize the retail prices of Chevro- 
let automobiles and accessories in 
unreasonable restraint of trade and 
commerce in violation of the Sher- 


man Act.” 
* * * 


_ combination and conspiracy, 
the indictment said, took the 
form of a continuing agreement, 
the substantial terms of which 
were: 

1. To adopt uniform retail price 
lists to be used by defendant deal- 
ers in the resale of Chevrolet auto- 
mobiles and accessories to the 
public. 

2. To have the defendant as- 
sociation print and distribute the 
uniform retail price lists agreed 
upon by the defendant dealers. 

3. To have each of the defendant 
dealers use the uniform retail price 
lists distributed by the association 
in connection with the retail sales 
of Chevrolet automobiles and acces- 





| Sories except in connection with 


fleet sales and sales to govern- 


|mental agencies. 


|}current model 


4. To have the defendant dealers 
refrain from price advertising of 
Chevrolet automo- 


| 


| biles, and from advertising current | 


model demonstrators, official cars| 


|and company cars, except after a/| 





specified date 
year. 


late in the model 


* * * | 
MONG the effects of these ac-| 
tions, the indictment continued, | 


| were: 


1. Retail price lists used by de- 


|fendant dealers were arbitrarily 


fixed and maintained at uniform 


|}and noncompetitive levels. 


2. The retail price lists were 
fixed at artificially high and in- 
flated levels substantially in ex- 
cess of the manufacturer’s sug- 
gested list prices. 

3. Price competition among de- 
fendant dealers was artificially | 


| suppressed and restricted. 


ra | 


Here’s how you can help increase 


ERVICE JOBS UP T0 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., 


415 Lexington Ave., 


t. T-3 
lew York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name. 
Fi 
Address. 


City 


In Canada—331 Bartlett Ave., Toronto 


. 


— 


a) 


| 
| 


| 
| 


|tinuing agreement, 





4. Purchasers in the Washington 
metropolitan area were deprived of 
the benefit of purchasing Chevrolet 
automobiles and accessories in a| 
free and unrestricted competitive 
market. 

+ * « 

os Two of the indictment 

charged that since February, 
1953, the defendants had been en- 
gaged in a conspiracy to raise, fix 
and stabilize the hourly labor rates | 
in unreasonable restraint of trade) 
and commerce in violation of the| 
Sherman Act. 

As in the case of prices, a “con- 
understanding 
and concert of action” was charged. 


|The substantial terms were: 


1. To hold association meetings 
for the purpose of discussing and 
agreeing upon uniform hourly | 
labor rates to be charged for the 
repair and servicing of automo- 
biles. 

2. To adopt, maintain and adhere 


M-E-L Launches 


Series of District 


Dealer Councils 


DEARBORN.—M ore than 3,000) 
dealers who sell Mercurys, Edsels | 
or Lincolns met last week in 128) 
cities throughout the country in the | 
first of a series of M-E-L dealer 
councils. 

Each district council will elect a 
delegate and alternate to represent | 
it at the four-day national M-E-L 





dealer council, which is scheduled | _ 


to be held Jan. 18-22 here. 

Purpose of the meetings, said C. 
E. Bowie, general sales manager 
of M-E-L division, is “to bring to} 
M-E-L division management the 
reaction of M-E-L dealers and their 
customers as a whole to our prod- 
ucts, policies, programs and mer- 
chandising methods. 

“Furthermore, we believe these 
meetings will help further develop 
a close working relationship be- 
tween the dealer organization and 
our division in an exchange of ideas 
that will benefit both,” he said. 

John P. Morrow, of Lincoln, Neb., 
is present chairman of the National 
M-E-L Dealer Council. This will be 
the first national council for Mer- 
cury, Edsel and Lincoln dealers 
since the M-E-L division was 
formed Jan. 15, 





to fixed and uniform hourly labor | 


rates for both warranty work and 
regular customer work. 
ok ok cs 


HE effects of these actions, ac-| 


cording to the indictment, were: 

1. Charges made by the defend- 
ant dealers for the repair and serv- 
icing of automobiles were artifici- 


ally fixed and maintained at} 


uniform and noncompetitive levels. 


2. Competition among Chevrolet 
dealers in the Washington metro- 
politan area with respect to 


charges for repairing and servic- | 


ing automobiles was artificially 
suppressed and restricted. 

3. Automobile owners in the area 
were deprived of free and unre- 
stricted competition in the charges 
to be made for the repair and serv- 
icing of automobiles. 

4. The manufacturer was de- 
prived of the benefits of having the 
hourly labor rates which it pays 
defendant dealers for warranty 
work determined by free and un- 
restricted competition. 

+ . * 


Detroit Dealers Rap 


Conduct of Jury Probe 


DETROIT.—Some dealers here 
have complained about their treat- 
ment in the U. S. grand jury in- 
vestigation of auto price-fixing in 
Detroit. 

Dealers are not allowed to have 
lawyers or stenographers accom- 


pany them, they said. If a dealer} 


doesn’t appear after an invitation 
by phone, a subpena is promptly is- 
sued, they added. 


In most cases, they continued, 


dealers are called by phone one} 


afternoon and told to report to the 
jury the next day. Officers of the 
line associations are told to bring 
in association records and minutes, 
they said. 

They said the big question asked 
by the 20 grand jurors is: “Did you 


and the other dealers get together | 


and agree to set a minimum profit 
(so much over invoice)—such as 
$200 or $300?” 

They said about 95 percent of 
the city’s Ford dealers, many Buick 
dealers and leaders of line associa- 
tions already have been asked to 
the hearings. 


State Buyers Go 
After Subsidies 


Committee Named 
To Beseech Factories 
(Continued from Page 2) 


trict fire chief’s car to cut S-P out 
| of the bidding. 

But City officials said the the 
move was made to tighten re- 
quirements so that the right size 
car could be obtained, S-P Dealer 
Jack Chamblin submitted the low 
bid of $1,000 but he did not get 
the order. 

Art Keene, assistant S-P zone 
manager, said the specifications 
represented “flagrant discrimination 
against Studebaker.” 

Brost Motors, Inc, (Dodge-Plym- 
outh) was the low bidder for six- 
cylinder sedans with standard 
transmissions for the Buffalo Police. 

Purchase Director Joseph C, 
Stiglmeier said the police will get 
from one to 55 sedans, depending 


upon available funds. 
* od 


N. C. Planning to Offset 


Higher Cost of Cars 

RALEIGH, N. C—The North 
Carolina Division of Purchase and 
Contract announced it has decided 
to pay sharply increased prices for 
autos it will use in 1959 and will 
try to offset part of the difference 
by policy changes which may in- 
clude shortening the replacement 
time and by buying smaller U. §. 
cars. 

Division Director William R. 
Henderson said bids were higher 
by more than $350 per vehicle 
over the prices paid last year. 
He said the difference apparently 
resulted from a decision by manu- 
facturers to discontinue dealer sub- 
sidies. 
| Henderson said the State Board 
of Award will award the contract 
|for supplying agencies other than 
the State Highway Patrol to O'Neal 
|Motors Co., Raleigh, whose base 
| Plymouth bid of about $1,728, was 
|}up from the '58 base price of about 
| $1,380. 


* 
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COMPLETE line for all applications 


TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 


transmission applications. 


Application information 


for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 


interchangeability — it's 


Tulsa Power Take-Offs! 


Tulsa Winch 


DIVISION OF VICKERS. INCORPORATED © TULSA. OKLAHOMA 
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alles New President .. . 


Allout Drive Mapped 
Wor Territory Law 


(Continued from Page 1) 


tion and others were confirmed by 
the full board last week. 
* + * 

MAPPING their legislative 
plans, board members agreed to 
“do everything in our power indi- 

dually and through the directors 
in our regions to get the support 
nd approbation of congressmen 
land senators in behalf of this auto- 

pbile industry bill.” 

The bill in question is being 
rafted now by NADA attorneys. 


The board also voted to insti- 
tate an international relations 
program and to join the Interna- 
tional Office for Motor Trades 
and Repair. 

NADA will survey members to 

prmine what special problems 

involved in selling imported 
cars, and a NADA representative 
will visit European auto executives 
“to lay before them the desires of 
American dealers handling im- 


ed cars.” 
= > > 


F RESIDENT DEAN CHAFFIN} 
recommended that the inter-| 
tional relations program should 

ude: 

1. Inviting European car officials} 
and importers to the Chicago con- 

ention. 

2. Sponsoring tours in connec- | 
tion with the IOMTR congress to | 
be held in Copenhagen in Sep- 
tember, 1959. 

3. Conducting a vigorous program | 
to enroll imported-car dealers as 

ADA members. 

A new International Relations 
Committee was suggested, to con-| 
gst of C. Ed Filandro, chairman; | 
William H. McCune, Ray D. Wilson, 
Sterling Edwards and Ed L. Cleary. 

Chaffin’s report also urged ap- 
pointment of a committee to study 
the possibility of NADA’s creating 

purchasing an insurance com- 
pany. | 

It asked that the NADA staff) 

estigate the possibility of holding 
1963 convention in Detroit. 

It urged that no booth space 

in the NADA exhibition be sold to 
organization for the promo- 
of leasing plans. 

It decided to “soft pedal” the 
noval of auto excise taxes until 
r legislative objectives have 

en achieved. 

> > * 
FFIN also urged the employ- 
ment of a labor attorney, a tax 


AMC to Expand 
apacity 33% 


(Continued from Page 1) 


beginning of 1960 model produc- 
tion. 


He said Rambler's current retail 
fales rate is in excess of 300,000 cars 
@ year, and he expects the rate to 
tise to 400,000 early in the 1960 

bdel year. 








> . > 


WP OMNEY announced the program 
at a meeting of 300 of AMC’s 
suppliers. He said the company 

bes not plan integration and in- 
lends to rely extensively on its out- 
je sources in present and future 
expansion programs. 
None of the $10,150,000 in the 
Present program will go for 
on and mortar,” Romney 


“We will spend $46 million at 
Milwaukee and $5,550,000 at Keno- 
sha, Wis.,” he said. “At Milwaukee, 
We will increase our body capacity. 
We will install additional welding 
equipment there, lengthen the trim 

and add to our paint facilities. 
* * ” 
“AT KENOSHA, we will boost 
our six-cylinder engine capac- 
ity. Additional equipment will be 
installed to increase the capacity of 
our rear-axle and front-suspension 
Machine lines. 

“Our final and subassembly 
oe tuety have suet ca- 
. We plan to forgings, 
stampings 


attorney and an assistant to the 
president who would help NADA’s 
top officer with speeches, releases 
and correspondence. 

Chaffin also asked that the 
NADA Personnel Relations Com- 
mittee be authorized to design a 
format for the creation of associ- 
ations of automotive managers 
within each state. 

“I can think of no better medium 
in the area of labor relations for 
keeping our own employes informed 
at all times of the dangers of affili- 
ation with labor unions and the 
ultimate consequence to their deal- 
er’s business,” Chaffin told his fel- 
low directors. 
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scheduled the day after the Chicago 
convention. 
= * a 

= NADA president also warned 

the board that “at this moment, 
the National Independent Automo- 
bile Dealers Assn. is sponsoring the 
creation of state associations as 
affiliates to cooperate with their 
national to help destroy the prin- 
ciples of NADA.” 

He called NIADA’s current 
campaign to bring in salesmen, 
supply houses, finance companies, 
insurance companies, banks, oil 
companies and tire industry rep- 
resentatives “an unorthodox 
membership drive.” 

Chaffin declared that groups “pre- 
tending to represent the retail auto- 
mobile industry” have attacked the 
constitutionality of the price- 
sticker law “and have designs on 
the Good Faith Act.” 

“To me,” said Chaffin, “this is one 
of the greatest arguments for 
NADA when we approach the 
dealer for his membership.” 

New directors seated at this 
meeting were William H. Terry, of 
Florida; Elson G. Sims, Indiana; 


Chaffin’s recommendations were| William E. Boyce jr., Maryland; 
referred to the policy and bylaws| Arthur E. Summerfield jr.. Mich- 
committee with instructions to re-|igan, and James M. Allton, Mis- 


port back at the board meeting 


souri. 








turns at the space chort. 





Pinning the ‘Tail’ on Show Space— 
Milwaukee Counfy Automobile Dealers Assn. employed unconventional methods in 
picking locations for their exhibits in the 1959 Milwaukee Auto Show, Feb. 7-14. 
Envelopes containing numbers were strewn on the floor and each line group chairman 
took his pick. Then, in the method of the “pin the tail on the donkey” they took their 


From left, L. E. Siegel (Cadillac), association president; 
Edward C. Wehe (Studebaker), general chairman; and Ray Lorch jr. (Chevrolet), select 
the location for the Chevrolet displays. 








Open letter to dealers 


interested in one of the finest 
long-term automotive profit 
opportunities ever made available 





Gentlemen: 


Having recently returned from a series of 


management meetings with our parent com- 


pany in Japan, I am firmly convinced that 


we offer one of the finest long-term profit 


opportunities ever made available to a 


dealer organization. 


Early in 1959 we plan to spread our distri- 
bution throughout the entire United States 
with an expanded line of quality vehicles. 


Parts depots and factory service training 


schools are being established in the Eastern 


United States to give the vital support neces- 
sary to a profit-making dealer organization. 


We want to present the Toyota story to you 


—aincluding the vehicles, price structure, 
national and local advertising programs, 
factory service training, parts availability, 


warranty programs, etc. 


TOYOTA MOTOR SALES © U.S.A. 


If you are interested in hearing the Toyota 
story and in joining the Toyota dealer 
organization, as did one of our recent addi- 
tions in the Sacramento Valley (who has 
had the pleasantly profitable experience of 
retailing over 100 Toyopet. Crowns in his 
first few weeks as a dealer! ), please address 
your inquiry to me, in the East, c/o Toyota 
Motor Distributors, Inc., 353 West 57th 
Street, New York 19, N. Y., or in the West, 
c/o Toyota Motor Distributors, Inc., 6032 
Hollywood Blvd., Los Angeles 28, Calif. 


Sincerely, 


Erik J. HANSEN 
General Manager 


i 
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Houston Down 45%; Philadelphia, 30% . . . 


Attendance Off at 2 More Shows 


By John E. Walsh 
Staff Writer 


WO more auto shows have been 

added to the list of those which 
drew fewer visitors this year than 
last. 

Attendance at the Houston 
show, largest thus far in the 
South, was off about 45 percent, 
according to Bobby Pearson, 
chairman. 

Charles A. Bott, president of the 
Philadelphia Automobile Trade 
Assn., reported the turnout at the 
Quaker City exposition was down 
about 30 percent. 

Attendance drops previously had 





Pardon my eye-patch_ 
STG ee RS 
dazzling... 


at the fabulous 


Roney Plaza 


HOTEL 


in the heart of Miami Beach fun belt! 


Three-block long, sun-drenched private 
beach. Olympic size pool. Cabana Colony. 
Acres and acres of tropical gardens. Ten- 
nis courts. Putting greens. Steps away 
from clubs, famed Lincoln Road shops. 
Minutes from race tracks, Jai-Alai and 
deep-sea fishing. Luxurious air-condi- 
tioned suites and rooms—with free TV. 
Dancing and entertainment nightly. 


53 of 283 rooms 
per day, per person, double occupancy 
i | to Dec. 19 316 Dec. 19 to Jan. 4 
world-famous Roney meals 
kfast & Dinner) European Plan available 
For reservations call: 
N.Y.: MU 8-0110 (Open Suns.) 
Chicago: AN 3-6222 
or SEE YOUR TRAVEL AGENT 


7 acres On the Ocean 
at 23rd Street, Miami Beach 


How Can The 
Stimulator Dealer 


Be Handled? 


The answer to 
this and count- 
less other ques- 
tions is in “The 
Automobile 


(Brea 


This Peokestas 
book, now in its 
second printing, 
has been ac- 
claimed the 
“bible” [ee rent now with 
cou ,» ater S, you are 
not lccaohaned that this book merits 
being a worthwhile, permanent ref- 
erence, return it and your money 
will be refunded. Send for your 
copy now before it slips your mind. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


anny femeies) e of the new book, 


=|ported a sales increase during the 


| tomer, testified that the purchase 


|@ week after the customer had 
signed the order and driven away 





been reported for shows in St. Paul, 
Detroit and St. Louis. 
* * = 
NLY in the Far West have show 
attendances been above par. 
Los Angeles dealers reported a rec- 
ord turnout. Attendance was up 
nearly 100 percent in Phoenix, and 
Spokane drew almost 10,000 more 
this year. 

Christmas shopping and the 
Thanksgiving week-end provided 
too much competition for the 
Houston show, Pearson said. 
The nine-day affair attracted only 

35,482 visitors, compared with 65,944 
for the previous show, which was | 
held last January. 

Pearson said some dealers re- 


show. At least one car—a $7,500 
Cadillac—was sold off the show) 
floor, he added. 

Ralph Fowler, show coordinator, 
said, “Everyone seems well pleased 
with the price sticker.” 

Admission to the show was $1.25, 
with _proceeds | divided _between the 





Rotary Club and the Variety Boys 
Club. 

* * * 
PPROXIMATELY 62,000 turned 
out in Philadelphia, compared 

with about 88,000 a year ago, Bott 
said. 

“Although attendance was 
down, we consider the show a 
success from the standpoint of 
sales,” he added. “Dealers are 
satisfied with the results. 

“We consider it the shot in the 
arm we needed since it brought a 
healthy number of prospects and 
sales at a time when showroom | 
traffic was not up to advance! 


| hopes,” Bott said. 


The Army-Navy football game 
and others in the vicinity cut down | 
the Saturday attendance and only 
about 6,000 showed up on Thanks- 
giving Day, he said. 

“Some dealers thought that show 
visitors were in more of a buying 
mood this year,” Bott said. “One 


> | Dodge-Plymouth — dealer said his 


Detroit Urged to Stage 
National Auto Show 


DETROIT. — Thomas R. Reid, 
director of civic affairs for Ford 
Motor Co., has urged the Detroit 
Convention and Tourist Bureau 
to promote a national auto show 
here each fall. 

He recommended that the show 
start in the fall of 1960, when the 
City’s new Conventions and Ex- 
hibits Building will be completed. 
Previous national auto shows 
have been held in New York City. 


sales were 30 percent higher than 
last year.” 

A three-day show held at the 
Manchester (N. H.) State Armory 
by the Manchester Exchange Club 
was attended by. about 5,000, up 100 
over last year’s turnout. 

Show proceeds help support the} 
club’s charities program. 

* * * 
HOW SHORTS: The Middletown 
(O.) show, originally scheduled 


|for January in the State Armory, 
will be held Feb. 20-23, according | 
to James Ourry, president of the| 


Middletown New Car Dealers Assn. 


One of the principal attractions | L. 


a 


of Auto Show Week in Buffalo 
Jan. 19-24 will be the awarding 
of a $2,500 credit toward the pur. 
chase of a new car, said Martin 
J. Echtenkamp, president of the 
Buffalo Automobile Dealers Assn, 

The fifth annual American Legion 
Auto Show will be held Jan. 1-Feb, 
1 in the Augusta (Me.) State Ar- 
mory. A larger show and more 
entertainment are scheduled this 
year, said Henry Roderick, show 
chairman, 

“The Miracle of Motoring” will be 
the theme of the annual Memphis 
show Jan. 8-11 in Ellis Auditorium, 


Export Executives 
At Willys Hold 


Sales Conference 


TOLEDO. — Willys-Overland Ex- 
| port officials from all parts of the 
world met here last week for a 
general sales conference and a 
discussion of goals for 1959. 

Officials of the home office and 
Willys of Canada joined in the 
conference. 

Speakers included S. A. Girard, 





Four Dayton Dealers Face Rule 8 Charges | 


By Bill Francois 
Staff Correspondent 
DAYTON.—Charges against four 
Dayton auto dealers were aired last 
week before the Ohio Motor Ve- 
hicle Dealer’s and Salesman’s Li- 
censing Board and, once again, Rule 
8 was the chief reason. 


As Charles Cronin, board pres- 
ident and Cincinnati auto dealer, 
put it, “Rule 8 is the best thing 
that ever happened for auto deal- 
ers and buyers alike.” 

Since its adoption three years 
ago, the number of complaints in 
Ohio has continued to decline | 
after the groundswell of 1955 and | 
1956. And the credit, Cronin in- 
sists, goes to Rule 8. 

Yet, at the hearing today, it was)! 
obvious that dealers and their em-| 
ployes may not be too certain of! 
its meaning or how it can be used 


| to protect both the dealer and the 
| buyer. 


One sales manager, after a ‘58 
model had been delivered to a cus- 


order had not been completed until 


in his new car. 

Cronin, somewhat wearily, asked 
the sales manager if he knew the) 
contents of Rule 8. “Yes,” came the 
firm reply. But further questions 
soon showed that the auto dealer 
was quite fuzzy about its contents, 
especially when Cronin asked, 
“Then why wasn’t the purchase 
order completed at the time is was) 
signed?” 

The reply, “We didn’t know 
about financing, taxes, ete.,” | 
prompted this admonition from 
Cronin: 

“The board would not criticize if 
the payoff was not verified. All you 
have to do is write ‘to be verified’ 
opposite the figures on the purchase 
order” which have not yet been 
firmed up. 

Cronin then cited Rule 8: 

“Every retail motor vehicle sale 
shall be evidenced by an instru- 
ment in writing, which shall con- 
tain all the agreements of the 
parties and shall be signed by the 
buyer. Prior to or concurrent with 
any motor vehicle sale, the seller 
shall deliver to the buyer a written 
statement describing clearly the 
motor vehicle sold to the buyer, the 


Kettering Estate 
Tops $200 Million 


DAYTON, O.—An estate esti- 
mated at a little more than $200 
million was left by Charles F. Ket- 
tering, former GM research director 





1} and automotive inventor who died 


Nov. 25. 

Officials of the Montgomery 
County Probate Court, where the 
will was filed, said the exact size 
of the estate will not be known 
until an inventory has been taken. 

Most of the fortune, in the form 
of shares of C. F. Kettering, Inc., 
was divided between the Kettering 
Foundation and a separate philan- 
thropic trust. A son, Eugene W., 
and seven other relatives also were 


|| named in the will. 


Giving Car Away 


amount credited to the buyer for| 
any trade-in and a description 
thereof, the amount of the finance | 
charge, the amount charged for 
motor vehicle insurance ... the | 
amount of any other charge speci- 
fying its purpose, the net balance} 
due from the buyer, the terms of 
the payment...” 

And he emphasized the words, 


Florida Auction | 


DAYTONA BEACH, Fla.—Buick 
Day will be observed tomorrow 


| (Dec, 16) at the Florida Auto Auc- 


tion, Daytona Beach Municipal 
Airport. 

A fully equipped 1959 LeSabre 
hardtop will go to the dealer hold-| 
ing the lucky ticket among those 
given with each car bought or sold 


}at the auction during the last few 


months, auction officials said. 

The Buick was purchased from 
Williams Buick Co., Jacksonville, | 
selected on the basis of the new- 
ear dealer having done the most 


| business with the auction, officials 


said. 


Dealer Ncdime 


miles from here recently had the 
misfortune to wreck her car in our 
town. She was unable to travel and, 
by her own choosing, bought a new 
car from us. 

If we had had to pay her home- 
town dealer a commission for doing 
nothing, the deal probably never 
would have been consummated, 
thus doing both her and us an in- 
justice. 

~ 


AS well as every other 
legitimate dealer who empha- 
sizes service and who doesn’t for- 
get his customers after the sale, 
have had customers who have 
moved away. 


To practically prohibit these 
people from returning to their 
friend and dealer to purchase 
another automobile is unjust. A 


Seat-Belt Promotion 
Opened by 3 Groups 


CHICAGO —A campaign to 
popularize the use of seat belts in 
passenger cars was announced 
last week by three national saf- 
ety and health organizations. 

The campaign — conducted by 
the American Medical Assn., the 
U. S. Public Health Service and 
the National Safety Council—is 
aimed at reducing deaths and in- 
juries on the highway. Theme of 
the campaign is: “It’s smart to 
use seat belts.” 


| view; Park Motors, 


“prior to or concurrent with any ecutive 


motor vehicle sale.” 


ness stand somewhat subdued. 
Cronin said the board will return 
a decision in these cases in two 

t three weeks. A number of 
alternatives exist: a reprimand, 
probation, suspension, revocation 
and even fines if a dealer is 
found guilty of a charge or 
charges. 

William Skelton, inspector of the 
Bureau of Motor Vehicles, said 
after the hearing that most of the 
charges which he investigates in- 
volve Rule 8, but that the number 
of complaints have dropped since 


| the adoption of this rule. He added 


that perhaps 15 complaints from 
the Montgomery-Miami county 


|} areas are investigated that overall 


as many as 30 complaints may be 
investigated during a year. 

The four Dayton dealers accused 
of Rule 8 violations are: 

Herb’s Auto Sales, 922 W. Third; 
Victory Auto Sales, 2000 W. River- 
Inc., 701 S. 
Patterson, and Cantrell and Guy, 
Inc., 429 N. Main. 


Objections 
To Territory Security 


(Continued f 


rom Page 2) 


person’s address should not dic- 
tate where his purchases should 
be made. 


| 


| general manager of Willys Motors; 
K. Covelle, W. S. Pickett and 
M. A, van Merkensteijn, executives 
of the export firm. 

J. C. Delaplain, senior vice-pres- 
ident; S. W. Taylor, engineering 
vice- president, and B. J. Heard, ex- 
engineer, discussed Jeep 


| products. 
The sales manager left the wit- | 


Another thing is that it won't 


work. Factories have tried it before 
to no avail. It encourages false reg- 
istrations, substitutions, etc. Those 


restrictions may look good on| 
paper, but to enforce such nonsense 
would be both cumbersome and ex-| 


pensive. 

It also seems to us that if the 
dealers who are seeking a Utopia 
through legislation would work as 
hard taking care of their customers 
as they do seeking outside help, 
there would be no need for legisla- 
tion that would be detrimental to 
them in the long run. 

* = * 

HE loudest criers seem to be 
. the big-city dealers. Actually, 
every big-city dealer has more 
prospects and customers within a 
few blocks of him than he could 
ever take care of, if only he would 
work instead of gripe. 

If we or any other-dealer treat 
our customers the w they hope 
to be treated, there Poula be no 
need of distant buying. 

But by the same token, if John 
Q. doesn’t like the way we sell 
our product, it should be his 
prerogative to go elsewhere. 

We feel that we are voicing not 
only our opinion, but that we are 
speaking for all conscientious, serv- 
ice-minded dealers who are out not 
just to make a “fast buck” and then 
immediately forget their obliga- 
tions.—Leonarp E. Jackson, Jack- 
son Motor Sales (Dodge-Plymouth), 
Lowell, Mich. 








ADVERTISEMENT 


WHY IT PAYS 
TO FOLLOW-UP 


by: M. Pastrone 





Sales, a problem today, but what 
about tomorrow? In an economy 
destined for growth, today’s sales 
problems can only be multiplied. 
That is why so many automobile 
dealers are turning to Specialized 
Business Services with their follow- 
up problems on New and Used 
Car and Truck Sales. 


Like a fine watch S.B.S. follow-u “p 
service is synchronized for depen 
able performance, a precise balance 
between long range planning 
advance selling. Effective thinking 
and doing have produced such a 
plan. Consistency and punctuality 
are the keys to any successful 
follow-up. Their punctual delivery 
is guaranteed by S.B.S management 
for the past five years. 


If you are concerned with a follow- 
up service for your company—alert 
to the advantages of keeping your 
plans to a growing future— 
never was a better time than sow 
to check the advantages Specialized 
Business Service offers you and 
your company. 

You can avail yourself and your 
company of this service today! 
Simply write to S.B.S., Inc., P. 0. 
Box 838, Pomona, California, and 
we will send you without oblige 
tion one of our complete Brochures 
describing in detail the Program. 


Our service is used and recom 
mended by hundreds of Dealers 
and Salesmen throughout the 
United States, Honolulu, and Can- 
ada. Just remember, the Dealer 
that needs a good follow-up service 
is already paying for it. 








WESTERN 
SNOWPLOWS 


With Power 
WILLYS, FORD, 
DODGE, 
CHEVROLET, 

GMC 


Ready to Install on Your edi 
FOB FACTORY 


Western Snowplow Div., Dept. 12-15-AN 
DOUGLAS 














iffalo 
‘ding 


artin 















Car, Truck Output Estimates 
By Automotive News 



















































, the 
\ssn, PASSENGER CARS 
gion (U. S. PRODUCTION ONLY) 
.-Feb. Week Week Jan.1 = Jan. 1 
e Ar- Ended Same Ended Output, To To 
more Dec. 13, Week, Dec. 6, December, Dec. 14, Dec. 13, 
this 1958 1957* 1958* ToDate 1957* 1958 
show $M R. MOTORS ** ...... 8,000 3,383 7,989 15,989 106,241 201,737 
III. a ceuiintsipdeinhtondniids 8,000 3,383 7,989 15,989 101,335 201,887 
vill be BAR YSLER CORP. ...... 5,800 22,960 14,724 20,524 1,193,175 560,867 
nphis SEINE» scxussudessevosevsbetiies 400 2,188 1,612 2,012 115,813 47,552 
rium. © imperial .................... 450 729 488 938 37,090 12,589 
350 1,787 947 1,297 116,247 35,130 
Re  ccnscacsanee 600 4,991 «=—«:1,902 = 2,502 «287,572 109,588 
Ridadwesecbetmeutis 4,000 §=13,265 9,775 13,775 636,453 356,008 
mali 41,985 38,696 41,564 83,549 1,815,450 1,129,318 
@ —_- FBdsel nee 1,855 444 1,817 3,672 53,544 22,422 
TU nissan stinemcinsinelianetst 33,760 31,822 33,391 67,151 1,458,184 965,585 
ee 885 968 883 1,768 35,674 24,029 
ee 5,485 5,462 5,473 10,958 267,604 117,282 
nd a@ENERAL MOTORS .. 80,537 79,318 79,741 160,278 2,683,139 1,995,520 
EEE wogsteucttdievenlecenseenttl . 11,196 11,420 10,931 22,127 388,258 235,464 
td 4,300 3,371 4,413 8,713 147,141 116,947 
: SINE ‘ictestissetnsieedl 45,000 44,920 43,886 88,886 1,450,673 1,156,412 
Oldsmobile ................. 10,941 10,825 11,169 22,110 370,709 287,288 
ie Le IEE 9,100 8,782 9,342 18,442 326,358 199,409 
ti CORP 3,782 1,136 3,343 7,125 71,525 50,097 
se IRIN © ccnccsseecacceoosse ‘5 Oates ee 5105 ‘1,745 
-pres- § Studebaker 3,782 979 3,343 7,125 66,420 48,352 
eering a 
‘d, ex- §Total Cars, U.S. ........140,104 145,493 147,361 287,465 5,869,530 3,937,539 
Jeep " = 
ee rican Motors’ totals for 1957 include Nash and Hudson production. 
Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
5 (U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
J A Ended Same Ended Output, Th To 
Dec. 13, Week, Dec. 6, December, Dec. 14, Dee. 13, 
1958 1957* 1958* To Date 1957* 1958 
9,200 7,900 8468 17,668 338,303 257,981 
what 150 141 135 285 5,591 5,565 
nomy voo . 70 46 38 108 2,685 2,693 
sales DGE 1,800 1,634 1,850 3,650 74,351 55,231 
lied. D 6,900 6,164 7,004 13,994 324,697 230,285 
— ; . 1580 1,489 1,790 3,370 66,431 57,770 
ous ERNATIONAL ..... ......... 2861 .. vuuee 116,770 79,604 
Used I lai 7 300 365 252 552 16,857 13,440 
DEBAKER . 312 152 308 620 9,122 9,621 
— TTE*** . 415 357 419 834 18,032 16,523 
pen ED, cestiien 2,175 1,422 2,141 4,316 58,219 85,871 
na SCELLANEOUS** . 76 73 71 15342410 4,257 
— Total Trucks, U. S. .... 22,978 22,604 22,572 45,550 1,036,299 818,341 
alt Total Cars, Trucks, 
ive a 163,082 168,097 169,933 333,015 6,905,829 4,756,330 
ment | B Total Cars, Trucks, 
Canada ............. 9,490 7,061 8915 18405 398,156 334,11 
low. I . 
alert | @ Grand Total, 
your Cars and Trucks, 
there U. S. and Canada....172,572 175,158 178,848 351,420 7,303,985 5,091,191 
sow 
—- lancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 
‘Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totais. 
yar All U. S. totals include cars and trucks for military orders. 
oday! ‘ haiti 
P. S 
‘| Muto Credit Total Drops 
hures 
a 12th St ht Month 
oo | OT raig on 
ealers 
t the |PWASHINGTON.—The volume of) personal loans increased during the 
Can- iomobile credit outstanding de- month. 
ealer d in October for the 12th con-| Both the amount of auto credit 
ervice }Meutive month, the Federal Re-| extended and the amount repaid in- 





e Board reported. 

The board placed total auto 
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15-48 | EMIDDLETOWN, O.—James 

try, Ross Motors, has been 
d president of the New Car 
rs Assn, of Middletown. He 
feeds James Guyler, Guyler 











» Sept. 30 total. The totals are | 


creased in October over the Sep- 
tember rates. 

Auto loans granted in October 

totalled $1,173 million, compared 
to $1,105 million in September and 

$1,393 million in October of last 

| year. Consumers paid $1,341 mil- 

| lion on their auto debts in Octo- 
ber, compared to $1,287 million 
in September and $1,376 million in 
October, 1957. 

Of the total auto credit outstand- 
ing on Oct. 31, commercial banks 
held $6,103 million, down $43 million 
during the month and down $280 
million in the last year. 

Finance companies held $6,477 
million in auto paper on Oct. 31, 
a drop of $124 million for the month 
and down $1,060 million in the last 
year. 

Other financial institutions held 
$1,157 million, up $5 million dur- 
ing October and a gain of $61 
million for the year, 

Auto. dealers held the other $427 
million of the total auto paper, a 
drop of $6 million during the month 


and a decline of $62 million during| Four new cars and 15 autos in for 


the year. 
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Chevrolet, Rambler Zoom 





Chrysler Tieup Cuts 
Car Output to 140,000 


(Continued from Page 1) 


heavily on Pittsburgh products, 
but Studebaker-Packard Cor p., 
American Motors Corp. and Ford 
Motor Co. also buy from the glass 
supplier. 

Least affected of the four, how- 
ever, would be Ford, which pro- 
duces more than half of its own 
glass. General Motors buys its glass 
from Libbey-Owens-Ford, which 
has settled its labor contract. 


The industry’s top producer last 


week was Chevrolet, which set} 


weekly highs for both car and com- 
bined car and truck assemblies. 


The 45,000 cars scheduled for 
production last week surpassed 
Chevrolet’s former high of 44,920 
units built during the week ended 
Dec. 14, 1957, and its combined out- 
put of 54,200 cars and trucks topped 
its former high of 53,630 vehicles 
produced during the week ended 
Nov. 23 a year ago. Chevrolet’s out- 
put last week compared with its 
43,886 cars and 8,468 truck assem- 


blies a week earlier. 


+ * > 


HE other record breaker last 

week was Rambler, which 
turned out 8,000 units in six days 
to eclipse its former high of 7,989 
assemblies the previous week. 

Continuing at is present pace, 
Rambler is almost sure of sur- 
passing its monthly high of 26,- 
571 assemblies in November. It 
already has produced 15,989 cars 


during the first two weeks of this | 


month. 

Also hovering close to its record 
4.413 assemblies established the pre- 
vious week was Cadillac, which pro- 


duced an estimated 4,300 cars last} 


week. The record six-day output 
mark set the previous week topped 
the former high of 4,337 units built 
during the week ended Dec. 16, 
1956. 

Although not operating at record 
levels, Studebaker last week 
reached its high output since the 
week ended Feb. 11, 1955. The 3,782 
cars rolled from the lines at South 
Bend last week compared with the 
3,343 units built a week earlier and 
marked the highest level that maker 
has reached since 4,083 Studebakers 
were produced during the second 
week of February, 1955. 


> * > 
aes for strike-riddled opera- 

4 tions at Chrysler Corp. and 
slight declines at Oldsmobile and 
Pontiac due to five-day operations 
at the B-O-P assembly unit in 
Atlanta, car output was on the in- 
cline last week. 

Ford division, which worked all 
except its Long Beach (Calif.) 
and Mahwah (N. J.) plants on 
Saturday, turned out an estimated 
33,760 cars last week, compared 
with 33,391 units a week earlier, 
and put itself in a position to 
build its millionth car of the 1958 
calendar year this week. As of 
Saturday, Dec. 13, the division 
had turned out 965,585 cars, Its 
millionth car of 1957 was built 
on Aug. 16. 

In other Ford Motor Co. opera- 
tions, Mercury was up from 5,473 
to 5,485 assemblies; Lincoln had 885 
assemblies last week, compared 
with 883 a week earlier, and Edsel 
climbed from 1,817 to 1,855 units. 

GM’s five divisions turned out 80,- 
537 cars last week, compared with 
79,741 units a week earlier, and 
put the corporation in a position to 
reach a milestone today (Dec. 15). 
- = * 


Ta corporation should build its 
two millionth car: of the year 
today. The corresponding car of 
last year was rolled from the lines 
on Aug. 30. 

A breakdown of Buick, Olds- 
mobile and Pontiac operations 
last week, showed Buick up from 
10,931 to 11,196 assemblies; Olds- 
mobile off from 11,169 to 10,941 
units, and Pontiac down from 9,- 
342 to 9,100 units, All three, how- 


Fire Sweeps Evans Shop 


PAYETTE, Id.—Fire destroyed 
the shop area of Evans Motor Co. 


with an estimated $100,000 damage. 


service were damaged, 


ever, were scheduled to work six 
days. 

Chrysler Corp. output fell from 
14,724 to 5,800 units as all except 
its Imperial divisions were affected 
by parts shortages brought on by 
a strike of a stamping plant and 
forge in Detroit. A strike at the 
Dodge plant in Detroit halted all 
operations there for the second 
consecutive week. 

A breakdown of Chrysler Corp. 
activities showed Plymouth with 
4,000 assemblies last week, com- 
pared with 9,775 a week earlier; 
Chrysler division down from 1,612 
to 400 units; Imperial off from 
488 to 450 units; DeSoto down from 
947 to 350 assemblies, and Dodge 
with 600 assemblies last week, 
compared with 1,902 a week earlier. 

* > ° 


(= sas division worked only 
Monday in Detroit and Monday, 
Tuesday and Wednesday in Los 
Angeles; Plymouth worked Monday 
in Detroit, the first two days of the 
week in Newark, Del., and the first 
three days in Evansville, Ind., and 
Los Angeles; Dodge worked the 
same schedules in Newark and Los 
Angeles as Plymouth and DeSoto 
the same schedule at Chrysler divi- 
sion. Imperial was the only division 
able to work the entire week in 
Detroit—the only place it is built 
in the U. S. 

Truck output last week totalled 


LOUISVILLE.—A dealer who ad- 
vertises he is selling "59 models for 
“less than the price labels pre- 
scribed by the U. S. Government” 
is not violating the sticker law, ac- 
cording to NADA’s assistant gen- 
eral counsel. 


The question was raised by a 
member of the Kentucky Automo- 
bile Dealers Assn. and referred 
to NADA’s legal department. 
This is the opinion of Stephen S. 
Simmerman, assistant general 
counsel: 

“The labelling law merely re- 
quires that the label remain intact 
and unaltered on the new automo- 
| biles until they have been sold to 
and delivered into the actual cus- 
tody and possession of the ultimate 
purchaser. 

“The labelling law does not 
establish the dealer’s retail prices 
for new automobiles. 

“In other words, the dealer may 
sell his new automobiles at prices 
below or above the manufacturers’ 
suggested retail prices shown on 
the labels. 

“As I see it, unless the advertised 








automobiles are in fact sold for! 


‘hundreds less than price labels 
prescribed by the U.S. Government,” 
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an estimated 22,978 units, com- 
pared with 22,572 assemblies a 
week earlier and 22,604 units dur- 
ing the week ended Dec. 14 a year 
ago. 

Canadian output last week total- 
led 7,829 cars and 1,661 trucks, com- 
pared with 7,527 cars and 1,388 
trucks a week earlier. The total 
vehicle output of 9,490 units last 
week, compared with 8,915 a week 
earlier and 7,061 units during the 
week ended _—. 14 é year ago. 


Cadillac Builds 4, 413 Cars 
To Eclipse Output Mark 


DETROIT.—Cadillac turned out 
4,413 cars during the week ended 
Dec. 6 to surpass the old mark of 
4,337 autos built during the week 
ended Dec, 16, 1956. 

Cadillac currently is producing an 
average of 728 cars daily on two 
nine-hour shifts, according to 
James M. Roche, division general 
manager. 

With overtime planned through 
the end of December, the monthly 
production record of 16,008 set dur- 
ing the same month of 1956 could 
be broken this month, Roche said. 


+ 


Mack Seals Ohio Plant; 


Allentown to Build Buses 

PLAINFIELD, N. J. — Mack 
Truck, Inc., announced last week 
that it is closing down production 
at its Sidney (O.) plant, and trans- 
ferring manufacturing of its 97D 
cross-country bus and various type 
fire fighting apparatus from there 
to its Allentown (Pa.) plant. 

The switch will be carried out 
over the next three months and 
will affect some 450 workers cur- 
rently employed at Sidney, a Mack 
spokesman said. 

No reason was given for the 
move. 


Can Advertise ’59s for EGG os 


Ads and the Sticker Law 





then the ad might be construed as 
false or misleading advertising. 
“But this is an issue that would 
have to be solved on a local basis 
under your State law or, depend- 
ing on the circulation of the 
newspaper in which it appeared, 
it might be considered as adver- 
tising in commerce and also 
under the jurisdiction of the 
Federal Trade Commission. 

“On the other hand, if the dealer 
is in fact selling these cars as ad- 
vertised, then I know of no law he 
would be violating.” 


Cheaper 4-Door Hardtop 
Offered by Chevrolet 


DETROIT. — Chevrolet has 
added a four-door hardtop in its 
Bel Air series. It is a flat-roof 





As a six-cylinder unit, the new 
ear is priced at $2,556, including 
Federal tax and the dealer- 
preparation fee. Chevrolet’s Im- 
pala Six four-door hardtop is 
$2,664. A V-8 engine is $118 extra 
in each series. 





Tribute from Italian Industry— 


Formal presentation of a replica of the famous Itala racing car is made to Mrs. 
George M. Slocum, chairman of the board of Automotive News, by Dr. Eric Da Rin, 


Italy's consul in Detroit. 


The presentation was a feature of the open house held in 


connection with the opening of the new headquarters building of Automotive News. 
The original ltala, which made a 8,700-mile run from Peiping to Paris in 1907, is on 
exhibit at the Automobile Museuni in Turin, Italy. The replica was a gift to Automotive 


News from the Italian auto industry. 
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As Dealer Sees Career... 


42-Year Romance in Auto Dealing 


By John K. Teahen Jr. 
Staff Writer 
DETROIT.—Amid all the criti- 
cism of the auto industry and the 
problems and slim profit margins 


AUTOMOTIVE NEWS, DECEMBER 15, 1958 


Detroit Auto Dealers Assn. Rund 
reminisced about the early days 
at DADA’s 30th anniversary 
meeting last week. 

Joining him were Ed Rinke 


Today, his volume is about the 
same, but he has 10 to 15 me- 
chanics at each dealership. 

The Rinke brothers recalled their 
days (1932-49) of handling every 


encountered by dealers in recent| (Chevrolet) and Norbert Rinke|General Motors make under one 
years, it’s refreshing to find an old-| (Pontiac-Cadillac), dealers since roof. 


time retailer who still insists that 
the auto business is the greatest in 
the world. 

Such a dealer is Sandy (Doc) 
Rund, who opened his first deal- 
ership in 1916 and now is one of 
the oldest active members of the 


Obituaries 


Earl Holley, 77; Supplied 
Ford’s First Carburetors 


DETROIT.—Earl Holley, 77, co- 
founder and chairman of Holley 
Carburetor Co., died Dec. 5. He 
supplied Henry Ford with the car- 
buretors for his early automobiles. 

Mr. Holley and his brother, 
George, started the firm about 1907. 
He retired as president nine years 
ago. He was a close friend of Ford, 
Thomas A. Edison and Harvey) 
Firestone. 

> > > 
J. Arnold Jeffries 

CHARLESTON, W. Va.—J. Arnold Jef-| 
fries, 51, auto dealer in St, Albans and} 
Dunbar, died of a heart attack Dec. 4. He 
Was a partner in Bostic & Jeffries, St. 
Albans, and owner of Robinson Motor 
Sales, Dunbar. 

> > * 
James Herbold 

YORK, Pa.—James Herbold, 45, manager | 
of the Northeast district for Campbell 
Chain Co., died at his home in Lexington, 
Mass., Oct. 30. 

+ om > 
Kenneth P. Hayes 

DETROIT.—Kenneth P. Hayes, 58, serv- 
fice parts manager of the Transmission & 
Axle division, Rockwell-Standard Corp., 
died Nov. 20. He started with Timken- 
Detroit Axle Co.. now the Transmission 
& Axle division, in 1925. 

> > > 


4. Francis Taylor 
SWARTHMORE, Pa.—J. Francis Taylor, 
70, former operator of Dodge-Plymouth 
dealerships in Chester and Media, died 
Nov. 29. 





Percy Edmund Frost 

PORTLAND, Me.—Percy Edmund Frost, 
72, former operator of Frost Motors, New- 
ton, Mass.. died Nov. 30 at his home in 
South Portland. He formerly owned Port- 
land Franklin Motor Sales and was a 
former general manager of Franklin Motor 
Car Co., Boston. 

* . * 


Ubert Harold Swett 
ROUND POND, Me. Ubert Harold 
Swett, 66, former auto dealer in New 
Jersey, died Nov. 29. 
. 


B. Sr. 
UTICA, N. Y.—Foster B. Cummings sr., 
. former owner and operator of Cum- 
. Inc. (Nash), died Dec. 1 after a 
long iliness. The firm also handied Stude- 
baker. Mr. Cummings established the busi- 
mess in 1938 and continued its operation 
until he retired 10 years ago. 
- * * 


Howard Herman Hanmer 


a Farmville hospital. 
* * 


Bayteman P. Fulfer 


P. Fulfer, 52, 


1917, and B. J. VerHoven (Chevro- 
let), who has been a dealer since 
1925. It was the first time Rund 
and VerHoven had met. 

“The auto business is like a ro- 
mance,” said the 70-year-old Rund. 
“I've enjoyed every minute of it, 
and I'd go into it again if I were 
starting out today.” 

He said he’s made a profit every 
year since he started, but he called 
the last two years the roughest he’s 
seen in the 42 years he’s been sell- 
ing cars. He looks for an upturn in 
1959 and mentioned a figure of 5.5 
million sales, including imports. 

Rund has handled Oldsmobile 
since 1934 and Cadillac since 1937, 
but his first franchise was for the 
old Jackson car. Its advertising 
slogan, he recalled, was “No sand 
too deep, no hill too steep.” 

Between Jackson and Oldsmo- 
bile, Rund said he sold “just 
about everything that was made.” 
His franchises included Moon, 
Diana, Star, Durant, Cord, Au- 
burn, Gray, Falcon, Willys, Hup- 
mobile. Graham-Paige and Chev- 
rolet. He handled many of them 
at the same time. 

“A supermarket operation?” he 
was asked. 

“You might call it that,” he re- 
plied. “You see, there’s really noth- 
ing new in the auto business.” 

Rund’s nickname—“Doc”—is no 


| accident. He’s a dentist and prac- 
| ticed that profession from 1911 to 


1926 before putting aside his drill 
to devote full time to his dealership. 
Rund is convinced that service is 


| the most important part of a deal- 
|er’s business, and his own experi- 


ence has borne that out, His two 
dealerships are located in “older” 
sections of the city and few of his 
customers live in the neighborhood. 
“But they keep coming back to 
me because they know I take good 
care of their cars,” he said. 
Discussing the growth of the 
service field, he said that in the 
early days he once sold 500 Jack- 
sons in a year with only two 
mechanics to take care of them. 


New ASI Assn. 
Is Incorporated by 
NSPA and MEWA 


CHICAGO. — The Automotive 
Service Industry Assn. has been 
incorporated by a committee rep- 
resenting the National Standard 
Parts Assn. and the Motor & 
Equipment Wholesalers Assn. 

The NSPA and MEWA boards of 
directors have approved a newly- 
created constitution and bylaws, 
and a merger committee has desig- 
nated 27 directors, including 18 
wholesaler and nine manufacturer 
director members. 

ASIA’s first membership meeting 
will be held at Chicago in February, 
1959, prior to the Automotive Serv- 
ice Industries Show. 


Dues-paid members of both as- 


‘| sociations will be regarded as vot- 


ing members of the new ASIA cor- 
poration, and it is contemplated 
that NSPA and MEWA will take 
the necessary action to dissolve 
their respective organizations. 

Boards of both MEWA and NSPA 
have agreed to make $200,000 as 
capital funds available for use by 
ASIA, one-half from MEWA and 
one-half from NSPA, subject to 
such approval as might be required 
under the existing laws. 


Hoover Acquires 


|2 Bearing Firms 


ANN ARBOR, Mich.—Purchase 
of two ball-bearing Strom 
Ball Co., Erwin, Tenn., and Cool- 
idge Corp., Middletown, O., has been 
announ by Hoover Ball & Bear- 
ing Co. 

Both firms will be operated as 
separate companies, with no man- 
agement changes planned, said 
Clifford H. Simmons, Hoover chair- 
man, 





They started with Buick and 
Oakland in 1917, added Cadillac and 
LaSalle in 1931 and Chevrolet, Pon- 
tiac and Oldsmobile in 1932. 

The Rinke operation grew from a 


general store started by their father | 


in 1905. Today, Norbert Rinke’s 


line, while Ed Rinke’s Chevrolet 
outlet is a block away. 

Norbert’s son, Roland, is associ- 
ated with his father and, at 34, has 
a distinction that few young auto- 
men can claim: During his early 
years in the business, he was 4 
part of a dealership that sold every 
make built by GM. 

VerHoven, who heads two 
Chevrolet dealerships, can look 
back on nearly 47 years in the 
transportation field. 

He started as a blacksmith in 
1912, opened a garage in 1920 and 
became an automobile dealer in 
1925 when he took on a Ford. fran- 


| chise. He has been a Chevrolet 


dealer since 1935. 
Principal speaker at the DADA 
dinner was Walter L. Couse, presi- 


Pontiac-Cadillac deal is on the site| dent of the Greater Detroit Board 
of that store in suburban Center-| of Commerce. Also on the program | (imported cars). 


HELP WANTED 
USED CAR SALES MANAGER — Large 
General Motors dealer metropolitan Chi- 
cago, in process of reorganizing its new 
and used car departments, is desirous of 
securing services of outstanding used car 
sales manager. Such a man must be of 
good appearance with character and in- 
tegrity unquestioned. It is imperative he 
have thorough knowledge of used car 
values both wholesale and retail—recon- 
ditioning—finance—insurance and sales 
procedures which will assure balanced 
stocks and fast turnover of retail and 
wholesale cars. Excellent salary and two- 
way incentive bonus plan will assure 
better than average used car sales man- 
ager substantial earnings in keeping with 
results, Include in application informa- 
tion covering past experience and volume 
on retail and wholesale. Submit refer- 
ences and a photograph. Replies held in 
strict confidence. Box 8724, c/o Automo- 
tive News, Detroit 7. 


THIS MAY BE 
YOUR OPPORTUNITY 


Large Chicago Buick dealer has opening 
for man of good appearance and person- 
ality, approximately 35-45 years of age. 
Experience should include successful back- 
ground in hiring and training of salesmen, 
plus sales procedure management. Fur 
ther aces qualifications include above 
average ability in closing sales and thor- 
ough knowl of appraising and re- 
conditioning. Type of man we need will 
be adequately compensated for his ef- 
forts in keeping with results. Because of 
reorganization program an unusual and 
excellent opportunity awaits man who can 
produce sales and profits in keeping with 
available potential. If you are an above 
average sales manager, interested in a bet- 
ter future, submit complete history of bus- 
iness experience including size of selling 
nization and sales volume. Also fur- 
references and a photograph. Re- 
plies will be held in strict confidence. 
Box 8726, </o Automotive News, Detroit 7. 


GENERAL MANAGER for Chevrolet deal- 
ership in metropolitan southwest area. 
Must have proven general manager ex- 
perience in GM line. Young, aggressive, 
with easily checked references. Provide 
complete resume and picture which can- 
not be returned. Must be available by 
January 1. Box 8714, c/o Automotive 
News, Detroit 7. 


NEW CAR SALESMEN—Chevrolet dealer 
on San Francisco Peninsula, California, 
has opening for salesmen who are inter- 
ested in steady employment with good 
working conditions and 
Previous sales record 


future. Box 8715, c/o Automotive News, 
Detroit 7. 


WANTED—Person with clerk experience in 
office parts or shop in heavy duty truck 
field such as Mack or White Trucks. 
Want immediate connection. Please rush 
qualifications to Box 8722, c/o Automo- 
tive News, Detroit 7. 


WANTED: EXPERIENCED PARTS MAN, 





ACCOUNTANT-AUDITOR-Business M a n- 
ager-Sales Representative. Twenty years’ 
experience as accountant, business man- 
ager, sales manager, general manager 
and partner in new car dealerships. Both 
General Motors and Ford experience. Col- 
lege trained in business administration, 
desires position with targe cealership or 
manufacturer, Age 38, married, prefer 
east coast but will relocate cther area if 
position warrants it. Box 8690, c/o Auto- 
motive News, Detroit 7. 

BUSINESS MAN AGE R-ACCOUNTANT. 
Volume GM dealer experience. Full re- 
sponsibility for accounting, finances, fore- 
casts, daily operating controls and aiding 
dealer in overall management problems. 
Will relocate anywhere in Florida. Con- 
tact direct: Howard Silbernagel, 2923 N. 
Ocean Bivd., Ft. Lauderdale, Fiorida. 
Phone: LOgan 6-2043. 

PARTS MANAGER —8 years’ experience 
Pontiac dealership recently closed. Sober, 
industrious young man of 30, married, 
one child. Prefer midwest location with 
Pontiac agency. Box 8716, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER or sales manager, 
with Ford and General Motors experi- 
ence. Have the know-how to control 
expenses, train salesmen. Good organizer 
and closer. Box 8717, c/o Automotive 
News, Detroit 7. 


USED CAR MANAGER, 32, honest and 
sincere. Ten years’ experience all phases 
of operations. Expert appraiser, buyer, 
and merchandiser. Desire position with 
new car dealer, prefer New York metro- 
politan area wr suburbs. Box 8718, c/o 
Automotive News, Detroit 7. 

GENERAL MANAGER—18 years’ experi- 
ence in all phases of automobile business, 
with proven record for large volume deal- 
erships. Would make a change for 
permanent connection in southern Flor- 
ida. Character, integrity and references 
of the highest. Box 8725, c/o Automo- 
tive News, Detroit 7. 

COMPTROLLER-BUSINESS MANAGER 
with large volume GM dealer and fleet 
leasing experience. Twenty years’ of 
business management with record of 
achievement in overall efficiency and re- 
duction in overhead. Age 48, married, 
two children, college. Presently employed 
—will be available after January 1. Box 
8728, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 








Distribution 
Opportunities 
Large British manufacturer, preparing 
to enter U. S. market with high-grade 
family sports car, seeks preliminary 
contacts and discussions with U. S. 


distributors and Contact 


representative now in U. S. by giving 


individuals. 


outline of area of interest, background 
and financial resources—in confidence 
—to P. O. Box 6790, Baltimore 4, Md. 


| 


were Harry A. Williams, ma 
director, Automobile Manufacturers 
Assn., and W. H. (Bud) Kouts, 
Lansing Chevrolet dealer and first 
vice-president of the Michigan Ay. 
tomobile Dealers Assn. 

Tom Clohecy (Pontiac) and Aj 
Briggs (Ford) were elected direc. 
tors of the Detroit group. The 
directors will choose their 1959 
officers later this month. S 

Holdover directors are Glenn 
Walker (DeSoto), Nelson Mulligan 
(Lincoln-Mercury), Edmond Shik- 
any (Oldsmobile), James Mason 
(Dodge), Arthur Sellgren (Buick), 

Charlie Dalgleish sr. (Oldsmobile. 
Cadillac), Gordon Wilson sr. (Chey- 
rolet), Ned Fisher (Chrysler), Pol 
Raynal (Plymouth), Bill Lavigne 
(Rambler), Howard Bell (Stude- 
baker-Packard) and Donald Wood 


Is YOUR state listed here? 


KANSAS, NEBR., S. DAK., 
WYo., COLO., UTAH, ARIZ. 


Distributer now has a limited number 
of dealerships available for 


HILLMAN- 
SUNBEAM 


Every month marks a new sales record 
for these popular imports, British-built 
by Reotes Motors, offered in a wide 
model choice. 


WRITE TO WHOLESALE MGR., 


CONTINENTAL AUTO 
IMPORT CO. 


P. ©. Box 247 Avrora Station 
DENVER 8, COLO. 


or phone DUdley &-1482, Denver 


NEED TAX CARRY-OVER? Inc. dealer- 
ship liquidating. Have tax carry-over of 
$13,600, 1954 through 1957. No liabilities. 
Corporation stock and carry-over can be 
purchased to your advantage. Address 
Box 8712, c/o Automotive News, De- 
troit 7. 





MORE DEALERS NEEDED to meet the 
growing demand for Alma mobile homes. 
Natural side-line for auto dealers. Newly 
designed, top quality value line priced 
to sell fast. Some excellent territories 
still open for Alma Franchise with guar- 
anteed sales areas. Write for ful! details 
on the new Alma deal or phone Ken 
Mitchell, 920—Alma, Michigan. 

FOREIGN CAR AGENCY FOR SALE— 

Handling BMC and BMW lines, midwest 

metropolitan city 350,000. Top sales lo- 

cation—large sales floor—low overhead. 

Proven high profits. Owner forced to sell 

because of other business demands. 

Priced reasonably for quick sale. Box 

8719, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING CHRYSLER 
PRODUCT in fastest growing section © 
southeast Florida Gold Coast. Modern, 
with fully equipped facilities. The prop- 
erty alone is worth the asking price. 
Write Box 8721, c/o Automotive News, 
Detroit 7. 


Foreign Car 
Distributorships 
Available 


Protected distributorships ore 
available for states east of 
the Mississippi River. This low 


priced economy import has 
a tremendous sales potential. 
is backed by a large scale, 
national promotional program. 
and a full warranty. Car very 
successful in key sales test 
creas. internationally repu- 
table manufacturer. Address 
letterhead to: Box 8727, c/o 
Automotive News, Detroit 7. 


Michigan. 
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DEALERSHIPS AVAILABLE 





DEALER SERVICES 


JEEP FC 150 fan bracket anti-rattle bolt 
assembly, $1.00. Sample .75 cents. Mod- 
ern Machine Works, Havre, Montana. 






DEALERS WANTED FOR 
TURNER SPORTS 
ROADSTER 


A Competitively Priced Imported Sports 
Cor—Excellent Parts Availability— 
Dealerships Available in Florida, 











LEASING 





MR. RAMBLER DEALER: Don’t pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 
E. Sandy, Portland 12, Oregon. 


DECAL TRANSFERS 
TRUCK DECALS: 








Georgia, Alabama, So. Carolina 













Write or Wire 
—DISTRIBUTOR— 









no charge for sketch; 












durable, brilliant colors, Write for sam- 
PACO MOTORS ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 
1025 S. Orange Blossom Tr. CARS FOR SALE 7. ee 





P. O. Box 30 Orlando, Florida 











DO YOU WANT 


PROFITS NOW?? 
Wholesale to Dealers Only 


HERN CALIFORNIA—Handling GMC 
trucks exclusively. Parts sales alone 
0,000 per year. Wonderful potential. 








Low investment for equipment, etc. Box 
§720, c/o Automotive News, Detroit 7. Fully Americanized 
DenLanena WANTED VOLKSWAGENS 
LERSHIP WANTED—‘“Big Three’— 
southeastern Florida. Will pay cash 1959s,-1958s,-1957s,-1956s 
d lease or buy facilities. Factory ap- “ 
oval assured. Strictly confidential. Box ee 
04, c/o Automotive News, Detroit 7. Shipped by the 
a . 
200 CAR DEALERSHIP WANTED, World's s Largest Independent 


w York, New Jersey area. Prefer Ford 
sconsider others. Box 8709, c/o Auto- 
otive News, Detroit 7. 


Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S$. Ports. Contact American 
Representatives for Details. 


Expincorp, 
Lyndhurst, New J 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 





” ‘DEALER SERVICES 





Military Acceptance 
p You SELL 
DRE MILITARY PERSONNEL 


Corporation will help 
sales to Military per- 


lary Acceptance 
make more auto 


|... because Also Supplyi Station Wagons, 
1. We finance up to 36 months. Panels, Pick-ups, Buses, Etc. 
1 Cars may be taken overseas without EXPORT INDUSTRIAL CORP., S. A., 

refinancing. Panama, R. P. 


i. We finance, or refinance, anywhere in 
the world, at low, money-saving rates, 
for officers and enlisted personnel of 
pay grades ES and above... ona | 
simplified, non-recourse basis. 


MILITARY ACCEPTANCE 


CORPORATION 
Dept. D, P. O. Box 2166, 800 Broadway 
Antonio, Texas—Telephone CApitol 6-268! 
idwide Financing for Military Personnel"’ 
(USAA Insurance available 
to qualified officers) 


VOLKS- 
WAGENS 


WHOLESALE 





H. K. Williams, Manager 

HOME DETECTIVE CO., INC. 

37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
sources, Write for loss forms and 
on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
ice Cherry Point, rt Bragg ‘Camp 
i. aie Wilmington and all of 
_ Write P. O. Box 862 or phone 
, BR 5-3757, Greensboro, N. C. 









CHARLES KREISLER, 
INC. 
Imported Car Division 


241 Park Avenue 
8 at 46th St., N.Y.C. 


MUrray Hill 9-6262 








Air Force Cadets 


No Down Payment 
36 Months to Pay 
low Bank Rotes 


handle all branches of the service, tech. 


and officers, No dealer liability. Car 200 1958 MODELS 
epobaggees WHOLESALE IN MIAMI 


Write, Wire or Phone | 
SERVICE TRUST & SAVINGS CHEVROLETS - FORDS - RAMBLERS 


3-6356 : 2625 Broadway BUICKS - CADILLACS 
San Antonio, Texas HARDTOPS AND CONVERTIBLES | 


Driven only 7,000 to 8,000 miles. 
Fully equipped. Delivery arranged. 


MORSE AUTO RENTAL 


7726 N.E, Second Avenue Florida 
Plaza 7-2425 





OP LOSING NEW CAR SALES! Dis- 
ver how much your competitors’ cars 
fally cost. The book, ““AUTO COSTS,"’ 
fives you the factory invoice prices of 
ail 1959 American cars, 21 foreign cars, 
4 American trucks and al! their equip- 
Ment. Used by dealers and banks nation- 
Wide. Order your ‘59 edition today for 
Sly $10—three year subscription $18 
fincluding all supplements), AUTO 
rey Box 224, Dept. 3Z, New York 
N. Y. 


Miami, 





DO YOU NEED 
FOREIGN CARS? 


1 CAR or 12 cars 


ANY MAKE— ANY MODEL 
NEW or USED 


CAR WHOLESALERS, | 
| 


® TWO ESSENTIAL SERVICES ®@ @ 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
» machinery and tools. 


For Buy/Sell Agreements 
Annual Fiscal Reports 
Tex, Banking and insurance 


@ Call or Write for Details @ @ 
jOTIVE INVENTORY & APPRAISAL CO. 


Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


INC. 


1555 JEROME AVE., BRONX, N. Y. 
Ask for Mr, Pittman: TR 2-8433 





DISTRIBUTORS WANTED 


DISTRIBUTORS, DEALERS WANTED 
FOR UNIQUE FOREIGN TRUCK! 


Truck Distributors, Dealers wanted for multi-state areas, 
and North America and South America. Distributors 
must have experience in appointing and servicing deal- 
ers. Over one-million of these new sensational 3-wheel 














trucks in use throughout the world. Made oe one of the 
world's largest manufacturing firms! $1,000,000 adver- 
'tising and public relations program will ote these 





trucks! Write or telephone, Mr. Art Huber, Tri-Wheel 
Trucks, Inc., 114 E. 32nd St., N. Y. C. OR 9-4790. 









Wholesale To Dealers Only 


Sealbeams, Mileage Speedometers, Di- 
rectional Signals, Leatherette, Bumper 
Guards. 





MERCEDES-BENZ — Wholesale '56, 





Foreign Cars Needed Now 


Renavits our specialty. We buy all makes 
including those distressed stocks. No number 
too large. Trucks pickup immediately. Phone 


Kirkwood importers, Ltd., 1030 N. Kirkwood | 
Road, Kirkwood 22, Missouri. 








Largest Stock on East Coast 


5710.Baltimore Ave. Hyattsville, Md. 
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CARS FOR SALE 


VOLKSWAGENS 
TRIUMPHS TR3 
PEUGEOTS 403s 


1959 AND 1958 
EXPORT MODELS 
CONTINUOUS 
DIRECT SHIPMENTS 


380'/7, E. Broad St. 





MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS' SPECIAL (F.0.8. Factory Nef) 


$52.35 Fed. Tax Included 


PARTS FOR SALE 








READ THIS 


BMW Isetta Parts "300" and "600" 


Midwest distributor. Largest Isetta parts in- 
ventory in the midwest. Your orders filled 
and shipped same day as received, 


NATIONAL AUTO IMPORT, INC. 
Spare Parts Division 


Columbus 15, Ohio 
CApitol 8-4514 





ON GUARANTEED DELIVERY BASIS 
WITH OFFICIAL INSPECTION ON 
ARRIVAL BY WORLD'S LARGEST 
INSPECTION AGENCY 


Play safe and avoid disappointments— 
place your orders with us. Up to 
1,000 cars monthly available. Ship- 
ments direct from Germany to all 
American ports, freight prepaid duty- 
paid. SOME EXCLUSIVE TERRITORIES 
STILL OPEN. 


Highest bank credentials. 
Forty years’ of import experience. 
Wire or phone: 


LONG SUPPLY COMPANY, 
ALFRED HORN 


55 Mile Square Road, Yonkers, N. Y. 
Phone: Yonkers, New York 5-1038 


1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 





—all hardtops with automatic transmission, 


power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 

For 


information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Iilinois 


DElawere 7-7272 Don Miller 


VOLKSWAGENS 


Sedans - Convertibles 
Ghias 


1959s - 1958s 


Choice of Colors 


Fully Americanized, A. S. 1 Glass 


We Supply English Manuals. 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 


EMpire 1-1690 





"57, 
time 2-4 weeks. 
located in midwest. 
c/o Automotive News, 


58 models. 
Dealer centrally 
Reply Box 8701, 
Detroit 7. 


Delivery 


CARS WANTED 


YES! YES! WE BUY 


wire John Hallums, YOrktown 5-1204. 





PARTS FOR SALE 


Chevrolet Parts 


Orders Shipped Complete 
Same Day as Received. 


LUSTINE-NICHOLSON 
CHEVROLET 


Phone Warfield 7-7200 
Suburb of Washington, D. C. 





‘Towbars - Saddles 


‘Towing Equipment 
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PARTS WANTED 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N,. J. Phone: 
WHitney 3- 6666. 


~ NEW LINES WANTED 


SUCCESSFUL automotive parts distributor | 
needs volume. Has ample finance and 
facilities. Now servicing eastern Wash- 
ington, Idaho and Montana. Will consider 
distribution of established product on 
exclusive basis. Not necessarily auto- 
motive. Address: P.O. Box 2200, Spo- 
kane, Washington. 


ANTIQUE CARS FOR SALE 

1927 NASH COUPE — Perfect condition. | 

Green mohair interior, $570, Phillip! 

Engle, 240 Franklin, Tiffin, Ohio, Phone: | 
25. 


1928 FORD SPORTS COUPE, canvas top, 
landau bars, rumble seat. Excellent con- | 
dition, $495. Martin H. Donahoe, Jr., 
343 State St., Rochester 4, New York. 


MISCELLANEOUS | 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


With Universal Swivel 


Action 
we toe 
. Factory Net) 





Four ores 
DEALERS’ SPECIAL (F.O. 


$44.85 Fed. fan Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 











Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9. MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y¥ 
Toronto, 








MOST COMPLETE LINE OF 








HARLEY-DAVIDSON MOTORCYCLE: 1958 
3-wheeler with very low mileage. Ideal 


BLACK BEAUTY 





for speedy, economical nee nae de- 

livery. Retail $1,667—now $995. ooyer 

Towbars from $41.50 Chevrolet, 350 w Michigan Avenue, 
| Battle Creek, Michigan ‘a aan 

THE MARION | FOR SALE—FLASH-A-CALL service con- 


control box 


trol panel complete with 
MANUFACTURING co. and wiring. Panel is departmentalized for 

larger new car dealership, is in perfect 
Marion, Ohio Phone: 2-7594 working order, Will sacrifice, Write to 

Jackson Chevrolet Company, Main at 


10th, Pueblo, Colorado. - 





The “ORIGINAL YELLOW" 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
$5] 45 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 

TowKinG 4.22.3 45°° 
TRAIL-KING $37.50 


1959 PriceMaster 
"59 Edition—Ready Now! 


The encyclopedia of Dealer Factory Cost 
Prices on all American Made Cars, three 
lines of popular light trucks and 25 different 
Foreign Cars, listing all optional cost acces- 
| sories and standard equipment for all models. 
| "PriceMaster" is published for the exclusive 
use of car dealers, banks, insurance com- 
| panies and finance companies. IT IS NOT 
| SOLD TO THE GENERAL PUBLIC. The price 





Delivery | is only $10, a yearly subscription with all 
Fit = B il supplements FREE; 5% discount for cash 

Cars its a | with order or C.O.D. order—or $10 net 30 
| days open billing. “PriceMaster” gives you 


WE STOCK PARTS FOR 
RED ARROW TOW BARS 


| a world of facts that you need in your every- 
| day business, for such a nominal cost you 
cannot afford to be without it. 


Order Your Copy Today—Now! 
K-B SALES CO., INC. 


Dept. D-! 
924 - Lith Street 
Rock Island, Illinois 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., Chicago 6, Ill. 





‘Order your subscription NOW, 
and avoid increase in price to 


be announced soon. 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Street Address.......... a> « ealee cocccscccccececes SONOS Mie écamene 
CP. 0 ciccassass chs some eccscee ecocccccccccccc cs WEB ccscccecccvcvece 
TRADE CONNECTION: 

Car Dealer [] Truck Dealer [] Manvfacturer [] 
Jobber [] Insurance [] Financial [] Supplier 1] 


12-15-58 


Make of Car... 











These two pictures were taken within five 
minutes of each other. Both mirrors were 
exposed to the same amount of rain. 
Taken with the same camera. Same focus. 


ORDINARY 


outside mirror 


CROMIR® 


outside mirror 


ba 


rain or shine...your customers 


will go for CROMIR! 


You can prove the difference yourself! 

Spray water on an ordinary mirror and it 
clings. That’s what rain does. The image is 
blurred and distorted. 

Do the same to a Cromir and water runs 
right off, as if the surface were freshly 
waxed. Cromir gives you clearer, sharper 
images in any weather. 

Because it’s a front-surface mirror of 
polished chrome alloy on polished plate 


glass, Cromir provides single images ... 
with no ghosting, no blurring, no confusion: 
It’s the safest, most dependable outside mir- 
ror ever developed. And it’s guaranteed for 
as long as the first owner keeps the car 
you put it on. 

Sold to New Car Dealers Only. Cromii 
mirrors are an accessory you can sell readily: 


‘with pride and profit. Available from manu- 


facturers of outside mirrors. 


- CROMIR MIRRORS 


. ; DEMONSTRABLY THE BEST. OUTSIDE MIRROR MADE 


GLASS 


_ LIBBEY-OWENS: FORD @ Gneat Name in Glaos 


-LIBERTY MIRROR DIVISION +« BRACKENRIDGE, PENNSYLVANIA 
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